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‘THe LACK 


Hundreds of dealers have found a 
profitable gold mine in Webster's 
Micrometric Carbon Paper, for it is 
unlike any other carbon paper that 
is made. Its five extra sales features 
give you the edge over competition. 


You have something new, something 
different with which to get more busi- 


ness. Once sold, a customer will come 
back again and again for more. And 
this repeat business is protected by 
the Micrometric patents and the 
Webster dealer franchise. So use this 
profit-maker to increase your sales 
in every department in your store. 





OTHER STARS IN THE 


WEBSTER LINE 
Carbon Papers 








* MULTIKOPY 
* WEB-STAR 
* OLD OAK TREE 


Typewriter Ribbons 


* STAR BRAND 
* HUB BRAND 
* BATTLESHIP 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

[Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


(COPYRIGHT. Contents 
covered by Copyright, 1938, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 138 
Ace Fastener Corp. 58 
Acme Card System Co. 91 
Adams, Henry T., Mfg. Co. 154 
Aigner, G. J., Co. 156 
Allen Calculators, Inc. 97 
Allen & Co. 151 
Allen-Wales Add. Mach. Corp... 95 
All-Steel-Equip. Co. 117 
Alma Desk Co. 133 
Amer. Number. Machine Co.....157 
Amer. Writing Machine Co. 64 
Ames Supply Company 57 
Anderson-Hickey Ce., Inc. 138 
Armstrong & White 153 
Artility Metal Products, Inc.....157 
Art Metal Construction Co. 65 
Art Steel Co., Inc. 130 
Automatic File & Index Co. 125 
Autopoint Co. 73 
B 
Bankers Box Co. 62 
Barkley, C. L., & Co. 136 
Bassick Company 60 
Bates Mfg. Co. 77 
Belmet Products, Inc. 89 
Bentson Mfg. Co. 146 
Better Packages, Inc. 153 
Bickett, L. M., Co. 155 
Bright Chair Co. 149 
Bristow, Stanley R. 157 
Browne-Morse Co. 154 


Buckeye Ribbon & Carbon Co... 70 


Burns Mfg. Co. 124 
Bushnell, Alvah, Co. 137 
c 
Calvert Lamp Co. 127 
Canvas Products Corp. 156 
Cel-U-Dex Corp. 155 
Clarotype Co., The 141 
Cloyes Gear Works 152 


Codo Mfg. Corp. 1 

Collier-Keyworth Co. 143 
& Car. Mfg. Co. 7 

Columbia Steel Equipment Co... 71 


Columbia Rib 


Cook, The H. C. Co. 128 
Corona Typewriter 49 
Corry-Jamestown Mfg. Corp.....113 
Cramer Air-Flow Chairs 152 
Crown Ribbon & Carbon Co._._.120 
Cushman & Denison Mfg. Co...153 
D 
Darnell Corp. 152 
Dawn Mfg. Corp., The 27 
Dick, A. B., Co. 47 
Doppelt, Chas., & Co. 142 
Downey, C. L., Co. 145 
E 
Eagle-Ottawa Leather Co. 82 
Elliott Address. Mach. Co. 155 
Elliott-Fisher Back Cover 
Esquire Pen-Ink Co. 103 
Esterbrook Steel Pen Co. 157 
Evansville Desk Co. 120 
F 
Faber, A. W., Inc. 125 
Fastener Corporation 150 
Faultless Caster Corp. 153 


offer their services in resolving any disagreements which 
through the journal. 
Finch & McCullouch 131 Kilian Mfg. Corp. 141 
Free Hand Binder Co. 154 Koh-I-Noor Pencil Co., Inc. 114 
Friden Cale. Machine Co. 118 I 
Fritz-Cross eae The 116 Leesa On, The 129 
wulton Rpectalty Co. _ Loose Leaf Metals Co. 145 
ae ; M 
Gayle aie —m ‘ ~ Manifold Supplies Co. 54 
peveeieee rate esi Co. : Marble, The B. L., Chair Co...141 
peace aaa nis Co. ° see Markilo Co. 153 
aa ioraeiaa ve ‘ _ ni Markwell Mfg. Co. 69 
pigs cesta niapaaitaal Co. et Maik Breath @ Co. 147 
aver, mpi a, Xo. ~e Meilicke Systems, Inc. 154 
ee Seen TS ais tial Wake Ce. 88 
Guide System & Supply Co. 110 Metal Office Furniture Co. 106 
H Meyer & Wenthe 149 
H. A. Ink Eradicator Co. 157 Miami Systems Corp. 150 
Hall-Welter Co. 27 Mimeograph, The 47 
Hanson Scale Co. 152 Minnesota Mining & Mfg. Co... 75 
Harding, Milo, Co. 151 Mitchell Binder Co. 150 
Harriman-Welts Products Co...156 Mittag & Volger, Ine. 133 
Harter Corporation, The 154 Monroe Calc. Machine Co. 55 
Heyer Corporation, The 159 Moore Push-Pin Co. 152 
Higgins, Chas. M., & Co., Inc...128 Morse Typewriter Co. 154 
High Point Bd. & Chair Co. 142 Morse, J. S., Typewriter Co.....153 
Hileo Corp. 104 Munson Supply Co. 119 
Hotchkiss Sales Co. 79 Murphy Chair Co. 138 
I N 
Imperial Desk Co. 74 Nat’l Blank Book Co. 121 
Imperial Mfg. Co. 122 Nat'l Brief Case Mfg. Co. 131 
Imperial Methods Co. 144 Nat'l Engraving Co. 153 
Fadtane Denk: Go. 137 Nat'l FiberstoK Envelope Co.....111 
Ink Specialties Co. 147 Nat’l Vulcanized Fibre Co. 149 
Internat’l Bus. Mach. Corp. 105 Neva-Clog Products, Inc. 66 
Invincible Metal Furniture Co...101 Neverknot Co., The 155 
New Indiana Chair Co. 137 
J 
Jasper Chair Co. 53 a ’ ss 
: _ ; Old Town Ribbon & Carbon Co. 63 
Jasper Office Furniture Co. 78 y “2 
: Oxford Filing Supply Co. 76 
Jasper Seating Co. 145 
P 
K Pacific Cb. & Ribbon Mfg. Co. 81 
Kahn, David, Inc. 140 Parrot Speed Fastener Corp. 61 
Keen Mfg. Co. 136 Peerless Key-Imperial Mfg. Co...122 
Kellogg, A. W., Sales Co. 153 Peerless Steel Equip. Co. 34 
Kewaunee Mfg. Co. 146 Pelouze Mfg. Co. 135 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 








result 


from relations established 
Perfect Rub. Seat Cush. Co.....152 
Phillips Process Co. 92 
Polar Mfg. Co. 150 
Polaroid Corp. 109 
Pronto File Corp. 96 
Pruitt Co., The 157 
Q 
Quality Park Envelope Co. 56 
R 
Raphael Shops, Inc. 135 
Reliable Tw. & A. M. Corp. 155 
Rivet-O Mfg. Co. 156 
Roberts, Weldon, Rubber Co.....143 
Rockwell-Barnes Co. 87 
Ross-Gould Co. 124 
Royal Metal Mfg. Co. 102 
Royal Typewriter Co. 158 


Ss 
Table Co. 


Products Co. 


St. Johns 


123 
Sanymetal 149 


Scat, Dr., Chemical Co. 155 
Sengbusch S-C Inkstand Co.....129 
Service Industries, Inc. 32 
Shaw-Walker Co. 80 
Sheaffer, W. A. Pen Co. 68 
Shelbyville Desk Co. 126 
Sheppard, C. E., Co. 108 
Sherman-Manson Mfg. Co. 112 
Shipman-Ward Mfg. Co. 156 
Sikes Co., Ine. 93 
Smith, L. C., & Corona 
Typewriters Ine. 419 
Speed Key Mfg. Co. 155 
Speed-O-Print Corp. 115 
Spencerian Pen Co. 107 
Sponge Rubber Products Co.....100 
Stationers Loose Leaf Co. 23 
Stationers Manufacturing Co.....157 
Storms, H. M., Co. 130 
Sturgis Posture Chair Co. 119 


Sundstrand Back Cover 


x 
Technygraph, The 154 
Tell City Desk Co. 144 
Tenacity Mfg. Co., The 94 
Toledo Metal Furniture Co. 134 
Triner Seale & Mfg. Co. 146 
Trussell Mfg. Co. 32 
Tubular Specialty Mfg. Co. 142 
Tybon Corp. 152 
U 
Underwd.Elliott-Fisher. Back Cover 
U. S. Tw. Ribbon Mfg. Co. 148 
Vv 
Vail Manufacturing Co. 99 
Varat, Murray, Co. 140 
Veit Co., The 141 
Victor Safe & Equipment Co...157 
Vogel-Peterson Co. 139 
Ww 
Wagemaker Co. 142 
Warshaw Mfg. Co. 148 
Webster, F. S., Co. 2 
Weis Mfg. Co. 83, 4, 5, 6 
Wiggins, John B., Co. 154 
Wolber Mfg. Co. 90 
Wonder Lock 153 
Y 
Yawman and Erbe Mfg. Co. 98 


For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


American Writing Mach. Co 64 
Ames Supply Co 57 
Cloyes Gear Works 152 
Shipman-Ward Mfg. Co L5t 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co 7 
Adding Machines 
Allen Calculators, Ine 97 
Allen-Wales Add. Mach. Corp 95 
Friden Cale. Machine Co 118 
Monroe Cale. Machine Co 55 
Sundstrand Back Cover 


Adding Machines 
Reliable Typewr 


(Stylus) 
& A 


Adding Machines, Rebuilt & Used 
Morse Typewriter Co 1 
Morse, J. S., Typewriter Co 1 
Pruitt Co., The 1 
Reliable Typewr ] 


M. Corp.....155 


& A. M. Corp 

Adding Typewriters 

Underwood Elliott 
Co 


Fisher 
Sack Cover 


Addressing Machines 
Elliott Address. Mach. Co 155 
Adhesives 


(See Inks, Adhesives, etc 


Arch and Clip Board Files 


Armstrong & White 153 
Cushman & Denison Mfg. Co 153 
Free Hand Binder Co 154 
Globe-Wernicke Co 59, 67 
Rockwell-Barnes Co 87 
Shaw-Walker Co. 80 
Yawman and Erbe Mfg. Co 98 
Ash Trays, Office 
Belmet Products, Inc 89 
Autographie Registers 
Miami Systems Corp 150 
Banker's Note Cases 
Art Steel Co 130 
General Fireproofing Co. 51 
Globe-Wernicke Co 59, 67 
Victor Safe & Equipt. Co 157 


Billing Machines 
Underwood Elliott Fisher 
Co Back Cover 


Binders, Catalogue and Periodical 


Acco Products, Inc 138 
Aigner, G. J., Co, 156 
Mitchell Binder Co 150 
Tenacity Mfg. Co., The 94 
Binders, Permanent Storage 
Bankers Box Co 62 
Binders, String 
Bankers Box Co 62 
Blank Books 
National Blank Book Co 121 
Rockwell-Barnes Co 87 
Blueprint and Plan File Cabinets 
All-Steel-Equip. Co 117 
Anderson-Hickey Co 138 
Art Metal Construction Co 65 
Art Steel Co 130 
Browne-Morse Co. 154 
Columbia Steel Equip. Co 71 





Corry-Jamestown Mfg. Corp l 


General Fireproofing Co 51 
Globe-Wernicke Co 19, 67 
Peerless Steel Equip. Co 
Shaw-Walker Co 


Yawman and Erbe Mfg. Co 


Bond Boxes 


Art Steel Co 130 
General Fireproofing Co 51 
Globe-Wernicke Co 9, 67 
Book Cases 
All-Steel-Equip. Co 117 
Alma Desk Co 133 
Art Metal Construction Co 65 
Browne-Morse Co 154 
Corry-Jamestown Mfg. Corp 113 
General Firenroofing Co hl 
Globe-Wernicke Co 59, 67 
Peerless Steel Eqiupment Co 134 
Shaw-Walker Co 80 
Weis Mfg. Co 83, 4, 5, 6 
Yawman and Erbe Mfg. Co 98 
Book Rings 
Adams, Henry T., Mfg. Go 154 
Bookkeeping Machines 
Internat’! Business Machines Cp 105 


Underwood Elliott Fisher 
Co Back Cover 

Box Letter Files 

Art Steel Co 130 

Globe-Wernicke Co 59, 67 

Rockwell-Barnes Co 87 

Weis Mfg. Co 83, 4, 5, 6 
Brief and Zipper Cases 

Doppelt, Chas., & Co 142 





Mashek, Frank, & Co 147 

National Brief Case Mfg. Co 131 

Varat, Murray, Co 140 
Calculating Devices 

Mellicke Systems, Ine 14 

Reliable Tw. & A. M. Corp 155 
Calculating Machines 

Allen Calculators, Inc 97 

Allen-Wales Add. Mach. Co 95 

Friden Cale. Machine Co 118 


Monroe Cale. Machine Co 


Sundstrand Back Cover 


Caleulating Machines, Used 
Morse Typewriter Co. 154 
Pruitt Co., The 157 
Reliable Tw. & A. M. Corp. 159 

Carbon Papers 
(See Ribbons and Carbons) 

Card Index Boxes and Trays 
All-Steel-Equip. Co 117 
Art Metal Construction Co 65 
Art Steel Co. 130 
Sentson Mfg. Co. 146 
Columbia Steel Equip. Co 71 
Corry-Jamestown Mfg. Corp 113 
Globe-Wernicke Co 59, 67 
Guide System & Supply Co 110 
Imperial Methods Co 144 
Invincible Metal Furn. Co 101 
Metal Office Furn. Co 106 
Peerless Steel Equipment Co 134 
Shaw-Walker Co. 80 
Wagemaker Co 142 
Warshaw Mfg. Co 148 
Weis Mfg. Co 83, 4, 5, 6 
Yawman and Erbe Mfg. Co 98 

Cards, Business (Book Form) 

Wiggins, Jehn B., Co 154 

Cash Boxes 
Art Steel Co 130 
General Fireproofing Co 51 

Casters, Caster Bearings, Slides 
Sassick Co. 60 
Darnell Corp 52 
Faultless Caster Corp 
Kilian Mfg. Corp 





Celluloid Envelopes 


Markilo Co 153 
Chair trons 
Bassick Co 60 
Collier-Keyworth Co 143 
Gilson-Bolens Mfg. Co 139 
Chair Mats 
Bickett, L. M., Co 155 
Globe-Wernicke Co. 59, 67 
Polar Mfg. Co. 150 
Shipman-Ward Mfg. Co 156 
Chairs, Office 
Artility Metal Products, Ine. 157 
Bright Chair Co 149 
Cramer Air-Flow Chairs 152 
Fritz Cross Co., The 116 
Gaylo Mfg. Co 145 
General Fireproofing Co 51 
Harter Corp 154 
High Point Bd. & Chair Co 142 
Jasper Chair Co 53 
Jasper Seating Co. 145 
Kewaunee Mfg. Co. 146 
Marble, The B. L., Chair Co 141 
Murphy Chair Co 138 
New Indiana Chair Co. 1 
Raphael Shops, Inc 
Royal Metal Mfg. Co. 2 
Shaw-Walker Co : 
Sikes Co., Ine 93 
Sturgis Posture Chair Co 119 
Toledo Metal Furn. Co 134 
Chairs, Folding 
Gaylo Mfg. Co. 145 
Chairs (Posture) 
Artility Metal Products, Ine 157 
Bright Chair Co 149 
Cramer Air-Flow Chairs 152 
Fritz-Cross Co., The 116 
Gaylo Mfg. Co 145 
General Fireproofing Co 51 
Harter Corp 154 
High Point Bd. & Chair Co 142 
Jasper Chair Co. 53 
Jasper Seating Co 145 
Kewaunee Mfg. Co 146 
Marble, The B. L., Chair Co. 141 
Murphy Chair Co 138 
Royal Metal Mfg. Co 102 
Shaw-Walker Co 80 
Sikes Co., Ine 93 
Sturgis Posture Chair Co 119 
Toledo Metal Furniture Co. 13 
Check Protectors & Writers 
Hall-Welter Co. 127 





Check Protectors & Writers, Used 


Pruitt Co 
Reliable Tw 


Checks, Stamped Metal 
Meyer & Wenthe 
Coin Bags, Trays and Wrappers 
Art Steel Co 
Downey, ¢ I Co 
Copyholders 
Acco Products, It 
Dawn Mfg. Corp., The 
Costumers 
Peerless Steel Equipment 
Royal Metal Mfg. Co 
Sanymetal Products Co 
Tell City Desk Co 
Vogel-Peterson Co 
Cushions and Pads, Chair 


Bickett, L. } 


Perfect Rubber Seat Cushion Co 
Co 


Polar Mfg 


I 


Shipman-Ward 


Sponge 


Cuspidor Mats 
Polar Mfg 


Rubber 


Shipman-Ward 


Cuspidors 
Art Steel Ce 


Dating Stamps 
Amer 
Fulton 
Meyer 
Rivet-O-Mfg 


Desk Bumpers 
Polar 


Desk Lamps 


Mfg. C 


Number 
Specialty ¢ 
& Wenthe 


( 


€ 


& A 


Co. 


Mfg 


M 


cr 


Co 


Products 


Mfg. ¢ 


Machine 


Calvert Lamp Co 


Polaroid Corp 


Desk Pads & Tops 


Aigner, G. J 
Polar Mfg. ¢ 


0 


Wagemaker (x 


Desk Pending-Letters Holders 


Acco Products, Inc 
Desk Pen & Ink Sets 
Esquire Pen-Ink C« 
Gregory Fount-O-Ink 
Sengbusch Self Closing Inkstand Cc 
Sheaffer, W. A., Pen Co 
Desk Trays 
Aigner, G. J., Co 
Art Metal Construction Co 
Art Steel Co., Inc 
Automat. File & 
Corry-Jamestown Mfg 


0 


General Fireproofing Co. 


Globe-Wernicke 
Methods ¢ 


Imperial 


Co 


‘o 


rp 


c 


Index Co 


Corp 


Peerless Steel Equipment Co. 


Shaw-Walker 
Weis Mfg 


( 


Yawman and Erbe Mfg 


Desk Work Distributors 
Art Steel Co., 


Bristow 


Polar Mfg 


Stanley 
Globe-Wernicke 
Co 


Inc 
R 
Co 


Victor Safe & Equip. C 


Weis Mfg 
Desks 
Alma 
Art 
Autmte 
Bentson Mfg 
Browne - Morse 
Burns Mfg 


Co 


Desk Co 
Metal Construction Co 
File & Index Co 


( 


Co 


Columbia Steel Equip 
Corry-Jamestown Mfg 
Evansville Desk Co 
General Fireproofing Co 


Globe 
Imperial 
Indiana 

Invincible 


Wernicke 
Desk Co 
Desk Co 
Metal 


Co 


Jasper Office Furn 


Leopold Co 
Metal Office 


Peerless Steel 


Royal Metal 
Shaw-Walker 
Shelbyville 


The 
Furniture C« 


Furn 


Co 


Cc 


0 


Co 
Corp 


Cc 


) 


Equipment Co 
Mfg. ¢ 


) 


Tell City Desk Co 


Victor 


Safe & 


Wagemaker Co 
Yawman and Erbe Mfg 


Equi 


Duplicating Machines 
Machine 


Amer. Writing 
Diek, A. B., Ce 
Elliott Addres 
Harding, Milo, Co 
Heyer Corporation 
Hileo Corp 
Mimeograph, The 
Rivet-O-Mfg. Ce 


Shipman-War 


j 
i 


Mf 


‘o 


Desk Co 


pt 


The 


0 


s. Machine Ce 


) 


i) 


103 
126 
129 

oS 


Smith, L. C., & Corona Type 
Speed-O-Print Corp 
Wolber Mfg. Co. 


Duplicating Machines, Used 
Pruitt Co., The 


Duplicating Machine Supplies 
Columbia Rib. & Carb. Co. 
Dick, A. B,, Co 
Harding, Milo, Co 
Heyer Corp., The 
Hilco Corp 
Ink Specialties Co 
Manifold Supplies Co 
Mimeograph, The 
Mittag & Volger, Ine 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Type 
Speed-O-Print Corp. 
Technygraph, The 
Victor Safe & Equipt. Co 
Wolber Mfg. Co 


Envelope Sealers 
Elliott Addressing Machine Co 


Envelopes 
Bushnell, Alvah, Co 
Globe-Wernicke Co. 
Nat'l FiberstoK Envelope Co 
Quality Park Envelope Co 
Veit Co., The 


Envelopes, Celluloid 
Markilo Co. 


Eradicators, Ink 
H. A. Ink Eradicator Co. 
Heyer Corp.. The 


Erasers, Rubber 
Faber, A. W., Ince 
Koh-I-Noor Pencil Co., 
Roberts, Weldon, 


Ine 
Rubber Co 


Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Markwell Mfg 
Rivet-O-Mfg. 


Co 
Co. 


File Boxes. Collapsible Corrugated 
Bankers Box Co 
Barkley, C. L., Co. 
Globe-Wernicke Co 59 
Guide System & Supply Co 
Oxford Filing Supply Co 
Pronto File Corp. 
Weis Mfg. Co. 


File Boxes, Metal 
Art Metal Construction Co 
Art Steel Co. 
Corry-Jamestown Mfg. Corp 
Peerless Steel Equipment Co 
Pronto File Corp 
Rockwell-Barnes Co 
Victor Safe & Equipt. Co. 


Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp. 


Filing Cabinets, Insulated 
Shaw-Walker Co 
Victor Safe & Equipt. Co 

Filing Cabinets, Metal 
All-Steel-Equip Co 
Anderson-Hickey Co. 

Art Metal Construction Co 
Art Steel Co. <a 
Autmte. File & Index Co 
Bentson Mfg. Co. 
Browne-Morse Co. 

Columbia Steel Equip. Corp 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 


Globe-Wernicke Co. 59. 


Invincible Metal Furn. Co. 
Metal Office Furniture Co. 
Peerless Steel Equipment Co 
Pronto File Corp. 
Shaw-Walker Co. 

Victor Safe & Equipt. Co. 
Yawman and Erbe Mfg. Co 


Filing Cabinets, Wood 
Globe-Wernicke Co 
‘mperial Methods Co 
Wagemaker Co 
Weis Mfg. Co 
Yawman and Erbe Mfg. Co 

Filing Supplies 
Acco Produets, Ine. 
Aigner, G. J.. Co. 

Art Metal Construction Co. 
Barkley, C. L., & Co 
Browne-Morse Co. 

Bushnell, Alvah, Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co. 

Guide System & Supply Co 
Imperial Methods Co. 
Metal Office Furniture Co 
Nat'l FiberstoK Envelope Co 
Oxford Filing Supply Co 


THE CLASSIFICATIONS 


(Continued on page 6) 


40 
115 
90 


iS 
130 
113 
134 
96 
Si 
157 
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THE CLASSIFICATIONS 


Continued from page 


Pronto File Corp 
Quality Park Envelope 


Rockwell-Barnes (Co s 
Shaw-Walker (*« gt 
Veit Co., The 
Victor Safe & Equipt. ¢ 
Warshaw Mfg. (« 148 
Weis Mfg cs x j ‘ 
Yawman and Erbe Mfg. ¢ x 
Finger Pads 
Parrot Speed Fastener ¢ 
Folders (See Filing Sup 
Forms, Special Prtd 
Stationer Mf ( 7 
Fountain Pens 
Esterbrook Steel Pen C« 7 
Kahn, David, Inc if 


Sheaffer, W. A Pen Co OS 


Spencerian Pen Co OF 


Gummed Cellulose Tape 


Minnesota Mining & Mfg. ¢ 
Gummed Cloth Rings 

Graff, Geo. B., ¢ 1 

Warshaw Mfg. Co 1X 


Gummed Tape Sealers 




















Minnesota Mining & Mf ( 7 
Index Card Signals 
Cook, HL. ¢ Co Ir 128 
Graff, Geo. B., Co l 
Victor Safe & Equipt. 
Index Tabs 
Aigner, G. J Co Lit 
Barkley, C. L., & Co 13¢ 
Cel-U-Dex Corp l 
Globe-Wernicke ¢ %, 67 
Guide System & Supply (<¢ 0 
Markilo Co 153 
Parrot Speed Fastener Cor 61 
Shaw Walker { si 
Veit Co., The 141 
Victor Safe & Equipt. ¢ 7 
inks, Adhesives, Ete 
Harriman-Welts Prod. Co 6 
Higgins, Chas. M., & ¢ 128 
Ink Specialties Co 7 
Rivet-O-Mfg. Co 
Sheaffer, W \ Pe ( 6S 
Knives, Office 
Autopoint (¢ 7 
Inkstands 
Cushman & Denison Mf ‘ 
Sengbusch S-C Inkstand ¢ ) 
Leads for Mechanical Pencils 
Faber 4. W Ir 
Kahr David, Ir +) 
Sheaffer W \ Pen ¢ 1G8 
Leather Goods 
Doppelt, Chas & 4 
Mashek, Frank, & (< 7 
National Brief Case Mfg. Co 
Varat Murr Co TH 
Leather Upholstered Furniture 
gright Chair Co 149 
Jasper Chair ¢ 3 
New I ana Chair Ce 7 
Raphael Shop Ir 
Leathers, Upholstering 
le-Ottawa Leather (¢ xo 
Letter Trays (See Desk Tr 
Letterheads 
Goes Lithographing ¢ 14 
Stationers Mfg. ¢ 7 
Wiggins, John B ( 
Library Equipment 
All-Steel-Equip (« 7 
Art Metal Construction ¢ ' 
Art Steel Co i) 
Corry -Jamestowr Mrs ( 
1 Fireproofing Co 
Wernicke (« a 
; 1 Equipmer ( l 
‘ xO 
Erbe Mf ( x 
Lockers and Storage Cabinets 
All-Steel-Equip Co 
Anderson-Hickey ¢ 138 
Art Metal Construction ¢ ( 
] “ 
é 
Mf ( 
if ‘ 
| 
I ( 
ivt if ‘ ‘ 
Yawman and Erbe Mfg. ¢ Is 


Locks, for Desk Drawers, 


Showcase, Etc 
Wonder Lock art 








Loose Leaf Books & System 
Adams, Henry T., Mfg. ( 
Aigner G J Co »f 
National Blank Book Co 121 
Sheppard, The ¢ E., Co 108 
Stationers Loose Le Co. 2 
Tenacity Mfg. (« The 4 
Trussell Mfg. ¢ 4 


Loose Leaf Envelopes, Celluloid 
{ 


kile 


Loose Leaf 
Adams, 
Leaf 
Stationers 


Metals and Devices 
Henry T Mf 
Metals 
Loose Leaf ¢ 
t \if ( The 


Loose 


Mail 


Car 


Bags 
; P 
Mail Distributors 
sristow Stanley K 
Globe-Wernicke (€« 
Victor Safe & Equipt. ¢ 





Map Tacks 

Graff, George B., ¢ 
Moore Pust n 
Matched Office Suites 

Art Metal Construction ¢ 
General Fireproofing ¢ 


Globe-Wernicke ¢ 
eopoid ©O The 


L, 
Roy Metal Mfg. C« 


Memorandum Books 
National slank Book ¢ 


Rockwell-Barnes ¢ 


Trussell Mfg. (« 


Memorandum Devices 
Autopoint Co 


tates Mfg. Co 
Bristow, Stanley R 
Finch & McCulloch C¢ 


Mending Tape 
Minnesota Mining & Mf ( 


Warshaw Mfg. 
Moisteners 

Setter Packages, In 

Kellogg, A. W Sales (¢ 

Rivet-O-Mfg. Co 

Sengbusch S-C Inkstand (¢ 


Numbering Machines 


Amer. Numbering Ma ( 
Bates Mfg. ¢ 
Office Partition and Railings 
Globe-Wernicke Co ’ 
Pads, Figuring 
ational Blank Book ¢ 
tockwell-Barnes ¢ S 
Paper 
tockwell-Barnes Co 87 
Paper Clamps 
Acco Products, In 8 
Cushman & Denison Mf ( 
Esterbrook Steel Pen Mfg. ¢ 
Paper Clips 
Acco Products, In . 
Cook, H. €.. Co 28 
Cushman & Denison Mfg. ¢ 
Fulton Specialty (« f 
Graff, George B ( 1 
Vail Manufacturing ¢ 9 


Paper Fastening Machines 
Ace Fastener Corp x 








Bates Mfg. Co 

Fastener Corp 

Hotchkiss Sales C¢ 

Markwell Mfg. Co 

Neva-Clog Products, Inc 

Parrot Speed Fastener Corp ¢ 

Service Industries, Inc 

Victor Safe & Equipt. ¢ 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 

Graff. George B 0 1 

Koh-I-Noor Pencil Co Inc 1 
Pencils, Wood Cased 

Faber A. W Inc 

Koh-Il-Noor Pencil ¢ I 
Percils, Mechanical 

Autopoint C« 

Esterbrook Steel P ‘ 

Kahr David, Inc 

Sheaffer, W \ Pen ( . 
Pens 

Esterbrook Steel Pen ¢ 

Sengbusch S-~-( Inkstand (¢ 


Spencerian Pen Co 

Picture Hooks 
Moore Push-Pin ¢ 

Pins and Pin Containers 
Vail Manufacturir Co 


Platens, Typewriter 
Amer. Writir Ma 
Ames Supply Co 
Shipman-Ward Mf ( 


hine Co 


Postal Scales 


Hanson Scale Co 


*elouze Mfg. Co 

Shipman-Ward Mfg. Co 

Triner Scale & Mfg. Ce 14 
Punches 

Acco Products, Inc 8 

Bates Mf ( 

Globe-Wernicke Co ) 67 


Mitche Binder ¢ 
Natior Blank Book Co 


Push Pins 


Pin ¢ 


Ribbons and Carbons 
Allen & Co 


Amer. Writing Machine 

















( & 
I n Cor 2 
‘ i Elliott Fisher 
( Back ¢ 
if Ss I'ypewriter Rit Me c's x 
W I s { 
Rubber Bands 
Faber, A. W Inc 
Roberts, Weldon, Rubber ¢ 
Shipman-Ward Mfg. Co 
Rubber Stamps 
leyer & Wenthe 149 
Rubber Type Outfits 
Fulton Specialty C« 
Safes 
Art Metal Construction (« ‘ 
General Fireproofing Co 
Globe-Wernicke Co ) 67 
Meilink Steel Safe SS 
Sl Walker Co 80 
\ or Safe & Equipt. Co 157 
Yawman and Erbe Mf C ‘8 
Salesbooks 
Stationers Mf Co 
Scrapbooks 
Globe-Wernicke ¢ ’ 
Weis Mfg. s j 
Secretary Desks 
Art Metal Construction C« ‘ 
G ¢ 1 Fireproofing Co 
Globe-Wernicke Co ; 
Peerless Steel Equipment 4 l 
Shelving 
All-Steel-Equip Cc 
Art Metal Construction C¢ ‘ 
Art Steel Co a 
Browne-Morse Co 15 
Corry-Jamestown Mfg. Corp 1] 
Gene Fireproofing ¢ 
Globe-Wernicke Co , 4 
Smoking Stands, Office 
telmet Products, Inc 8Y 
K 1 Metal Mfg. (¢ 4 
Stamp Pads 
Bates Mfg. C¢ 
Fulton Specialty (« 
Meyer & Wen ’ 
Phillips Process ¢ , 
Rivet-O-Mfg ar 
Roekwell-Barnes (Co g 
tor Safe & Equipt. ¢ 
Stands for Office Machines 
All-Steel-Equip Co 
{mes Supply Co 
Anderson-Hickey (<¢ 
Art Steel Co 130 
Corry-Jamestown Mf Co 
Gay Mfg. Co The 14 
General Fireproofing (« 
Globe-Wernicke Co ) 
Harter Corp l 
Peerless Steel Equipme ( 
a Co The 
Ss in-Manson Mfg. ¢ 
Shipman-Ward Mfs ( 
T 0 Metal Furniture (¢ 
Tubular Specialty Mf ( 
Staple Extractors 
\ ‘astener Corp x 
Mark 1 Mfg ( 
Staples and Stapling Machines 
\ Fastener Corp x 
Fastener Corp ) 
H kiss Sales Co 
Markwell Mfg. Co } 
Ne Clog ’roducts, Ine 
Parrot Speed Fastener Corp ‘ 
\ Manufacturir ( ) 
Stationery 
National Engravir C 
Stenographers’ Note Books 
tional Blank Book ¢ 
Rockwell-Barnes Co & 
rrussell Mfg. Co 
Storage and Transfer Cases 
All-Steel-Equip (« 
Art Metal Construction C¢ ' 
4 Steel Co ( 
Banker Box Co ‘ 
Bark! ( i. & Ce 
Be I Mfg Co 
Bro Morse Co 
( ' i Steel I Co 
( t Jamestown Corp 
( eral Fireproof 
(; e-Wernicke , ¢ 
( e &§ er & er } 





Imperial Methods Co. 


Invincible Metal Furn. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Peerless Steel Equip Co 
Pronto File Corp 
Rockwell-Barnes Co 
Shaw-Walker Co 


Wagemaker Co 
Weis Mfs a g: 
Yawman and Erbe Mfg. Co 


Swinging Typewriter Stands 


Amer. Writing Machine Co 

Globe-Wernicke Co 

Weis Mfg. ¢ 83 
Tables 

Art Metal Construction Co 

Art Steel Co. 

Browne-Morse Co 

Corry-Jamestown Mfg. Co 


General Fireproofing Co 
Globe-Wernicke Co 


Peerless Steel Equipment C¢ 


Shaw-Walker Co 
St. Johns Table Co 
Victor Safe & Equipt. Co 


Tabulating & Statistic Machines 


nternat'l Business 


Telephone Accessories 


Sutes fg. Co 
Neverknot Co., The 
Victor Safe & Equipt. Co 


Telephone Stands 
Art Metal Construction Co 
Art Steel Co 
General Fireproofing Co 


Globe-Wernicke Co 

Peerless Steel Equipment Co 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Thumb Tacks 


Graff, George B., Co 
Moore Push-Pin Co 
Vail Manufacturing Co 
Time Clocks & Recorders 
Internat'l Business Machines Cp 
Type, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Typewriter Cleaning Material 


Amer. Writing Machine Co 
Ames Supply Co 

Clarotype Co 

Mittas 


& Volger, In 
Rivet-O-Mfg. Co 
Seat, Dr Chemical Co 


Shipman-Ward Mfg. Co 
Tybon Corp 
Webster, F. S Co 


Typewriter Cushion Keys 


Amer. Writing Machine Co 
Ames Supply ¢ 

Munson Supply Co 

Peerless Key-Imperial Mfg. Co 
Shipman-Ward Mfg. Co 


Key Mf Co 


Speed 


Typewriter Cushion Knobs and Bases 


Amer. Writing Machine Co 
Ames Supply Co 

Biekett, L. M Co 

Imperial Mfg. Co 
Mfg. Co 


Peerless Key 


Shipman-Ward 


Typewriter Parts and Tools 


Amer. Writing Machine Co 

Ames Supply Co 

Shipman-Ward Mfg. Co 
Typewriters, Mfrs. of 


Corona Typewriter 

Internat’l Business Machines Cp 

Royal Typewriter Co 

Smith, L. ¢ & Corona 

Underwood Elliott Fisher 
ar Back 


Tws 


Typewriters, Rebuilt and Used 


Amer. Writing Machine Co 
Morse, J. S., Typewriter Co 
Morse Typewriter Co 


Pruitt Co., The 
teliable Tw. & A. M 
Shipman-Ward Mfg. Co 


Corp 


Visible Systems Equipment 
Acme Card System Co 
Aigner, G J Co 
Art Metal Construction Co 
Automatic File & Index Co 
Globe-Wernicke Co 
National Blank Book Co 
Ross-Gould Co 
Shaw-Walker Co 
Sheppard, CC. E Co 





Tenacity Mfg. Co., The 
Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. Co 
Wardrobe Racks 
Vogel-Peterson Co 
Waste Baskets 
Art Steel Co 
Corry-Jamestown Mfg Corp 
General Fireproofing Co 
( Wernicke Co 
Metal Office Furniture Co 
Nat'l Vuleanized Fibre Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 


Machines Cp 








155 
152 


105 


122 
156 
155 


1 
154 
157 
| 
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WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 
OFFICE FURNITURE and supply salesman with excellent record de- 
sires to locate with dealer or manufacturer, preferably in some northern 
city such as Detroit, Chicago, Minneapolis, etc., or any other point in 
Middle West which offers chance for a good producer to show his 
work. Has served as salesman, sales manager and department manager. 
Principal experience has been in furniture, both steel and wood, but 
also includes stationery lines. Will sell for dealer, cover territory for 
manufacturer or work out of branch office. Address L-140, care Office 
Appliances, Chicago. 


OFFICE FURNITURE salesman with excellent record as sales pro- 
ducer is open for connection with either manufacturer or dealer. Will 
travel a territory East or Central West, work in a direct branch or con- 
nect with an established dealer who needs a man capable of building 
up furniture volume. Experience also includes stationery lines. Can 
sell any product in office furniture, wood or steel, or almost any sta- 
tionery line, and produce results well above the ordinary. Past record 
is convincing. Address L-139, care Office Appliances, Chicago. 


SPECIALTY SALESMAN—experience includes adding and calculating 
machines, and office forms and systems—is open for new connection. 
Would like sales agency for Detroit or would consider any other part 
of the United States. Sales territories have included most of the coun- 
trv. Seeks some line which offers fair return for intelligent and active 
sales efforts. References. Address L-141, care Office Appliances, Chicago. 


SALESMAN and 


COMBINATION 
adding machines seeks new 
South or East but will consider 
dress L-142, care Office Appliances 


typewriters and 
Virginia. Prefers 
References. Ad- 


service man on 
connection. Located in 
location elsewhere. 
Chicago. 


TYPEWRITER AND ADDING MACHINE MECHANIC with twenty 
makes is open for new connection. 


repairing all 
Good references. Address L-143, 


worker. 


vears’ experience 
Steadv. reliable and efficient 
care Office Appliances, Chicago. 


OFFICE MACHINE MECHANIC, five years’ experience on all makes; 
make bond—good references. Address L-137, 
Chicago 


some selling experience ; 
care Office Appliances, 


SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
Specialty profitably Liberal profit on each sale. Protection 
Quickly becomes a major line. Write for details, giving territory 
Address Z-178, care Office Appliances, Chicago. 


writer 
given. 
you cover. 


NEW RIGHT NOW NEW! 
New, drastic Federal and State Tax Laws create immense forced de- 
mand for Tax Record every merchant must have to protect himself 
against fines and penalties. Our 2Ist big successful year. Thousands 
established repeat-users of our Liberty Tax Record everywhere, spot 
cash repeaters now. Millions new prospects. Leads furnished. Up to 
$4.10 profit per sale. Repeat commissions without callbacks. Choice 
territories going fast. Big season now. Commonwealth Publishing 


Co., 508 South Dearborn St., Chicago, Il 


IF YOU SELL QUALITY—here’s the most profitable sideline in the 
field. Ames filing and mailing supplies direct to banks, lawyers, ac- 
countants, offices, ete. Liberal commission, exclusive territory. Our 
representatives chosen carefully—send full particulars about yourself. 
Ames Safety Eenvelope Co., Boston, Mass 


SOME TERRITORY now open for salesmen covering several states 
to handle easiest selling, fastest growing line of duplicating supplies. 
basis. State territory covered. Address Z-176, 


Base price commission 
eare Office Appliances, Chicago. 

SALESMAN. A large commercial 
stationery and printing company wants a thoroughly experienced man 
to take charge of their typewriter department. The company are com- 
plete office outfitters and have a modern office machine repair depart- 
ment. The man we employ will have full charge of typewriter and 
ffice machines departments and must be willing and able to take a 
financial interest in the company. Address P. O. Box 590, Mankato, 


Minn. 


EXPERIENCED TYPEWRITER 


SUPPLY MAN. A large commercial sta- 
wants a thoroughly experienced office 
full charge of this department. 
willing and able to take a 
Box 590, Mankato, 


EXPERIENCED OFFICE 
tionery and printing company 
supply and furniture salesman to take 
This man must be a top-notcher and be 
financial interest in the Address P. O 
Minn. 


company 


BOOK AND GREETING CARD department. Woman thoroughly ex- 
perienced in books, greeting cards and personal stationery to take com- 
plete charge of department in one of the northwest’s finest commercial 
stationery stores. Applicant selected must be willing and able to take 
a financial interest in the Address P. O. Box 590, Mankato, 


Minn. 


company. 


WANTED, FIRST-CLASS experienced salesmen carrying non-competi- 
tive lines and calling on office equipment and stationery dealers, by 
established office chair factory. Want one for Ohio and one to cover 
Louisiana, Mississippi, Georgia, Florida, the Carolinas and Tennessee. 
Commission basis. Address Z-175, care Office Appliances, Chicago. 
SELL “KOIL-O-MATIK” to dealers. Only RUBBER COVERED in- 
vention that coils telephone and electric cords out of the way. Pre- 
vents Kinks and Snarls. Can't scratch. Abolishes dangers of shocks 
and shorts. Dandy side line with liberal commissions. Mention terri- 
tory covered and lines handled Neverknot Co., Dept. K.S.-11, 4525 
Ravenswood Ave., Chicago, Ill. 


GOOD PROPOSITION to duplicator supply and office supply salesmen. 
Write for special State experience. Pengad Manufacturing 
Corp., Bayonne, N. 


prices. 


REPRESENTATIVES WANTED 

MANUFACTURER high grade office appliance nationally used seeks 
sales agents selling similar noncompetitive specialty to users in large 
cities. Valuable, exclusive franchise. Opportunity add steady sub- 
stantial earnings to present income. References. Address Z-179, care 
Office Appliances, Chicago. 
NATIONALLY KNOWN MANUFACTURER of stands for typewriters, 
business machines, files, etc., also stools. desires commission men not 
now handling such a line. Exclusive territory proposition. Address 
Z-177, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 
MERCHANDISING ORGANIZATION located in St. Louis County seeks 
an additional line to sell to dealers in Greater St. Louis area. Ac- 
quainted with all lines of office equipment from years’ experience as 
purchasing agent for large concern. In present business three years 
Equipped to do good sales job for manufacturer seeking better develop- 
ment of territory which can include much of eastern Missouri and part 
of southern Illinois. Send particulars to L-138, care Office Appliances, 
Chicago. 


MECHANICS WANTED 


MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago. 

ELLIOTT-FISHER MECHANIC—possibly combination Sundstrand or 
place to work and live in hustling South Western 


some other, a real 
Z-181, care Office Appliances, Chicago. 


City—Don't be afraid to answer. 


BUSINESS OPPORTUNITIES 


OFFICE MACHINE BUSINESS in South Texas, established for years ; 
have $2,500. Owner retiring. Address Z-180, care Office 
Chicago. 


buyer must 
Appliances, 


ADDING MACHINE PARTS, TYPE, ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 
Send for yours. The Pioneer Adding Machine Parts Man—I. A. 


ready. 
101lst Avenue, Oakland, Calif. 


Dehn, Jr., 164: 


DICTATION MACHINE PARTS 


IF YOU BUY, SELL OR SERVICE dictating machines, write for 
replacement parts list. Central Dictating Service, 2632 N. 
Chicago, II. 


late model 
Western Ave., 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, “‘Vaku- 
Um” Pens, Pencils, ete. Repaired at standard prices. Mail all makes 
to ONE place for better service. (Established 1904.) We feature Gold 
Pen Points and Repairing. Welty Pen and Repair Co., 38 S. State St., 


Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
unsuccessful letters for reshaping. Particulars on 


for new letters, or 
Goldthwait, 123 Washington Ave., Santa Fe, 


Address H. M. 


request. 


N. Mex. 


COLLECTION FORMS 


COLLECT YOUR OWN ACCOUNTS—Save 35 to 50%. 20 Forceful 
Special Collection Forms and envelopes Service 20 accounts. All for One 
Dollar Money Refunded if not satisfied. State Collection Company, 
Youngstown, Ohio. 


WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7. 


FOR SALE AND WANTED 


ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins 


Machines—Calculating Machines—bought 
pliance Co., 533 S. Dearborn, Chicago 


and sold 


BLLIOTT-FISHER Machines, Adding Machines, 


roughs and Monroe Calculators, Typewriters 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., 


ELLIOTT-FISHER MACHINES, Remington, 


wood, Fanfolds and other bookkeeping machines 
bought and sold. The Acme Office Appliance 


Street, Houston, Texas 


ELLIOTT-FISHER machines, typewriters, 
equipment, bought and sold W. J. Crowley 


Bidg., Milwaukee, Wisconsin. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, 


serial number and we will quote highest cash 


Office Appliances, Inc., 326 Broadway, New 


BURROUGHS—Duplexes, Moon Hopkins 


and 


adding 


prices. 
York City. 


TO BUY 


Chicago Office 


Comptometers, 


Adding 
Ap- 


Bur- 


all office machine 


Milwaukee, Wis 


machines—all 


Remington Account- 


ing Machines, and everything in the office machinery line. State model 
Internationa] 


Bookkeeping Machines, 


dex. All types office machines bought and sold. 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 


Moon Hopkins, Under- 
and adding machines 
Company, 705 Mair 
office 
Company, 434 Caswell 


Kar- 


Fort Pitt Typewriter 


OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 

DICTAPHGNES, EDIPHONES SU PPLIES—headquarters—machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 19 S. Wells St., Chicago. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


KARDEX, ACME, POSTINDEX, etce., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
peration to dealers. Commercial Card System, 395 Broadway, New 


York City. 


KARDEX, ACME, RAND, Post Index Visible Cabinets, Book Units 
and Panel Equipment. Bought and Sold. Largest stock in the World. 
Universal Office Equipment Co. Inc., 561 Broadway, New York City. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 North 4th street, Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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(Financial Items and notes on Business Opportunities appear on page 144) 
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PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


Torkel E. Tor- 
assignor, by mesne assign- 
Business Machines Corpora- 
a corporation of New York. 
1932, Serial No. 648,036. 


2,131,908. Multiplying Machine. 
kelson, Merrick, Ves 
ments, to International 
tion, New York, 3h 
Application December 20, 
Granted October 4, 1938. 

2,132,012. Tuck Flap Envelope. Eugene B. Berko- 
witz, Kansas City, Mo., assignor to Berkowitz Enve- 
lope Company, Kansas City, Mo., a corporation of 
Delaware. Application September 9, 1935, Serial No. 
39, ‘ Granted October 4, 1938. 

2,132,068. Carbon Holding and Retracting Device 
for Duplicating Machines. John E. Euth, Chicago, 
ill., assignor to United Autographie Register Co., a 
corporation of Illinois. Application May 17, 1937, 
Serial No. 143,180. Granted October 4, 1938. 

2,132,127. Convertible Stapling Implement. Frido- 
lin Polzer, Norwalk, Conn., assignor to The E. H. 
Hotchkiss Company, Norwalk, Conn., a corporation 
of Connecticut. Application May 23, 1936, Serial 
No. 81,389. Granted October 4, 1938. 

2,132,192. Calculating Machine. Carl Schluns, Steg- 
litz, near Berlin, Germany, assignor, by mesne assign- 
ments, to Mercedes Buro-Maschinen-Werke Aktien- 
gesellschaft, Zella-Mehlis, Germany, a joint-stock com- 
pany of Germany. Application January 10, 1928, 
Serial No. 245,789. in Germany January 12, 1927. 
Granted October 4, 1938. 

2,132,309. Foldable Chair. William Howard Me- 
Kinley and Erie Magnus Johnson, Youngstown, Ohio, 
assignors to The General Fireproofing Company, 
Youngstown, Ohio, a corporation of Ohio. Application 
May 8, 1937, Serial No. 141,489. Granted October 
4, 1938. 

2,132,313. 
Takinogawa-ku, Tokyo-shi, 
ber |, 1937, Serial No. 
1937. Granted October 4, 

2,132,518. Ink Bottle 
Ernest Schlueter, Jamaica, 
29, 1936, Serial No. 93,154. 

2,132,633. Lead Pencil Construction. 
New York, N. Y. Application May 3, 
19,544. Granted October II, 38. 

Eraser Appliance. Arthur 


2,132,643. 

York, N. . Application December 6, 
No. 701,149. Granted October t!, 1938. 

2,132,777. Mechanical Pencil. Albert 
Denver, Colo. Application June 27, 1935, 
28,750. Granted October {1, 1938. 

2,132,906. Typewriter Eraser. Frederick C. Schnabel, 
Hopkins, Minn. Application March (t!, 1938, Serial 
No. 195,373. Granted October {1, 1938. 

2,132,942. Pencil and Eraser. Arthur W. Forsyth, 
Maplewood, Mo., assignor to Wallace Pencil Company, 
St. Louis, Mo., a corporation of Missouri. Application 
March 26, 1938, Serial No. 198,199. Granted October 


Loose Leaf Binder. Marshall 1. 
Edgewater, N. J. Application August 16, 
Serial No. 36,470. Granted October I1, 1938. 
2,133,347. Filing and Display Case. John 
Fedeler, New York, N. Y. Application May 4, 
—_—s No. 77,753. Granted October 18, 1938. 
2,133,37 Loose Leaf Binder. Gerhard H. J. 
Baule, Syracuse, N. Y., assignor to Hall & McChesney, 
Ine., Syracuse, N. Y., a corporation of New York. 
Application February 23, 1937, Serial No. 126,973. 
Granted October 18, 1938. 
2,133,522. Autographie Register. Clayton E. Wy- 
rick, Wyandotte, Mich., assignor to The Egry Register 
Company, Dayton, Ohio, a corporation of Ohio. Appli- 


Closure of Ink Bottles. Ryosuke Namiki, 
Japan. Application Septem- 
162,018. In Japan June 25, 
1938. 
Dispenser Stopper. 
, . Application July 
Granted October t1, 1938. 
Charles Kosta, 
1935, Serial No. 


and 


New 
Serial 


Pestel, 
1933, 


D. Claggett, 
Serial No. 


William- 


son, 1935, 


H. 
1936, 


cation May |, 1936, Serial No. 77,386. Granted 
October 18, 1938. 

2,133,617. Fountain Pen. Benjamin W. Hanle, 
Elizabeth, N. J., assignor to Eagle Pencil Company, 
New York, N. Y., a corporation of Delaware. Appli- 
cation March !1, 1937, Serial No. 130,229. Granted 
October 18, 1938. 

2,133,630. Duplicating Machine. Robert F. Morri- 
son, Oak Park, I!I., assignor to Ditto, Incorporated, 
Chicago, II1., a corporation of West Virginia. Appli- 
cation June 19, 1937, Serial No. 149,083. Granted 
October 18, 1938. 

2,133,710. Box for Pencils and the Like. Roy E. 
Lowey, Evanston, III., assignor to Horder’s Incor- 
porated, Chicago, III., a corporation of Illinois. Appli- 
cation December 19, 1936, Serial No. 116,746. 
Granted October 18, 1938. 

2,133,807. Typewriter Desk. John H. Bushnell, 
Grand Rapids, Mich Application February 15, 1937, 
Serial No. 125,752. Granted October 18, 1938. 

2,134,097. Typewriting Machine. Henry Allen Avery 


and Joseph P. Barkdoll, Groton, N. Y., assignors to 
L. C. Smith & Corona Typewriters, Inc., Syracuse, 
Application Janu- 


a corporation of New York. 
Granted October 


1938, Serial No. 187,611. 


Bookkeeping Device. Alexander Efron, 
Y., assignor to Checkmaster Plan, Inc., 

+» @ corporation of New York. Appli- 
cation October 22, 1937, Serial No. 170,328. Granted 
October 25, 1938. 


2,134,122. Loose Leaf Shift Binder. 
Haskin, New York, N. Y., assignor to 
Welded Steel Products Company, Inc., Long Island 
City, N. Y., a corporation of New York. Application 
February 28, 1936, Serial No. 66,170. Granted Octo- 
ber 25, 1938 

2,134,138. 
Rochester, 


Walter Easter 
Pressed & 


Clarence H. Manzler, 
1937, Serial 


Memorandum Book. 
N. Y. Application March 27, 
No. 133,442. Granted October 25, 1938. 

2,134,183. Calendar. James Grantham, Evanston, 
ill., assignor of one-third to John F. Alexander and 
one-third to Harry A. Newby, Chicago, III. Applica- 
tion January 31, 1936, Serial No. 61,770. Granted 
October 25, 1938. 

2,134,231. Loose Leaf Binder. Adolph G. Lotter, 
Milwaukee, Wis., assiqnor to Stationers Loose Leaf 
Company, Milwaukee, Wis., a corporation of Wisconsin. 
Application December 9, 1937, Serial No. 178,957. 
Granted October 25, 1938. 

2,134,280. Listing Calculator. Loring P. Crosman, 
Maplewood, N. J., assignor, by mesne assignments to 


























111,850 























—_ 
“ os 
e SM AA @ “ P 
a ree aE « ne we iP 
prerieriss— f - ae | 
SESGSSSSS ie i e\gr -. 
thhalgiy Apes = == [ 
BSSGSGGSO z “ee * 
Seg UT» Sars ae 
2131908 4152012 2,132, 068 — © 152, 198 
- “4 
Sas eT 
; ¥, . 
ey s 2132 j iO 
CS: ( 2,152, 633 t : ie 
: i 2,132,313 Sing 2132645 
- oy 2,132,518 
2,132,309 } 
2 | 
= ia 
| 
215%, 306 2,133 069 21335 347 
A 2,132,942 
’ _ — (= ce y 
il acme “\ <a \ 
| . 
na 2133,710 
2133522 
































2133 617 
te - 
f Rye 
S gif 
2.133807 2,134,097 
| rsa 
2,134 lle 
Ni: 
1 | |e 
f ral HA 
. | < 
2134185 BA ns 
lA @ 
_ “ 
2.134.543 
Ee 
2134570 
111,610 
111.906 
11853 








Monroe Calculating Machine Company, Orange, N. J., 
a corporation of Delaware. Application June 19, 1936, 
Serial No. 86,073. Granted October 25, 1938. 


2,134,343. Device for Varying the Strength of the 
Type Impression in Typewriting Office Machines. An- 
dreas Salzberger, Erfurt, Germany, assignor to Olym- 


pia Buromaschinenwerke A. G., Erfurt, Germany. Ap- 
plication November 26, 1937, Serial No. 176,746. 
in Germany December 11, 1936. Granted October 


25, 1938. 


2,134,568. Mechanical Pencil. John P 
cago, Ill., assignor to Dur-O-Lite Pencil 
Melrose Park, III., a corporation of Delaware. 
cation July 31, 1937, Serial No. 156,649. 
October 25, 1938. 

2,134,570. Pencil. Joseph Meilner, West Orange, 
N. J., assigner to Eagle Pencil Company, a corpora- 
tion of Delaware. Application May 17, 1935, Serial 
No. 21,945. Granted October 25, 1938. 


Lynn, Chi- 
Company, 
Appli- 

Granted 


DESIGNS PATENTS 


111,610. Design for a Conteeee a Finder and 
Clock. Max Marcus, New York, Y. Application 
June 24, 1938, Serial No. 78,011. , ae October 4, 
938. 

111,850. Design for a Chair. Donald Deskey, New 
York, N. Y., assignor to Royal Metal Manufacturing 
Company, Chicago, IIl., a corporation of Illinois. Ap- 

1938, Serial No. 78,947. Granted 


plication July 29, 
October 25, 1938. 


111,853. Design for a Combined Globe and Stand. 
William E. Johnson, Chicago, 111., assignor te Rand, 
McNally & Company, a corporation of Illinois. Appli- 
cation July 15, 1938, Serial No. 78,519. Granted 
October 25, 1938. 

111.906. Desian for a Chair. Kenneth F. Davis 
and John J. Josephs, Buffalo, N. Y., assignors to The 


Sikes Company, Inc., Buffalo, N. Y. Application July 
7, 1938, Serial No. 78,336. Granted October 25, 1938. 
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NEW YORK’S PORT OF AUTHORITY BUILDING 

WHICH WAS THE SCENE OF THE THIRTY-FIFTH 

NATIONAL BUSINESS SHOW DURING THE WEEK 
OF OCTOBER 3, 1938 








OFFICIALS OF THE NATIONAL BUSINESS SHOW COMPANY 
Frank E. Tupper Edwin O. Tupper Charles H. Hunter 
President Secretary Chicago Manager 


Thirty-Fifth National Business 
Show Again Places Nation's 
Leading Office Equipment 
Lines on Display in New York 


(See Page 28) 
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Outline of Visible System 
Of Stock Control 


a times of good business and 
in times of recession, stock con- 
trol systems prove their worth. A 
retail business without its inven- 
tory investments well balanced 
cannot survive either period. This 
applies to both the large and 
small merchants. Unfortunately 
for many small dealers, they like 
to console themselves with the 
thought that their business is not 
large enough to warrant the in- 
stallation and maintenance of 
stock control records. To a close 
observer, however, it seems obvious 
that the smaller the amount of 
capital available, the more essen- 
tial it is to keep good records as 
a preventive against peak invest- 
ment during the time business is 
rapidly increasing, and also for 
use when business is on the de- 
cline. 

It is necessary that capital pur- 
chase the maximum spread of 
staple goods without injuring the 
bills payable, and without losing 
cash discounts. Such wisdom and 
management is generally reward- 
ed by regular turnover of inven- 
tory and profits which more than 
offset extra discount earnings 
through quantity buying. Pur- 
chases beyond a normal or rea- 
sonable quantity tie up capital, 
preventing adequate investment in 
daily “bread and butter” mer- 
chandise. When the dealer sees 
this large quantity of merchandise 
not moving rapidly, his tendency 
is to hesitate in buying the proper 
quantity of his every-day lines. 


Stationer Describes His 
Adaptation of Method 
That Eliminates Dead 
Stock, Increases Turnover, 
Shows Price Changes and 


Other Information 


By J. KURESMAN 


The Pounsford Stationery Company 
Cincinnati, Ohio 


Consequently, he buys only small 
quantities, which creates short- 
ages in stock and necessitates spe- 
cial pick-up orders that incur 
telegraphic and parcel post costs. 

Buying of merchandise should 
not be a matter of gambling. Ade- 
quate records will eliminate this 
possibility, and safeguard your in- 
vestments. The question, however, 
is: Do you keep essential records? 
If so, these will provide the under- 
lying basic factors of stock control. 

Stock control searches out dead 
stock, releases frozen capital, and 
provides a guide for intelligent 
buying. It also exerts its influence 
on profits. 

Through an efficient system of 
stock control, it is possible to in- 


crease profits of the business. Idle 
merchandise on your shelves ac- 
cumulates costs; such as, interest, 
storage, depreciation, and _ ob- 
solescence. But if you can elim- 
inate much of this idle or dead 
merchandise, without depriving 
yourself of necessary stock, the 
result will be decreased costs, in- 
creased turnover, and a _ wider 
margin of profit. 

The problem confronting the 
stationer is to buy in such quan- 
tities and varieties as to provide 
a steady, even flow of merchandise 
to the consumer, without building 
up unnecessary surplus stock. 
Therefore, the merchant will seek 
a method which will enable him 
to operate with a minimum 
amount of capital, carry a rapidly 
moving stock of merchandise, and 
yet be protected from being out of 
stock a great deal of the time. 
These objectives call for a method 
which is simple in operation, eas- 
ily understood, and requiring little 
if any additional help. 

In the six years our system has 
been in operation, we have found 
that it fulfills these requirements. 
Our system was patterned after 
that of Ivan Allen-Marshall Com- 
pany, of Atlanta, Ga. In working 
out the adaptation, it was modified 
to fit our own circumstances. Of 
course, others interested would 
likewise find this necessary, al- 
though the method in the main 
would be retained. 

(Editor’s Note:—The stock con- 
trol system used by the Ivan Allen- 
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Marshall Company has been de- 
scribed by Charles M. Marshall, of 
that company, in the following 
issues of OFFICE APPLIANCES: Octo- 
ber, 1926, July, 1927, October, 1936.) 

Seven years ago, we merged with 
two other stationers in Cincinnati, 
and when the stock was consoli- 
dated we found ourselves with 
many duplications in lines of 
items. At first the salesmen dec- 
lared that these should be con- 
tinued, on the basis that different 
customers wanted the many dif- 
ferent manufacturers’ specific 
brands. We believed it to be bet- 
ter business, however, to eliminate 
this excessive overlapping and in- 
crease the turnover of all items 
by simplification of lines. This we 
finally did. The sales force was 
assembled for two evenings to go 
over the numerous items. 

It was shown, for instance, that 
we had on hand almost every 
manufacturer’s ink in quart size 
containers. Such a_ condition 
seemed unnecessary. So, we de- 
cided that three brands would be 
sufficient to meet the needs of our 
trade. Later we added a fourth, 
the number which we are carrying 
today. 

In similar manner we _ went 
through our entire line of stock, 
eliminating some 506 items. This 
was accomplished at the very out- 
set of the installation of our sys- 
tem. 

Operation of System 


Before outlining the operation 
and routine of our system, it 
should be said that we adopted 
the visible sheet and ring book for 
these records. Through visibility 
we are enabled to control stock. 
Through a blind record system it 
is possible to keep stock but not 
very easily control it. All station- 
ers are familiar with the advan- 
tages of visible equipment. 

The system employs a loose leaf 
record sheet for each item carried 
in stock. The form printed on 
these sheets will be explained 
later These sheets are kept in 17 
visible record books, the related 
items being grouped together as 
much as possible in the different 
books. Our first three books are 
devoted to loose leaf stocks. Book 
No. 1 contains all of our covers 
and binders; Book No. 2, sheets 
and forms; and Book No. 1-A has 
the over-run of both of these 
classifications, required because of 
the number being carried. 

The contents of all our books 


are indicated by the following 
groupings: 


1. Loose Leaf 
1-A. Loose Leaf 
2. Loose Leaf 
3. Blank Books 
4. Inks 
Paste—Mucilage 
Eradicator 
5. Clips—Fasteners 
Pins 
Daters 
Stamp Pads 
Rubber Bands 
Filing—(No. 1) 
Filing (cont’d) 
Office Boxes 
Pen Department 
8. Typewriter Papers 
9. Carbon—Ribbons 
Copy Paper 
Hektographs 
Stencils 
Specialties 
10. Pencils 
Pencil Sharpeners 
Erasers 
Penholders 
Protectors 
11. Pens 
Inkwells 
Kleradesk 
Sponges and Moisteners 
Call Bells and Paper 
Weights 
Shears 
Pin Trays 
12. Signals 
Waste and Desk Baskets 
Scales 
Sealing Machine 
Wrapping and Twine 
Cuspidors 
13. Desk Pads 
Chair Pads 
Envelopes 
Greeting Cards 
Bristol and Boards 
Social Stationery 
Furniture 
Lamps—Globes 
14. Miscellaneous (A-Z) 
15. Dennison 
16. Wholesale Department 
Items 
17. School Goods 


Explanation of the Form 


One of the record form sheets 
is reproduced with this article, to 
show the manner in which the 
form is arranged. A brief explana- 
tion of the column symbols and 
headings may help to clarify their 
meanings. 

At the top of the form under the 
heading, “Manufacturer”, we have 
the code symbols A, B, and C, to 
be used when there is more than 
one manufacturer from whom the 
article can be purchased. In such 
cases the code letter is extended 
into the code column under “Or- 
dering’’, so as to make it unneces- 
sary to rewrite the name each 
time. 

Across the top of the form, the 


“1m 


“Unit”, “Price”, and “Discount” 
columns are self explanatory. The 
next column, headed “Pref.’, 


means Preferential, which is to al- 
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low for a _ special discount on 
quantities—extended in the next 
column. 

Then comes the “Date” under 
which the price has been put on 
the sheet, due to either “P.L.”, 
meaning Price List, or “Inv.”, 
meaning Invoice. The other col- 
ums are self-explanatory. 

The “Price Change” column is 
quite a help in the form, due to 
recent changing conditions and 
costs. It is necessary to know 
when they have taken place, in 
order properly to quote prices to 
the sales force. 

You will note that the the left 
side of the form, where we have 
previous year monthly sales, we 
have before us at all times a year 
or more of past history of sales to 
properly guide in ordering the 
material. 

The “Unit Count”, at the bottom 
of the form, is in a great many 
cases different than the unit cost, 
due to the packaging of the prod- 
uct. For example, box files would 
be extended under unit count as 
dozens, whereas the purchase cost 
would be in gross lots under cer- 
tain types. For rubber bands, 
such as 4 lb. boxes, we take our 
unit count of the number of boxes, 
whereas our cost is per pound, etc. 

The “Minimum Order” column, 
at the bottom of the sheet, is also 
very helpful, due to certain re- 
strictions of various manufac- 
turers. 

The “Discontinue” column, at 
the lower left-hand corner of the 
sheet, where we mark an “x” when 
we decide to drop an item, is very 
good in controlling merchandise 
so as not to re-order once having 
dropped the item. Yet it still al- 
lows for stock-taking until the 
item is depleted. 


The stock record form under the 
heading “B.O.” means Back Order, 
wherein we post all back orders 
before extending our monthly 
sale of each item, for if this were 
not done, it might be added as a 
sale, and the next month would 
show twice as much material on 
hand. 


Stock Keeping Procedure 


Our books are taken monthly, 
the entire set being completed by 
the middle of the month. We 
thereby get a monthly sales figure 
on the items we have in stock. 

A daily schedule for stock tak- 
ing is made out in advance. Each 
month the work is planned in 
much the same order. For in- 
stance, Book No. 5 may be taken 
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the first day, and Book No. 8 the 
second day of the month, etc. 

The junior clerk of our retail 
store will take the book the first 
thing in the morning, and note 
therein the quantity on hand of 
each item. This procedure takes 
about an hour, or two hours at the 
most, each day of the first part 
of the month. 

The stock book then comes to 
my desk, showing the amount on 
hand for the current month of 
each item by its unit. That amount 
subtracted from the _ previous 
month’s amount gives the sales of 
that item for the month. This of 
course applies to every sheet in 
our record system. I go through 
the particular book in hand each 
day, extending the difference in 
quantity from the previous month 
to the present. At the same time, 
a glance over the previous sales 
record and the buying record aids 
in determining whether or not it 
is time to re-order. If found neces- 
sary, the amount is put in the 
quantity column. 

Completing inventory of the 
book with this operation takes 
about half an hour of my time. 
It is then a simple matter for a 
stenographer to go through the 
sheets and copy the quantity of 
the items to be ordered. All guess- 
work—all extra writings—are thus 
entirely eliminated. 

The total amount of time con- 
sumed by all is not over three 


THE SAME FORM ALSO APPEARS ON THE REVERSE SIDE OF THE SHEET. 


hours a day for the first fifteen 
days of the month. The results 
are well worth the effort, as it 
enables us to have a rounded out, 
workable stock with the least 
amount of capital involved, and it 
is of the greatest value in filling 
orders and making sales. 


Daily Record of Orders 


In my records, I have gone pos- 
sibly a step farther than may 
seem necessary. But I like to 
prove my work, and I therefore 
tabulate at the end of each day 
the total number of purchase or- 
ders issued. I use a ruled sheet on 
which the daily summaries are 
recorded for the month. We oper- 
ate a wholesale department as 
well as retail. This tabulation re- 
flects the orders for both divisions 
of the business. 

The days of the month are indi- 
cated down the sheet at the ex- 
treme left. In vertical columns 
under the heading, “Retail,” are 
the three separate headings: 
“Stock,” “Pick-Ups,” and “Special 
Items.” Similar columns are indi- 
cated under “Wholesale.” A col- 
umn headed “Total Orders” com- 
bines the total orders of the two 
departments for the day. 

Under the heading of “Stock” 
orders, I indicate the total of or- 
ders for stock merchandise sent to 
the manufacturers that day. Un- 
der “Pick-Ups” is placed the figure 
representing orders for merchan- 
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THE FORM USED IN THE STOCK CONTROL SYSTEM DESCRIBED IN THE ACCOMPANYING 


dise which we ran short of. This 
shortage may be due to one of two 
reasons; either we did not order 
enough, or we sold an unusual 
quantity of the item, which di- 
minished our stock. The “Pick- 
Ups” are especially watched, as 
these shortages often mean that 
sufficient quantities are not car- 
ried of those products. 

The column of “Special Items” 
record the number of orders for 
items which are not ordinarily 
carried in our business. This also 
serves as a guide to daily business, 
as it is not only the staple lines on 
which we make a profit, but we 
must have a fair proportion of or- 
ders for merchandise which we 
cannot carry in stock. 


Our buying is concentrated in a 
given period of the month, so that 
when we take for example Book 
No. 1 the first day of every month, 
we have an even monthly sales 
record of each item. On account 
of the jobbing department, how- 
ever, some stock orders straggle 
through the entire month. We 
most generally complete our books 
the first fifteen days of the month, 
as previously stated. This allows 
the material to come in and be 
disposed of, until the next stock- 
taking time. 

An annual record of the move- 
ment of the stock is easily avail- 
able with this system. The tabu- 
lated figures given below are for 

(Turn to page 23, please) 
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Christmas Merchandising 
Thought Starters 


- BUT a few weeks, commercial 
stationers and many dealers in 
other divisions of the industry will 
be keyed up to a high pitch of 
sales and promotional effort inci- 
dent to the annual drive for a big 
Christmas trade. Good merchan- 
dise—good selling ideas—and an 
early start—are what veteran 
merchants tell us mean the dif- 
ference between a very profitable 
Christmas merchandising season 
and one which “might have been 
better”’. 

Here are a number of ideas that 
have brought profits to various 
dealers in the past, and which 
may serve others as thought start- 
ers for devising a well organized 
Christmas merchandising cam- 
paign that should be planned 
right now. For those who have 
already prepared their program— 
and we hope they are legion—the 
following paragraphs may offer 
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NEWSPAPER ADVERTISEMENT—Even 
with small space, you can obtain at- 
tention-getting results by using anim- 
ated illustrations, such as in this 
portable typewriter ad. It was inserted 
in the classified display section of a 
Madison, Wis., newspaper last Decem- 
ber by the Stemp Typewriter Com- 
pany, of Madison. 


Suggestions From Fourteen 
Dealers Which May Help 
Boost Your Holiday Sales 


By ERNEST W. FAIR 
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suggestions that will be welcome 
as supplemental to other holiday 
sales-building ideas. 


Newspaper Advertisement Features 
“Gifts for Man With an Office” 


1. A most effective idea is that 
used by a large western stationery 
and office supply store in a news- 
paper advertisement, and in a 
window display tying up with that 
advertisement. “Gifts Under $5.00 
For the Man With an Office” was 
the featured banner over a layout 
of squares in the ad. Each square 
contained an illustration of a sug- 
gested item, with a brief but ap- 
pealing description. Items offered 
were those not included in the 
regular routine of office pur- 
chases; such as desk sets, brief 
cases, fountain pen and pencil 
sets, etc. 


“Gifts Any Man Will Treasure” 


2. Another excellent advertising 
idea used by a dealer last year 
featured a large drawing showing 
office equipment and captioned, 
“Gifts Any Man Will Treasure”. 
Copy further stated: “There is no 
gift prized quite so highly by a 
man as additional equipment for 
his office. In our complete stock 
you will find every item a business 
or professional man could desire. 
Let us help you with your gift 
shopping so that you may give 
something different.” 


Gift List Postcard 


3. Using the most economical 
type of direct-mail advertising, a 
mid-western dealer has hit upon 
his most effective promotional 
stunt with the use of a penny 
post card. The message side of 





the card is ruled off in columnar 
fashion for gift suggestions that 
will aid in making up the shop- 
ping list. The columns allow space 
for the name of the gift receiver, 
the item, and the price. The two 
columns that deal with item and 
price suggest specific gifts for men 
from the store. Open space also 
provides for the customer’s own 
gift list. This card, mailed to the 
firm’s list of customers, is partic- 
ularly valuable in that, if re- 
minded of it, there is no better 
market for office equipment gift 
sales than the people who pur- 
chase them day in and day out 
for their own use. 


Suggest Gifts All Month 


4. The same reason for the above 
suggested idea motivates the 
suggestions that office equipment 
is the ideal, sure-to-please gift, 
and should be brought up in every 
store transaction during Decem- 
ber. Many customers are buying 
for their own needs during that 
period, and extra profits can be 
made by suggestion gift pur- 
chases at the same time. This is 
particularly true of the undecided 
type of customer who has done his 
or her gift shopping early and who 
needs help in making up his or 
1er mind upon what to give. 


Feature Office Supplies 


5. One dealer has his sales staff 
point out consistently that every 
man with an office is sure to need 
supplies and equipment and that 
few, indeed, are the men who have 
too many items for their offices. 
He also has them mention in these 
selling talks how easy it is to wrap 
and mail all types of office sup- 
plies, and how compact and neat 
a gift package they make. 


Set Up a Suggestion Window 


6. Another dealer sets up a sug- 
gestion window and store display 
that is all inclusive. It is of course 
decorated with the familiar 
Christmas backgrounds. On the 
window floors are set Christmas 
boxes suggesting specific gift items 
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for, “Your Doctor Friend”, “Your 
Lawyer Friend’, “The Broker”, 
“The Dentist”, etc. Down a list 
limited only by the space available 
and the planner’s imagination. 


Portables for College Students 

7. “A new portable typewriter 
for that college student will make 
him or her remember your Christ- 
mas gift for years to come!” This 
selling sentence hinges upon a 
good idea usable not only in the 
store’s advertising but in windows 
and in actual selling by salesmen 
as well. The same thought may 
be applied to other merchandise 
and should be used freely through- 
out the holidays in all selling 
effort. 


Push Novelty Goods Early 


8. Several dealers suggest begin- 
ning to put out all types of nov- 
elty items in November. This type 
of merchandise is well suited to 
precede the actual holiday goods, 
and it continues to sell right 
through the holidays in big vol- 
ume. Many customers buy these 
novelty items early so that they 
can use them to send by mail and 
in arranging special gift boxes 
they are planning. It pays to push 
these novelty items, for they are 
stock that sells in good volume 
during all months. Any leftover 
stock is easily moved during Jan- 
uary and the months following the 
holidays. 


Husbands’ Office Gifts 


9. Going after the personal gift 
business is not entirely new for 
the average office supply dealer, 
but in every city and town there 
are stores that could more aggres- 
sively apply the idea. A message 
directed toward a_ professional 
man’s wife, for example, would 
suggest: “Why spend money on 
some knick-knack gift for your 
husband? Give that husband of 
yours something for his office; 
something he can enjoy all the 
coming year and bless you for 
having been so thoughtful!” 


Animated Santa Claus Window 


10. One dealer uses this novel 
Christmas window each year,— 
and it really focuses attention on 
the display of suggested office sup- 
plies set within that window. He 
places a jack-in-the-box Santa 
Claus in his window. A chimney 
is built from a packing case and 
covered with red brick pattern 
paper. A picture of Santa Claus 
has been cut from a display poster, 
backed with packing board and 
an eye hook inserted in the fig- 
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FOUR-PAGE MAILING PIECE—"“Hot dogs!” With a snappy folder like this mailed 
to them, numerous customers can be induced to come to your store to purchase 
many of their holiday gifts. The Johnston Press Company, Wichita, Kans., pro- 
duced this offset piece in its own shop. The left top address section was actually 
printed up-side-down, for purpose of folding in desirable relation to the other 
sections of the back page. Page 1 is shown at top right, while below are the 
two center pages. Note the wide range of items suggested for Santa to put in 
his pack—including posture chairs. 

“Considering the date on which these were mailed,” says F. E. Lynch, of The 
Johnston Press Company, “We were quite successful. Sales of a number of various 
items were definitely traced to this mailing. Better results would have been ex- 
perienced, however, had we not mailed this the middle of November. We were 
just a little too early with this form of Christmas advertising. 

“We have learned that the general run of office supply items which would be 
suitable for practical gifts are not usually considered by the gift buyer until his 
or her list of personal things is exhausted. And the office employees usually wait 
until shortly before Christmas day to select something for their employer.” 


which has been called to our at- 
hook, run through another hook tention is that used annually by 
in the ceiling above, and the other a southern store. It consists of 
end is tied onto the door. So advertising, sales letters, and per- 
whenever anybody opens that sonal promotional effort suggest- 


ee door Santa —_—s out-of whe ing that members of families club 
chimney, and he slips back again 
together to buy Dad a new desk. 


ure’s head. A string is tied to that 


as the door is closed. 


A Desk for Dad 


11. One of the best holiday ideas 
used by office equipment dealers 


The idea is that all members of 

the family chip in and collectively 

purchase Father one gift he can 
(Turn to page 62, please) 
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Portable Typewriters—Top Flight 


Christmas Gifts 


Tax inaudible bells on Santa’s 
Christmas sleigh should and can 
be preceded by a merry tune on 
the cash register bells of alert 
distributors of portable typewrit- 
ers. Every purveyor of portables 
will share in the holiday business 
to a certain extent even though 
no special effort is put forth. The 
spirit of purchase will be in the 
air and some buying will be done 
despite a lack of energetic promo- 
tional work. But the dealer who 
puts on a little more steam when 
selling is comparatively easy, is 
the one who will record a larger 
and more profitable volume than 
at any previous Christmas season. 

In support of individual dealers’ 
effort, manufacturers of portable 
typewriters allocate fifty-five per 
cent of their total advertising ap- 
propriations for expenditure dur- 
ing the last four months of the 
year. The announcements, ap- 
pearing in national magazines, 
stress the portable as a useful 
gift for every member of the fam- 
ily. For all kinds of home work, 
the child, the student, the house- 
wife, the business man find rea- 
sons for typing. The portable has 
become virtually a household 
article. 

With this sort of advertising as- 
sistance, the dealer who fails to 
plan and conduct an intensive 
promotional campaign is checking 


TYPEWRITERS EXCLUSIVELY, 
WITH A SEASONAL BACK- 
GROUND OF AUTUMN 
LEAVES.—This display func- 
tioned effectively for the Type- 
writer & Office Supply Com- 
pany, Newark, N. J. 


Suggestions for Building 
Dealer Holiday Sales Up 


Toward the Maximum 


By JOE BURTON 


Portable Typewriter Division 
Underwood Elliott Fisher Company 


off a lucrative opportunity for in- 
creased business. 


Nearly Half of Annual Production 
for Last Quarter Sales 


As evidence of their belief that 
the last three months of the year 
offer exceptional sales possibilities, 
the manufacturers of portables 
organize their production pro- 
grams to take care of forty-five 
per cent of the year’s volume in 
the last quarter. They try to anti- 
cipate the demand accurately, but 
the wise dealer puts in his order 
early to make sure of having suffi- 
cient stock to care for his require- 
ments. 

An advantage of having a sub- 
stantial stock is the natural urge 
to move the machines and realize 
a profit on the investment. And 











MR. BURTON 


I know that the dealer who pushes 
portables, sells them. 

Nearly every boy and girl has an 
active desire to own a portable 
typewriter. In many schools typ- 
ing is taught, beginning in the 
fourth grade. Teachers have a 
tendency to give better marks to 
students who type their home 
work. Greater legibility and neat- 
ness of copy is appreciated by the 
teacher who unconsciously as- 
sumes that the typing student is 
more thoughtful. And it is fre- 
quently true that the boy or girl 
engages in more home study with 
a typewriter at hand on which to 
practice. 

As a meritorious educational 
tool the typewriter has proved it- 
self. Long study has revealed that 
a child advances more rapidly 
when a typewriter is used than 
without one. 

An early start in the Christmas 

(Turn to page 22, please) 








Tripp s Fountain Pen Hospital 


Dealer in Houston, Texas, , 


Behind 


Success 


Relates Policies 


Fourteen Years’ 


By E. LOGAN SHANKLIN 


Proven on the theory that a 
good pen is a good investment, 
A. M. Tripp fourteen years ago 
established the Fountain Pen Hos- 
pital in the Kress Building, Hous- 
ton, Texas, where customers can 
select from the best pens on the 
market. 

This “Hospital” carries only 
pens, pencils, points, and ink, but 
display cases are stocked with 
thousands of the well known 
makes of pens and mechanical 
pencils. Some of the best foun- 
tain pens in the world are shown 
here. They are featured in all 
sizes, and in prices ranging from 
$2.50 to $250.00 for pen and pencil 
sets. Separate items are carried 
at prices to suit any pocketbook. 

Mr. Tripp stresses the idea that 
a good pen proves to be the cheap- 
est over a long period of time, be- 
cause it can always be put back 
in condition as good as new, at 
little cost, and therefore should 
last a lifetime. Even if the point 
is completely broken, it can be re- 
placed with the same style pen 
point. 

“It should be more satisfactory 
to have a good pen repaired than 
to purchase one of inferior quality, 
as the pen point should be fitted 
to the writer’s poise,’ Mr. Tripp 
declares. 

To keep abreast of the times, 
Mr. Tripp makes an annual visit 
to leading pen factories and repair 
shops of the United States. Each 
year he brings back new ideas in 
repairing and gives his customers 
the benefit of this up-to-the-min- 
ute service. 


Features Free Inspection 


“We have every known instru- 
ment for repairing fountain pens 
and pencils,” Mr. Tripp explained, 
“and our repair men are all ex- 
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A MINIATURE PEN FOR A DIMINUTIVE LADY—A. M. Tripp, proprietor of the 

Fountain Pen Hospital, Houston, Texas, presents a solid gold pen to Margaret Ann 

Robinson, 19 years old and 21 inches high, in connection with a promotion project 
for the Fountain Pen Hospital. 


perts.” Mr. Tripp is also factory 
trained, and inspects every re- 
paired pen personally before it is 
turned back to the customer. 

Mr. Tripp has originated a de- 
vice which he calls the “Inspect-a- 
Pen.” This is simply a magnifying 
glass on a curved pedestal with a 
light attached, so that the cus- 
tomer can see for himself what is 
wrong with the pen. 

Influenced by Mr. Tripp, the 
Mayor of Houston proclaimed the 
week of May 24 to 31 as “Fountain 
Pen Inspection Week.” This was 
for the protection of the quality in 
all nationally advertised pens, and 
to instruct the public in the care 
of fountain pens in order that they 
could render the service manufac- 
turers claim for them. 

Inspection service is free and no 
obligations attached to those who 
bring their pens to the Fountain 
Pen Hospital. Mr. Tripp contends 
that in too many cases when a pen 
blots, leaks, or the ink flows too 
freely or not at all, the fault is 
with the writer more than the pen. 
He maintains that this can be 
demonstrated when a pen is 
brought in for inspection. 


Emphasizes Proper Selection 


Mr. Tripp says that a pen may 
write satisfactorily for one person 
and be unwieldy and unsatisfac- 
tory for another. When he finds 
this to be the case, he makes a 
very liberal trade allowance so 
that his customer may have the 


proper pen for his particular 
touch. Too many people worry 
along with a pen that is too heavy 
or that has a point not suited to 
their style of writing, when they 
could just as well have one that 
suits them. Different people need 
different types of pens and pen- 
cils, according to the way the pen 
or pencil is held. Mr. Tripp has 
made it his business to educate 
his customers to the proper use of 
these writing instruments, so that 
the maximum service may be ob- 
tained. 

Each year the Fountain Pen 
Hospital is stocked with the new- 
est pens and pencils made by the 
leading manufacturers, in antici- 
pation of the needs of school 
teachers and students preparing 
for fall opening of schools and col- 
leges. This enterprising specialty 
shop features the latest vacuum 
filled transparent desk pens and 
also the latest in Christmas goods. 
Already one of Mr. Tripp’s custom- 
ers has placed an order for her 
husband’s Christmas gift—a 
$250.00 solid gold pen and pencil 
set. 

From the first day the “Hospi- 
tal” was formally opened, when a 
number of fountain pens attached 
to toy balloons floated from the 
top of the Kress Building, where 
the Fountain Pen Hospital was 
located, and attracted the atten- 
tion of the throngs of Saturday 


(Turn to page 22, please) 
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MASHEK 


BRIEF CASES 
ATALOG CASES 
WALLETS 
ZIP CASES 
ZiP BINDERS 


(ievens Maloney 





IN THE HEART OF CHICAGO’S FINANCIAL MARKET PLACE—This is typical of the im- 
pressive, sales-building window displays Stevens, Maloney & Company features during 
alternating two-week periods in one of its La Salle street windows. Fountain pens and 


pencil sets are shown the other two weeks. 


Doubles Leather Goods Sales 
With Prominent Displays 


P xpentence over a number of 
years in the commercial stationery 
business has proven to us that 
leather goods constitute a very 
profitable store item. So profit- 
able, in fact, that we have moved 
our leather goods department from 
the rear of the store to the front 
right-hand position, just inside 
the door. 

Having found the department 
exceedingly profitable, and with a 
year round sales appeal, we are 
making a feature of it. Not only 
have we moved our leather goods 
to their present prominent loca- 
tion in the store, but we are at- 
tracting more leather goods trade 
by means of frequent window dis- 
plays. Employing these favorable 
display factors to stimulate cus- 
tomer interest, we also try to ap- 
ply intelligent enthusiastic sales- 
manship. 

The results have been most 
gratifying. We have about doubled 
the sales of our leather goods de- 
partment. 

The market for leather mer- 
chandise has become increasingly 


How One Stationer Has 

Cashed In on the Profit 

Potential of His Leather 
Goods Department 


By W. F. DURCHSLAG 


Stevens, Maloney & Company 
Chicago, Ill. 


favorable in recent years. If we 
may use the term, it may be said 
that fine looking, conveniently de- 
vised leather goods are now the 
fashion. Business and professional 
people, students and others have 
taken up with the great variety of 
leather containers, portfolios and 
cases which the manufacturers are 
producing in such numerous 
forms, styles and sizes. The busi- 
ness and professional man has 
come to regard as a personal asset 


the attractive portfolio or other 
leather piece which sets forth his 
business matters impressively and 
in an efficient arrangement. We 
believe that these lines offer the 
commercial stationer a profitable 
opportunity worthy of capitalizing 
upon. 

In leather goods, the stationer 
has a type of merchandise which 
the individual usually purchases 
for himself or buys as a gift for 
another person. This is a favorable 
factor, as it means cash sales. It 
also means comparatively quick 
sales, for the purchaser does not 
have to go back to the office for 
final approval, before making his 
decision, which is frequently the 
case with other stationery store 
items. Another favorable factor is 
that there is a year ’round market 
for leather goods. People’s needs 
for these items are not adversely 
affected by season, and leather 
goods are always suitable for gifts. 
They share honors with fountain 
pens in being the biggest selling 
Christmas gift items, and the va- 
cation needs do well in helping to 
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support sales in the summer time. 

Every salesman in the _ store 
keenly enjoys selling leather goods. 
This is probably due to a combina- 
tion of reasons; among which are 
that there is hardly a man who 
doesn’t like leather, and we have 
talked leather goods to our sales- 
men so long that they have ac- 
quired a good knowledge of the 
products and methods of selling 
them. It’s the old story: if you 
have a good knowledge of the line, 
and if it is salable in your locality, 
you can Sell it successfully. 

In order to get better acquainted 
with the processes and methods 
of manufacture—as well as the 
various kinds and grades of 
leathers—I, personally, went 
through a tannery. Also learned 
about the manufacturing of 
leather goods. Effort has been 
made to pass on to the boys all 
available information as to leath- 
ers, grades, construction of the 
different pieces, and their uses. 
Every time a new shipment is re- 
ceived, we get the salesmen in a 
huddle, and shortly they are well 
informed about the items. 

Our leather goods line includes 
a large variety in styles, sizes and 
grades of leather. We are espe- 
cially proud of our selection of 
higher priced cases. The salesmen 
have been taught the representa- 
tive points in construction and 
quality found in the higher grades, 
so that they are prepared to pre- 
sent those values to their custom- 
ers. We have educated the boys to 
the point where they don’t hesitate 
to show a higher priced case and 
name its price, because they know 
it is well worth the money and can 
readily explain its merits. 

We are now concentrating upon 
the merchandise offered by one 
manufacturer of a fine line of 
cases. With this concern, a co- 
operative relationship in the in- 
terest of better merchandising has 
existed for some time. I was in- 
strumental in persuading the 
manufacturer to attach a descrip- 
tive label within each case. Thus 
@ label indicating that the piece is 
“Genuine Shark Seal” is informa- 
tive to the customer and an aid to 
the salesman. These tags have 
eliminated guesswork on the part 
of the salesman and, of course, 
serve aS an assurance to the cus- 
tomer of the quality stated. 

Methods of Display 

Careful attention is given to dis- 
plays in our leather goods depart- 
ment. Merchandise is attractively 
shown in electrically illuminated 
floor cases and wall cases, as well 


as in open displays on the glass 
counter top. Some of the leather 
portfolios are shown open, with 
Magazines, stationery and other 
fittings to illustrate their uses. 
We show the zip ring binder fitted 
with colored celluloid insertable 
indexes and celluloid envelopes. 
All these add color to the displays 
and stimulate interest in the pos- 
sible uses of the various pieces. 
Leather goods as a whole are 
rather dark in appearance, hence 
we show a few light colored pieces 
in our displays—such as russet 
pigskin—to give variety and lend a 
lighter effect to the line. Although 
we may not sell many of these 
light colored pieces, the value 
which a small assortment of them 
adds to the department makes it 
worth absorbing a loss on the few 
items that become shopworn due 
to their soiling easily. 
Ensembles, or pieces of similar 
leather and quality of workman- 
ship in different sizes and styles, 
are displayed together, so the cus- 
tomer can view the matching 
items. Take, for instance, the line 
of genuine shark seal. The follow- 
ing are shown on the top shelf in 
the glass showcase: a brief case, a 
disappearing handled zip case in 
legal size, a legal size two-sided zip 
case and a letter size zip ring 
binder. Displays of matched goods, 
such as this, often suggest the pur- 
chase of more than one item. 


Frequent Window Displays 


The frequency of our leather 
goods window displays may be of 
interest to other stationers. We 
are following the practice of de- 
voting one window solely to leather 
goods and fountain pens. Of 
course, we do not show these con- 





SELL BY SUGGESTION 


On the completion of a sale, 
the skillful salesperson does not 
say, “Is that all?” or “What 
else?” He suggests a related 
product that goes well with the 
purchase. For instance, if his 
customer has bought a leather 
portfolio he suggests a bill-fold, 
a memo book, a fountain pen, or 
pocket telephone index. On the 
other hand, if the initial pur- 
chase was a fountain pen desk 
set, the salesperson suggests 
such other things as a work or- 
ganizer or a desk lamp. Selling 
by suggestion makes bigger 
sales, adds extra sales, and makes 
regular customers. 
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trasting lines at the same time. 
We alternate the trims, featuring 
leather goods two weeks and pens 
two weeks; then leather goods 
again. Thus we are showing 
leather merchandise half the 
month. 

Each time a leather goods win- 
dow is trimmed, changes in the 
arrangement are made for eye 
appeal. One time, for instance, 
small pieces will predominate, with 
large items in the background. 
Another dress will feature large 
sized products, with small ones 
placed among them in the front. 
The style of arrangement is mass 
display, as it focuses attention on 
this one line exclusively. 

In addition to concentrating on 
leather goods in the one window, 
appropriate items from the line 
are included in special displays 
appearing in our other windows 
for various occasions. These in- 
clude the school supplies window, 
Christmas, Father’s day, Gradua- 
tion, air mail and vacation needs. 
All of our window trimming is 
done by one of our own men, who 
has been trained for this job. 

Measured in terms of sales, our 
leather goods windows have pro- 
duced very good results. We feel 
that most everyone who passes the 
store is a leather goods prospect. 

About twice a year, we push 
these products in an advertising 
campaign. The months usually are 
May and November. Circulars pre- 
senting our line of many useful 
leather articles are included with 
the invoices mailed those two 
months. 

We do not hold special sales for 
the promotion of goods in this de- 
partment. Although we do have a 
special clean-up sale once a year, 
following the April inventory. At 
that time whatever old leather 
goods may be on hand is marked 
down 20 per cent. We leave the 
original price tags on the items, so 
customers can see the regular 
price. 

Our stock turnover in this de- 
partment is about six times a year. 

While our principal leather 
goods merchandising activities are 
centered about the store, our out- 
side salesmen turn in their share 
of sales. Each man carries his 
own case and catalogue of our 
complete stock, and occasionally 
he carries a piece of leather goods 
with him to show his customers 
and prospects. About November 
fifteenth the salesmen will start 
pushing holiday suggestions, and 
leather goods will be high on the 
list. 








20 


Census Shows Second Quarter Gain in 
Office Machines and Equipment Sales 


An INCREASE of 0.8 per cent 
in dollar sales for the second quar- 
ter over the first quarter of 1938 
was reported by 544 manufac- 
turers’ sales branches engaged 
primarily in selling office ma- 
chines and equipment, accord- 
ing to William L. Austin, Director, 
Bureau of the Census, in a pre- 
liminary report just issued in con- 
nection with the 1937-38 Census 
Survey of Business now being 
compiled. 

Compared with a year ago, how- 
ever, sales were 16.9 per cent be- 
low those of the second quarter of 
1937. But their 1937 sales were 
11.4 per cent above 1936 and 36.0 


Preliminary Report of the 
1937-38 Census Survey of 
Business, Wholesale Dis- 
tribution, Announced by 
Wm. L. Austin, Director 


per cent higher than for the year 
1935. The manufacturers’ sales 
branches represented in these fig- 
ures were identical establishments 
reporting in the 1935 census, the 


latest year covered by a regular 
business census. The importance 
of those included is shown by the 
fact that they represented 57 per 
cent of the number and accounted 
for 65 per cent of the total busi- 
ness of all branches specializing 
in this business during 1935. 

Office furniture is not included 
under the designation of “office 
equipment” as used in this survey, 
hence office furniture sales are not 
covered in the report. 

Thirty service and limited-func- 
tion wholesalers are also included 
in this survey, with the manufac- 
turers’ sales branches. Dollar sales 
for these wholesalers during the 








































































































CENSUS SURVEY OF BUSINESS: 1937-38 WHOLESALE DISTRIBUTION 
OFFICE MACHINES AND EQUIPMENT (except furniture) 
TABLE 1.-NET SALES BY QUARTERS: 1937 AND FIRST HALF OF 1938 
FOR IDENTICAL ESTABLISHMENTS, BY GEOGRAPHIC DIVISIONS 
Size OF No. OF 
SAMPLE ad Net SALES BY QUARTERS PERCENT 
COMPARED AB- | NeT* (ass ene) CHANGE 
wrrn 1935 |] US | sates 
DIVISION CENsuS eed 1937 1938 Ist QR.J2nD QR 
Srna INCLUD- 1937 1937 1937 
usu. | Net +} ED IN Ist Qr. | 2ND QR. | 3rD Qr. | 4TH QR. | IST Qr. | 2ND QR. To To 
ments | SAUES 1937-38 Jan. 1 | April 1 | July 1 | Oct 1 | Jan 1 | April 1 [J1sT Qr}2nv Qr. 
| (edd 000)| Mar. 31 | June 30 | Sept. 30 | Dec. 31 | Mar. 31 | June 30 |] 1938 | 1938 
SERVICE AND LIMITED-FUNCTION WHOLESALERS 
UNITED STATES 15 ss 30 |$ 5,935 | $ 1,544] $ 1,560] $ 1,449 | $ 1,382 | $ 1,299 | $ 1,186 lass 24.0 
Middle Atlantic 22 39 ll 2,044 557 558 472 457 449 402 ||-19.4 |-28.0 
East North Central 16 an 9 2,994 760 770 771 693 642 560 [/-15.5 |-27.3 
Other Divisions 14 17 10 897 227 252 206 232 208 224 Ii- 8.4 |- 3.4 
MANUFACTURERS’ SALES BRANCHES (with stocks) 
UNITED STATES 57 65 544} 96,028 25,912 24,878 21,961 23,277 20,494 20,662 i-20.9 [-16.9 
New England V/ V 45 7,062 1,969 1,804 1,607 1,682 1,490 1,502 ]-24.3 |-16.7 
Middle Atlantic + -- 109 | 27,501 7,763 7,054 5,952 6,732 6,072 5,773 ]-21.8 |-18.2 
East North Central os] < 113 | 22,620 6,132} 5,900] 5,244] 5,344] 4,414 | 4,432 |]-28.0 |-24.9 
West North Central -- -- 61 7,864 2,082 2,045 1,825 1,912 1,591 1,740 }-?3.6 |-14.9 
South Atlantic -- od 68 | 10,196 2,627 2,635 2,419 2,515 2,522 2,774 li- 4.0 |+ 5.3 
East South Central -- -- 28 3,038 784 763 733 758 644 656 ]-17.9 |-14.0 
West South Central oo = 51 6,758 1,712 1,712 1,632 1,702 1,580 1,530 fl- 7.7 |-10.5 
Mountain =e -- 19 1,918 471 546 469 432 380 376 -19.3 [-31.1 
Pacific -- -- 50 9,071 2,372 2,419 2,080 2,200 1,801 1,879 []-24.1 |-22.3 
+ INCREASE — DECREASE 
* Percentages in this column represent 1935 sales of establishments included in this survey, divided by total 1935 sales of each classification. 
T/ 1935 figures not available for calculating percent ple by geographic divisions. 
States Comprising Geographic Divisions: 
NEW ENGLAND .- (Conn., Maine, Mass., N. H., R. 1, Vt.) SOUTH ATLANTIC - (Del., D.C., Fla. Ga., Md. N.C. S.C, Va. W. Va.) 
MIDDLE ATLANTIC - (N. J., N.Y., Pa.) EAST SOUTH CENTRAL - (Ala., Ky., Miss., Tenn.) 
EAST NORTH CENTRAL . (IIL, Ind, Mich., Ohio, Wis.) WEST SOUTH CENTRAL .- (Ark., La. Okla., Tex.) 
WEST NORTH CENTRAL .- (Iowa, Kans., Minn, Mo., Nebr., MOUNTAIN .- (Ariz., Colo., Idaho, Mont., Nev., N. Mex., Utah, Wyo.) 
N. Dak., S. Dak.) PACIFIC - (Calif, Oreg., Wash.) 
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second quarter of 1938 were 8.7 
per cent less than sales for the 
first quarter, and 24.0 per cent 
under sales for the similar period 
of 1937. Considering 1937 as a 
whole, their dollar sales were 15.1 
per cent above 1936 and 25.1 per 
cent higher than for the year 
1935. The wholesalers reporting 
represented 15 per cent of the 


PERIOD 


Number of establishments included 


Per cent increase (+) or decrease ( 

Ist Qr. to 2nd Qr. 1937 

2nd Qr. to 3rd Qr. 1937 

3rd Qr. to 4th Qr. 1937 

4th Qr. 1937 to 1st Qr. 1938 

lst Qr. 1938 to 2nd Qr. 1938 

Ist Qr. 1938 vs. 1st Qr. 1937 

2nd Qr. 1938 vs. 2nd Qr. 1937 


total number and accounted for 33 
per cent of the sales for this 
classification in 1935. 


Comparison of Sales by Quarters 


Percentage changes in dollar 
sales (without adjustments for 
seasonal variation) by quarters, 
for the year 1937 and the first 
half of 1938, are given below: 


Manufac- | Service and 
turers’ limited-func- 
Sales tion whole- 

Branches salers 

544 30 

—) in sales 

— 40 1.0 
eS fh Py | — FJ 
+ 6.0 — 46 
12.0 — 60 
+ 0.8 — §.7 
—20.9 —159 
—16.9 —24.0 
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Substantial increases are noted 
in sales, pay roll and stocks for 
1937 as compared with 1935. Dol- 
lar sales of the 544 manufacturers’ 
sales branches were up 36.0 per 
cent as compared with a 47.5 per 
cent rise in pay roll and 21.0 per 
cent increase in stocks on hand at 
the close of the year. The 30 
wholesalers show a 25.1 per cent 
increase in sales, 23.4 per cent rise 
in pay roll and 10.3 per cent in- 
crease in stocks. 

Percentage increases, 1937 over 
1935, in sales, pay roll and stocks, 
are given on page 22. 


Pay Roll Increases 


A significant trend is noted 
when pay roll (including salaries 
of executives and officers) is com- 
pared with sales. In 1935 pay roll 
of the 544 manufacturers’ sales 
branches amounted to $25.00 for 
each hundred dollars of sales. It 
rose to $27.20 in 1937, to $30.30 in 









































































































































CENSUS SURVEY OF BUSINESS: 1937.35 WHOLESALE DISTRIBUTION 
OFFICE MACHINES AND EQUIPMENT (except furniture) 
TABLE 2.-- SALES. PAY ROLL AND STOCKS: 1937, 1936 AND 1935 
FOR IDENTICAL ESTABLISHMENTS, BY GEOGRAPHIC DIVISIONS 
Size OF , 
Sampte || NO. OF Pax eee On H 
Comparep || ESTAB- NET SALES ‘AY ROLL gnc 3 AND PERCENT en 
With 1935 || LISH- ND OF YEAR 1935 te 193 
DIVISION CENSUS MENTS (add 000) (add 000) (add 000) 
- INCLUD- 
EsTAB = 
NeT* ED IN 
tovs«| Sates ||1937-38 | 1937 | 1936 | 1935 | 1937 | 1935 1937 | 1936 | 1935 |] NET] Pay Jo 
— Suavey = SALES} ROLL 
} = 
| ; 
SERVICE AND LIMITED-FUNCTION WHOLESALERS 
‘ UNITED STATES 15 33 30} $5,935] $5,156] $4,746] $1,155 $936 $672 $549 $609 bins 23.4) 10.3 
Middle Atlantic 22 39 ll 2,044 1,629 1,463 301 224 216 186 206 39.7 34.4 4.9 
Eest North Central 16 44 9 2,994 2,696 2,545 650 54” 264 199 249 17.6 18.8 6.0 
Other divisions 14 17 10 8$7 83] 738 204 165 192 164 154 21.5 23.6 24.7 
MANUFACTURERS’ SALES BRANCHES (with stocks) 
UNITED STATES 57] 65 544] 96,028| 86,237] 70,634| 26,084] 17,689] 8,923] 8,111] 7,377 || 36.0] 47.5] 21.0 
New England y y¥ 45| 7,062] 6,260] 5,587] 1,862] 1,374 659 576 550 |] 26.4] 35.5] 19.8 
Middle Atlantic -- = 109 27,501 24,280 19,541 7,993 5,158 2,421 2,246 2,080 |} 40.7 55.0 16.4 
East North Central -- -- 113 22,620 19,615 15,914 5,922 4,004 1,944 1,675 1,494 42.1 47.9] 23.4 
West North Central -- = 61 7,864 7,370 6,292 2,167 1,605 822 792 708 25.0 35.0 16.1 
South Atlantic -- we 68 10,196 9,964 8,162 2,532 1,776 903 777 722 24.9 42.6 25.1 
East South Central -- -- 28 3,038 2,778 2,206 770 554 359 334 295 37.7 39.0 21.7 
West South Central -- -- Sl 6,758 6,148 4,821 1,778 1,206 727 648 548 40.2 47.4 32.7 
Mountain -- -- 19 1,918 1,811 1,518 544 371 247 219 203 |] 26.4 46.6 21.7 
Pacific | oa oe 50] 9,071] 98,014] 6,593] 2,516] 1,641 941 844 777 1137.6] 53.3] 21.1 
* Percentages in this column represent 1935 sales of establishments included in this survey, divided by total 1935 sales of each classification. 
** Pay roll not available for year 1936. Pay roll includes compensation of both full-time and part-time employees, but not of proprietors and firm members of 
unincorporated busi 
1/ 1935 figures not available for calculating percent sample by geographic divisions. 
States Comprising Geographic Divisions: 
NEW ENGLAND .- (Conn, Maine, Mass., N. H., R. 1, Vt.) SOUTH ATLANTIC - (Del, D.C. Fla, Ga, Md, N.C. S.C, Va, W. Va) 
MIDDLE ATLANTIC - (N. J., N.Y., Pa) EAST SOUTH CENTRAL - (Ala, Ky., Miss, Tenn.) 
EAST NORTH CENTRAL . (lil, Ind, Mich., Ohio, Wis.) WEST SOUTH CENTRAL - (Ark., La, Okla, Tex.) 
WEST NORTH CENTRAL .- (lowa, Kans., Minn, Mo., Nebr., MOUNTAIN .- (Ariz., Colo., Idaho, Mont., Nev., N. Mex, Utah, Wyo.) 
N. Dak., S. Dak.) PACIFIC - (Calif, Oreg., Wash.) 








REPRODUCTION OF CHART SHOWING COMPARISONS OF SALES, PAY ROLL AND STOCKS OF OFFICE MACHINES 


AND EQUIPMENT (EXCEPT FURNITURE) FOR 1935, 


1936 AND 1937. RELEASED IN THE PRELIMINARY REPORT OF 


THE 1937-1938 CENSUS SURVEY OF BUSINESS. 








Manufacturers’ sales branches 
(544 establishments) 


Service and limited-function whole- 


salers (30 establishments) 


Per cent increase, 1937 over 1935 


Stocks 
Sales Pay roll (end of year) 
36.0 47.5 21.0 
25.1 23.4 10.3 


CHART REFERRED TO IN RIGHT HAND COLUMN, PAGE 21. 


the first quarter and then dropped 
Slightly to $28.70 in the second 
quarter of this year. For the 30 
service wholesalers, it dropped 
from $19.70 per hundred dollars 
of sales in 1935, to $19.50 in 1937, 
then rose to $20.60 in the first 
quarter and to $23.30 in the sec- 
ond quarter of 1938. 

Pay roll for each hundred dol- 
lars of sales, 1935, 1937 and the 
first two quarters of 1938 is given 
below: 


Manufacturers’ sales branches 
(544 establishments) 

Service and limited-function 
wholesalers (30 establishments) 


These and other facts pertain- 
ing to sales, pay roll and stocks of 
the wholesale office machines and 
equipment establishments included 
in this survey are given in Tables 
1 and 2, by geographic divisions. 

The data contained in this re- 
port were supplied by 544 manu- 


facturers’ sales branches and 30 
wholesalers which submitted re- 
turns for the survey prior to the 
closing date for this preliminary 
release. The report is not intended 
to present a complete picture of 
the wholesale office machines and 
equipment business. The canvass 
for the survey was conducted by 
mail from lists composed only of 
establishments included in the 
1935 Census of Business. Branches 
and wholesalers that came into 


Pay roll per hundred dollars 
of sales 


1938 1937 | 1935 


2nd Qriist Qr. 
$28.70 | $30.30 | $27.20 | $25.00 


$23.30 | $20.60 $19.50 | $19.70 


business subsequent to January 1, 
1935, were not canvassed, and 
those ceasing operations prior to 
June 30 of this year were omitted. 
As they account for a negligible 
portion of the wholesale office 
machines and equipment business, 
those with sales for the year 1935 
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of less than $25,000 were also 
omitted. 

Reporting for this survey was 
purely on a voluntary basis, hence, 
not all establishments contacted 
submitted returns. The number is 
further limited by the omission of 
those which changed their general 
location or the nature of their 
operations since 1935. In order to 
provide reliable trend information, 
establishments included in this re- 
lease are limited to those oper- 
ating as wholesale office machines 
and equipment houses for the en- 
tire year of 1935, and which still 
operate in a similar manner. 


For convenience in evaluating 
their importance, the per cent 
sample, both of establishments 
and of sales, is given in the first 
two columns of Tables 1 and 2, 
by geographic divisions. 

This is the latest wholesale re- 
port issued in connection with the 
Census Survey of Business: 1937- 
38. It will be followed promptly 
by similar releases for other trades 
and later by more detailed studies. 

The current Census Survey of 
Business includes retail as well as 
wholesale trade and is nation- 
wide in scope. It is being con- 
ducted by the Bureau of the Cen- 
sus, with funds provided by the 
Works Progress Administration. 
The project is under the direction 
of Fred A. Gosnell, Chief Statisti- 
cian, who was also in charge of 
previous Business_ Censuses. 
Wholesale trade reports are pre- 
pared under the immediate super- 
vision of John Albright. 





TRIPP’S FOUNTAIN PEN 
HOSPITAL 


(Continued from page 17) 


noonday shoppers, this unique 
business has been a success. 

Mr. Tripp believes in advertising 
widely and in unusual ways. Once 
he presented a solid gold pen to 
Margaret Ann Robinson, 19 years 
old, but only 21 inches high. The 
pen was no larger than a large 
match but it fitted her tiny hand. 
This made a good story for the 
newspapers. The picture on page 
17 shows Mr. Tripp at the “Hos- 
pital” presenting the human doll 
with this pen. 

The Fountain Pen Hospital has 
“doctored” more than 300,000 pens 
during its 14 years of existence. All 
repair charges are moderate, and 
free engravings are made on all 
pens and pencils that are pur- 
chased there. 

When Mr. Tripp started his busi- 


ness, approximately only 25 per 
cent of the people carried fountain 
pens; today, he estimates that al- 
most 75 per cent carry a pen. Mr. 
Tripp declares that the well known 
fountain pens have become so per- 
fected that today any nationally 
advertised pen may be accepted as 
a good pen; the important thing 
being to have it correctly fitted. 
I 
PORTABLE TYPEWRITERS—TOP 
FLIGHT CHRISTMAS GIFTS 
(Continued from page 16) 
sales campaign is advisable. Many 
dealers have been engaged in the 
process since October 1. With their 
monthly statements they enclosed 
folders advertising their portable 
lines, at no direct cost and with 
the expenditure of only a small 
additional amount of time. 
Intelligent use of advertising 
and display materials supplied by 
manufacturers pays. One dealer I 


know, located in a town whose 
population is only 2700, sells 
twenty-one portables a year, the 
majority of them at Christmas 
time. This dealer uses everything 
in the way of promotional mate- 
rial that he receives. 

If I were a portable typewriter 
dealer, I’d spend some money ad- 
vertising the machines I have to 
sell. I’d drive home to my cus- 
tomers and prospects the thought 
“Buy your Christmas gift portable 
from me.” 

In November and December I'd 
select the names of a group of ex- 
ecutives from my record of ac- 
counts and approach them with 
the suggestion that a portable 
typewriter would make an ideal 
gift, either for a member of his 
family, a good customer or a per- 
sonal friend. If I sold only one 
machine, I’d pay the expense of 
special mailings and advertising. 
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Any others I sold would be profit 
makers without any special ex- 
pense to charge against them. 

Some firms and many salesmen 
give portables as Christmas pres- 
ents to customers. Sales contests 
frequently feature portables as top 
prizes. The men want to own them 
so that they may present them 
to their children. Selling machines 
for these purposes is profitable. 
And the business may be had by 
going out after it. 


Portable Volume Potentially Great 


The potential volume in port- 
ables is much greater than for 
standard machines. The market 
for large typewriters is practically 
at the point of leveling off to a 
stabilized condition where new 
machines are sold mostly as re- 
placements. The field of sale for 
portables is almost unlimited. 

An advantage in selling port- 
ables is the assurance that can be 
given customers and prospects of 
a double guarantee—the dealer’s 
and the manufacturer’s. The de- 
mands for service on portables are 
negligible, but the knowledge that 
he may have service if needed at 
any time and at any place where 
a manufacturer’s branch is lo- 
cated, will often turn a prospect 
into a customer. 

A smart practice is to establish 
contacts with commercial teach- 
ers in local schools. Through them 
it may be possible to secure rosters 
of students taking commercial 
courses. In the smaller towns the 
wide-awake dealer knows’ the 
name of every youngster starting 
in high school. Dealers in metro- 
politan areas will have more diffi- 
culty obtaining names, but some 
can be had. The next step is to 
go after the parents. Personal so- 
licitation in the homes will bear 
fruit in the form of sales. 

When Thanksgiving time comes, 
clean out your display windows 
and fill them with portables ex- 
clusively. Concentration on one 
type of merchandise is impressive. 
Coupled with attractive Christmas 
display materials provided by 
manufacturers, results are certain. 
Inside the store displays on spe- 
cial counters enhance the pulling 
power and raise the profit possi- 
bilities. 

My final admonition is—Sell Up. 
Put the higher priced machines 
before your customers. Let them 
make visual comparisons. They'll 
ask questions and when they do, 
you have a psychological advan- 
tage. Use it deftly and you will 
raise your ultimate profit total. 


OUTLINE OF VISIBLE SYSTEM 
OF STOCK CONTROL 


(Continued from page 13) 


the year 1934. In the first column 
are listed the book numbers. There 
are only fourteen books indicated 
in this sample, as we had only 
that number in 1934. Our whole- 
sale department was not included 
at that time. In the second col- 
umn, “Sheets Per Book” repre- 
sents the individual number of 
items carried in that book. In the 
column headed “Sheets Added”’ 
are the number of individual 
items added to that particular 
line of merchandise during the 
year. “Sheets Discontinued” rep- 
resent the number of items dis- 
continued. “T.O.” means the stock 
turnover of the merchandise rep- 
resented in that book. The totals 
below each column, logically, re- 
veal the total number of items 
carried in stock that year, the 
number of items added and dis- 
continued, and our merchandise 
turnover. 


JANUARY-DECEMBER, 1934 
Sheets Sheets Sheets 


Book Per Book Added Discont’d T.O. 
No. 1 499 20 31 2.2 
No. 2 515 25 22 2.24 
No. 3 463 14 45 3.45 
No. 4 490 42 97 3.6 
No. 5 229 8 26 3.47 
No. 6 436 38 40 3.8 
No. 7 157 14 20 3.6 
No. 8 218 17 36 4.6 
No. 9 247 31 1 5.8 
No. 10 356 19 127 2.7 
No. 11 198 16 41 3.6 
No. 12 270 30 20 4.2 
No. 13 158 1 23 3.15 
No. 14 371 14 27 $.3 
Totals 4607 289 556 3.3 


Advantages of the System 


In considering the advantages 
of this system, you will observe 
that it costs practically nothing to 
operate. In fact, we installed the 
system, sheets, binders, and in- 
dexes, for $120.00. 

The system is advantageous to 
a Sstationer of any size. It reduces 
investment by eliminating dead 
and slow stock; it increases stock 
turnover, shows the average 
monthly stock carried, average 
monthly sales, and shows the cost 
price with all changes. A review 





THE IMPORTANCE 
OF REMINDING 


People need to be reminded as 
well as informed. It is no use de- 
pending on the fact that you ad- 
vertised or displayed something a 
month ago. We forget most of what 
we see or are told. We need to be 
continually reminded. 


—“‘Ideas”, Melbourne, Australia. 
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of these advantages must point to 
the conclusion that its successful 
operation will make for better sta- 
tioner distributors. 

The buying becomes more regu- 
lar, more accurate, and I believe 
actually easier than under the old 
method. Under the old order of 
things, you ordered at irregular 
intervals; usually after it was 
found that some staple item was 
out, or the stock dangerously low, 
or that the manufacturer’s sales- 
man had arrived in town. 

In connection with this system, 
the manufacturers’ salesmen all 
know just what time of the month 
their line is taken, and they try 
to arrange their visits accordingly. 
These salesmen then endeavor to 
work with the sales force to pro- 
mote a greater sale of their prod- 
uct, or they show the buyer the 
merits of the items which he may 
not be carrying. It enables the 
manufacturer’s salesman to func- 
tion as a salesman, rather than an 
order taker; and he knows that 
repeat orders on the items he 
places will automatically come to 
him. 

Whether or not a store has a 
buyer or the proprietor does all 
the buying, these records before 
him month by month will make 
him more cautious in the pur- 
chasing of new and untried items. 
This system will also make the 
one who does the buying more 
careful in all purchases, for if he 
buys too long or too short on an 
fttem the record will reflect his 
judgment. It is true that he can- 
not always be right, but after a 
time, as this record gathers, he 
will find that he will be able more 
clearly to judge what quantity to 
buy. In fact, he—or it may be you 
—will wonder why you did not put 
in a stock control system before. 

Stationers using this type of 
record will find that it readily 
permits expansion or contraction 
of merchandise to meet the vary- 
ing conditions of business, both 
seasonal and depressional. 

While the system sounds com- 
plicated, in reality it is very sim- 
ple. I suggest that the interested 
dealer try it out in just one de- 
partment at a time, and if it ac- 
complishes good results, extend it 
gradually to other departments. 
In this manner, the system can 
be installed without any interrup- 
tion of the regular routine. 

The smallest concern can use it 
as well as the large. Regardless 
of size, we are all in business for 
a profit. 
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Wood Office Furniture 


F arty in the fall, Bernard Jak- 
way, educational director of the 
Furniture World Educational In- 
stitute, New York City, addressed 
letters to wood office furniture 
dealers in the Metropolitan dis- 
trict of New York concerning the 
Institute’s new course in wood of- 
fice furniture. Mr. Jakway started 
his letter with a number of ques- 
tions, the answers to which every 
furniture salesman should know. 
The questions are as follows: 

“What is butt walnut? Where 
does it come from and how is it 
made? Is it all alike in price and 
value? If there are differences, 
what is their bearing on the prof- 
itable sales of good office furni- 
ture? 

“What, to your customers, is the 
relationship between price and 
value? What are the elements of 
value in wood office furniture, and 
how can they be presented with 
convincing clarity and enthu- 
siasm? 

“Ts it true, that well-made ply- 
wood will not warp or split? If 
so, why? Weight for weight, which 
is stronger, plywood or mild steel? 

“How can a small and gloomy 
office be made to appear larger 
and more cheerful? What sort of 
carpet would you recommend for 
such an office? Red, blue, gold, or 
what? Plain or figured? Wall-to- 
wall carpet or rug? 

“How are the springs tied into a 
first-class easy chair? Are ten 
separate operations involved in 
making a good desk, or one thou- 
sand? What has made it possible 


An Intensive Course of 
Study Concerned With the 
Basic Factors Essential to 
Intelligent Salesmanship— 
Now Being Offered by The 
School of Merchandising 
of the Furniture World 
Educational Institute, New 


York City 


for you to offer far better desks 
today for far less money than you 
were able to offer ten years ago? 

“What are some tried and tested 
methods for creating new busi- 
ness?” 

The letter proceeded with the 
query: 

“Can your salesmen answer 
these questions, and a thousand 
others of the same general char- 
acter? If not, they are losing 
some deals, underselling some cus- 
tomers, and your profits are suf- 
fering accordingly. 

“If that is your situation, and 
you don’t like it, now is the time 
to do something about it. Urge 
and help your men to enroll for 
the Institute’s new course in Wood 
Office Furniture, which begins 
Thursday evening of this week— 


September 29, at 7:30. They will 
hear many interesting speakers, 
each a specialist and well-known 
expert in his own field. They will 
see a wealth of interesting illus- 
trative materials, motion pictures, 
etc., especially chosen to give point 
to what these speakers have to 
say. They will receive, without 
charge, many valuable samples of 
these materials for their personal 
and permanent use. And they will 
be comfortable, for the Institute’s 
commodious lecture hall is air- 
conditioned.” 

Eighty-five salesmen responded 
to the invitation and are now in 
the process of building up their 
funds of information. 


What the Modern Office Furniture 
Salesman Should Know 


In the folder announcing the 
course appeared the following co- 
gent paragraphs: 

“In the fast-moving world of to- 
day the successful salesman of 
wood office furniture must keep 
abreast of the procession; and his 
earning power will be highest if 
he keeps a step or two ahead of it. 

“Both his merchandise and his 
market are in continual process of 
changes, and he must be in posi- 
tion to take full advantage of all 
changes in both fields. The furni- 
ture he has to sell is richer in val- 
ues than is used to be—richer in 
surface values, in hidden values, 
and in intangible values which 
spring from style, fashion, decora- 
tive fitness, beauty, and distinc- 
tion. Potential buyers, whether 
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individual executives or profes- 
sional men, secretaries, office man- 
agers or purchasing agents, are 
becoming better informed or more 
exacting. To be markedly success- 
ful, he must be good; and to be 
good his equipment must be up to 
the minute. 

“The course to be given by the 
Institute this fall provides a short 
cut to wide-ranging and profitable 
knowledge of today’s wood office 
furniture and how to sell it suc- 
cessfully. It makes clear the what, 
why, and how of materials and 
construction. It deals with such 
principles of interior decoration as 
are of practical importance to the 
salesmen, with color harmony and 
color practice, with office layouts 
and with related merchandise as 
an adjunct of office equipment 
sales. And it explains the meth- 
ods which the experience of many 
experts has proved to be most ef- 
fective in developing business, 
meeting customers, helping them 
to find the right merchandise, 
demonstrating its values, and 
making sales. 


“The course is based upon to- 
day’s situation and today’s re- 
quirements, and is eminently prac- 
tical. Instruction is by lectures, 
demonstration, questions and an- 
swers, and free use of illustrative 
material.” 


Subjects Included in the Course 


So that readers may have an ac- 
curate idea of the extensiveness of 
the study course and how it chal- 
lenges office furniture salesmen 
everywhere to increase their store 
of information, we present the fol- 
lowing outline of the curriculum, 
together with the name of the lec- 
turer, where one has been as- 
signed: 


I A: Selling Power Developed 
Through Organized Facts—Why 
and how fresh, full authentic and 
properly organized knowledge of 
wood office furniture and its uses 
will, in the present situation, in- 
crease the earning power of the 
salesman.—By Guy H. Rentsler, 
manager, Furniture Division, Re- 
mington Rand Inc. 


B: The Superlative Values of 
Wood in Office Furniture—The 
cabinetwoods are rich in history 
and romance; elements of value; 
strength, stamina, workability, 
beauty, distinction, pleasantness 
to the touch, et cetera; nature 
and importance of the physical 
and mechanical properties of the 
structural woods used in office 


furniture; showmanship in the 
demonstration of wood values.— 
By Bernard C. Jakway, dean of 
Institute’s School. 


II A: Face Veneers and Plywood 
—Methods of producing oak, ma- 
hogany and walnut veneers; 4 
veneer’s face is its fortune; rela- 
tive costs of the various figure 
types; matching and taping; ply- 
wood manufacture; properties of 
plywood.—By Chas. E. Close, sec- 
retary and manager, Veneer Asso- 
ciation. 


B: Manufacturing Processes: 
General Office Furniture—Lumber 
drying and seasoning; milling op- 
erations; cabinet-room operations; 
surface and hidden values of desks 
produced at high, medium and low 
cost levels—By Henry Penchoen, 
industrial designer. 


III A: Wood Office Chairs—Ma- 
terials; construction; selling 
points—By K. Davis, Sikes Com- 
pany. 

B: Better Health and Greater 
Efficiency Through Proper Seating 
—A scientific presentation of the 
human and financial reasons for 
the use of proper seating in the 
general office—By L. E. Hooker, 
Commercial Furniture Company. 


IV A: General Office Layouts— 
What the office equipment sales- 
man wants to know about this im- 
portant subject in order to develop 
and close sales of general office 
furniture—By Kenneth Ripnen, 
president, Ripnen Corporation. 


B: Office Lighting—By Jas. L. 
McCoy, Sight-Light Corporation. 


C: Office Acoustics—By Paul J. 
Washburn, acoustical department, 
Johns-Manville Sales Corporation. 


V A: Creating Business in Ex- 
ecutive Office Furniture, and Plus 
Values in Better Grade Office Fur- 
niture — Unattractive or out- 
moded furniture in executive and 
professional offices offers a poten- 
tial market for sales today; sug- 
gestions for developing business in 
this market. Concerning “Better 
Grade Office Furniture,” the ob- 
jective is to determine how to rec- 
ognize and demonstrate the spe- 
cial values of fine furniture, as 
respects design, materials, con- 
struction, embellishment and fin- 
ish.—By Bernard C. Jakway. 


VI A: The Manufacture of Up- 
holstered Furniture—A carefully 
illustrated discussion of the mate- 
rials and processes employed in 
building upholstered furniture at 


25 


various cost levels, supplemented 
by a collection of pictures, draw- 
ings, charts and actual materials 
for the personal and permanent 
use of the students—By Henry 
Penchoen. 


B: Display and Sale of Uphols- 
tered Furniture—Some principles 
of effective floor and special dis- 
play; points to be emphasized in 
showing and selling upholstered 
furniture. 


VII A: Leather as a Furniture 
Covering Material. 


B: Care and Treatment of 
Leathers. 


C: Coated Fabrics—All three of 
the preceding subjects by D. H. 
McCree and Eben McCree, Lacka- 
wanna Leather Company. 


VIII A: Some Principles of In- 
terior Decoration—Interior deco- 
ration an important factor in ex- 
ecutive office sales; nature of har- 
mony and how to create it; color 
practice; the room-picture method 
of making important sales. 


IX A: Question of Style—Style 
and fashion as selling factors; 
characteristics of the more impor- 
tant styles; good and poor design 
from the style viewpoint; typical 
present-day methods of treating 
executive offices in the traditional 
and modern styles—By Walter 
Rendell Storey, decorative art 
critic, New York Times. 


B: Salesman and Customer — 
Meeting customers and showing 
goods; personality and equipment 
of the highly successful salesman; 
the daily-check-up. 


X A: Related Merchandise: 
Floor Coverings. — By John V. 
Smealle, Mohawk Carpet Mills. 


B: Related Merchandise: Glass 
Curtains, Hangings and Venetian 
Blinds. 


XI A: Executive Office Ensem- 
bles—Typical layouts and room 
ensembles for executive offices of 
varying kinds and sizes, with a 
statement of the principles upon 
which they are based. 


B: Psychology of Salesmanship. 

XII A: Live and Let Live—A 
discussion of the present situation 
of the industry and the sales and 
profit making possibilities of plac- 
ing major emphasis upon other 
clements of value than price —By 
Bernard C. Jakway. 


B: Closing Exercises and In- 
spirational Address—By Wilmer 
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H. Cordes, sales promotion man- 
ager, American Steel and Wire 
Company. 

The Furniture World Education 
Institute is a non-profit organ- 
ization operated under the di- 
rection of N. I. Bienenstock, editor, 
Furniture World, president of the 
Institute, Wilmer H. Cordes, man- 


Desk Accessories Are Good 


a IS my considered opinion that 
desk accessories fit nicely into the 
category of gift items. With the 
approach of the best gift seasqn 
of the year in the weeks before 
Christmas, time spent in planning 
a sales campaign and selecting 
appropriate items will be well re- 
paid in extra sales. 

Among the accessories we have 
found readily salable are the fol- 
lowing: Complete desk sets and 
parts or pieces to finish a set al- 
ready started; fountain pen and 
pencil desk sets, or a single pen 
set; desk lamps; work organizers, 
alone or in combination with desk 
pads; daily reminders; shears and 
envelope openers in combinations; 
ash trays and ash receivers. 

I believe that best results are 
obtained by offering the better 
class of these items through the 
process termed creative selling. 
What I have in mind may be best 
expressed by the following sugges- 
tion: 

Approach your best friend in a 
customer’s office and find out 
about how much will be spent for 
the “boss’s” Christmas present. 
Usually, a specific amount is given 
by each employe, so that by count- 
ing the employes in the office, it is 
easy to arrive at the total amount. 
Next check over the “boss’s’’ desk 


ager of sales promotion and ad- 
vertising of the American Steel 
and Iron Works, Cleveland, Ohio, 
chairman of educational activities 
of the Institute, and Bernard C. 
Jakway, director and dean of the 
Institute’s school of merchandis- 


ing. 


By BERT G. COBB 


Hutchinson Office Supply 
& Printing Company, 
Hutchinson, Kansas 

















MR. COBB 


and see what he has and has not 
on it. Then make a list of appro- 
priate items that are missing, 
choosing those products which are 
in the price range that the col- 
lected amount will buy, and go 
after the office staff. Do not try to 
increase the sale in cases of this 
kind. If the “gang” expects to 





OFFICE APPLIANCES 


During the several years that 
the Institute has been in exist- 
ence, it has made important con- 
tributions to the advancement of 
the wood furniture industry, both 
in its household and office divi- 
sions. The school of merchandising 
is one of its fine achievements. 


Gift Items 


raise $10.00, select items to total 
that amount—not $12.50, or $9.00, 
or any other amount. If your se- 
lection totals $9.00, you lose, as 
the employes will not know what 
to do with the other $1.00. Do not 
overlook the fact that this money 
is raised to be spent, and that any 
money saved in the purchase is a 
liability to the office personnel as 
well as to the salesman, who cre- 
ated a new problem in the process 
of solving the original one. 

Naturally, there are many other 
ways in which desk accessories 
may be sold as gifts. The growing 
popularity of the office in the 
home has opened a big field of 
sales. Window and store displays 
suggesting desk conveniences for 
Christmas presents will attract 
many a wife, sister or daughter 
who is seeking a “different” type 
of gift. The method outlined in 
the preceding paragraph is merely 
an example of a plan that has 
proved successful. 

In gift items, I do not think that 
price should be considered a fac- 
tor. Indeed, I am old fashioned 
enough to believe that merchan- 
dise value and intelligent sales- 
manship predominate over price 
in the long run. Ideas and effort 
should be given emphasis. They 
build business. 


LARGE CHAIN FURNITURE 
RETAILER USES ASCO EQUIP- 
MENT.—Here is a special in- 
stallation of the metropolitan 
series of uprights made by the 
Art Steel Company. The equip- 
ment was designed for the 
storage of records and to facil- 
itate the handling of records 
of every transaction completed 
by the chain organization. It 
has successfully solved a vex- 
ing problem for this large re- 
tailer. 
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GF EQUIPMENT IN OFFICES OF AETNA LIFE AFFILIATED 
COMPANIES, SAN FRANCISCO.—At the top right is a view of 
the central filing department. Bottom right is the claim clerical 
and stenographic department. Below, the picture reveals a 
a portion of the accounting department. When new equipment 
was being considered by the Aetna organization, according 
to A. J. Ball, general manager of furniture division sales, The 
General Fireproofing Company, it was apparent that a survey 
of requirements was necessary. Messrs. Dungan, Sheldon and 
Hogan of the GF San Francisco branch made the survey and 
after new equipment was selected, discovered that the offices 
could be combined in a new and more advantageous location 
on one floor, occupying only about 14,000 square feet of floor 
space in contrast with the 22,000 square feet of space originally 
occupied. Besides savings effected through centralizing vari- 
ous departments, working conditions in general were improved 
by the new equipment. Green finish with anodized trim was 
selected throughout together with satin aluminum finish on 
the chairs. 









































SHAW-WALKXER EQUIPMENT SERVES 
A PUBLICITY DEPARTMENT.—Installa- 
tion of Shaw-Walker files increased 
filing capacity for the publicity depart- 
ment of the Union Carbide Corporation 
20 per cent, according to the manu- 
facturer's report. Skyscraper desks, 
files, bookcases and indexing were in- 
cluded in the installation. Complete 
reorganization of the publicity depart- 
ment’s office was supervised by the 
Shaw-Walker Office Planning Service. 
which functions through Shaw-Walker 
dealers in all parts of the country. 
























Shaw-Walker triple- 
duty counter-files, four 
drawer  free-coasting 
files, aluminum chairs, 
and Skyscraper desks 
complete the equip- 
ment in this installation. 
Center is a general 
view of the department. 
Left, a Skyscraper desk, 
chairs and bookcases. 
Below, one of the triple- 
duty service counters. 

















Thirty-Fifth Annual National 
Business Show 


New York City's Port Authority Building Is Scene of Big 
1938 Exposition—Business People Crowd in to Learn of 
Methods and Equipment That Will Help Lower Operating 
Costs—Manufacturers Present Lines in Colorful Exhibits 


As THE business of being in 
business becomes increasingly 
more complex with every flick of 
the congressional eyelash and the 
cost of being in business mounts 
steadily for this reason and that, 
the slogan of the Thirty-fifth An- 
nual Business Show, “It’s Time to 
Make a Profit” proved an irresist- 
ible force in attracting business 
people to Commerce Hall, Port 
Authority Building in New York 
City during the week of October 
3rd to 8th inclusive. Making a 
profit today is a serious business 
and business men are more alert 
than ever to learn ways and means 
by which it can be accomplished. 
This factor accounts for the ob- 
servation of Frank E. Tupper, 
managing director of the Business 
Show, who said he had seen “a 
noticeable increase in the attend- 
ance of officials of large corpora- 
tions who are responsible for the 
costs of detailed operations in 
business.” Chance conversations 
by exhibitors bore out Mr. Tup- 
per’s further observation, “These 
officials are taking conditions seri- 
ously in their search for means to 
operate economically.” 
Eighty-four manufacturers and 
distributors cooperated with the 
National Business Show Company 
in making one of the most decora- 


FROM SOUTH AFRICA TO 
N. Y. FOR THE BUSI- 
NESS SHOW.—That is the 
record of S. J. Peters and 
Granville Marshall, Rem- 
ington Typewriter Agency. 
Johannesburg. South Africa, 


tive and colorful exhibitions we 
have ever attended. The Exhibi- 
tion Hall itself is of immense pro- 
portions, but in the hands of ex- 
perienced showmen like Frank E. 
Tupper and his associates, it 
proves ideal for its purpose. Be- 
cause of its size, the Hall is 
studded with square pillars which 
need special treatment. Exhibi- 
tors have learned to turn these 
seeming liabilities into assets as 
the pictures accompanying this 
story will show. Evidence of care- 
ful, skillful planning, the artistic 
blending and harmonizing of de- 
sign and color and the unique 
presentations made a thoroughly 
pleasing whole. The wide aisles 
facilitate the free flow of visitors, 
making it possible for them to see 
and hear it all with the maximum 
of personal comfort and con- 
venience. It takes an enormous 
crowd to fill this room, but they 
“packed them in” the last two 
days. 

Promptly at one o’clock on Mon- 
day, everyone was brought to at- 
tention by the stirring strains of 
the Star Spangled Banner — the 
doors were opened, and the Thirty- 
Fifth Annual Business Show was 
in progress. This year’s Show 


seemed to be a little slow in gath- 
ering momentum compared to 





other years, but when it got un- 
der way, not even a terrific rain 
storm could deter it. As the thou- 
sands of visitors passed through 
the gates they were met by in- 
telligent and eager salespeople 
and demonstrators anxious to as- 
sist. Neither visitors nor exhibi- 
tors were disappointed. A wide 
variety of machines, furniture, 
equipment and supplies from the 
massive Castype composing ma- 
chine to paper fasteners; every- 
thing designed to accelerate busi- 
ness procedure in one way or an- 
other was on exhibition. 

Every year we leave the Show 
with the thought that machines 
and systems had attained an effi- 
ciency and speed beyond reason- 
able expectation only to be jolted 
the next year by a realization that 
there is no end to inventive in- 
genuity. Machines have been in- 
creased in speed to split seconds 
—systems become speedier and 
practically fool-proof — supplies 
and equipment increase the effi- 
ciency and ease of every worker. 
You just can’t help but thrill in 
being a part of an industry like 
ours. Everybody connected with 
the field ought to make a practice 
of visiting these Shows just for 
the inspiration only, not to men- 
tion the fine opportunity to in- 


who were honored guests 

at the Exposition. (L to 

R:) D. N. Wardell, Smith 

Kirkpatrick Company; W.D. 

Evans, W. A. Sheaffer Pen 

Company, Mr. Peters and 
Mr. Marshall. 
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crease one’s knowledge and hori- 
zon. 


The Office Equipment Business 
Streamlines 


Streamlining was a definite char- 
acteristic of the Show. It was 
aeroplane design that started it 
all. The public quickly responded 
until today streamlining is ac- 
cepted as synonymous with the 
latest. Shoes, and ships, yes, even 
sealing wax have all felt its influ- 
ence. It has finally caught up 
with the office equipment field as 
just a cursory examination of the 
Show proved readily. Why, even 
the most complicated mechanisms, 
naturally bulky, showed definite 
touches of the same popular trend. 
Yes, the office equipment field has 
become eye-appeal conscious — 
definitely so. 

Also, the trend toward smaller, 
compact and self-contained units 
was dominant. More and more is 
intricate machinery carefully and 
fully protected from mishap and 
from its greatest enemy, dirt, by 
concealment within streamlined 
coverings. Devices, appliances, 
gadgets and supplies made for 
desk use have been simplified, re- 
duced in size and glorified in de- 
sign and color. Office life is no 
longer simple as it used to be when 
all one needed was a desk, a file, 
typewriter, pencil, paper, a place 
to hang one’s hat, etc. Now every 
unit in the office has to be se- 
lected not only with an eye to its 
utility, but for its harmony in 
color and design. The personal 
pride of possession expresses itself 
in the office as it does the home. 

Another interesting trend is 
toward the use of plastics in office 
equipment. It was estimated by 
one authority that eighty per cent 
of the equipment, machines and 
supplies at the Show used plastics 
in one manner or another. 


Interesting and Novel Features 


The development and refine- 
ment of electrical amplification 
and transmission of sound has 
had a marked effect on Business 
Show showmanship of the last 
years. The trend was climaxed 
this year by a novel feature in the 
exhibit of the National Cash 
Register Company, an electrically 
transcribed talking presentation 
with movable wax figures. The 
scene was laid in the Board of Di- 
rectors’ room in a commercial 
bank. An NCR man stood before 
the directors to encourage the use 
of National banking equipment. 
As the electrical reproducing de- 
vice recorded the speech of each 
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CROWDS—DEMONSTRATIONS—CONTEST 
WINNERS 


1. Wesley Beckwith and Albert Tangora held 
a crowd in rapt attention while demon- 
strating the speed and facilities of the 
new Royal typewriter. The slanted mir- 
ror at the back of the platform enabled 
spectators in the back rows to see what 
was going on. 

2. At the Standard Mailing Machines Com- 
pany booth the interest was intent on the 
demonstrations in_process. 

3. Winners of the Dictaphone transcription 
speed and accuracy contest. Left to right 
are: Miss Hannah H. Hanson, United 
States Securities & Exchange Commission, 
first place Eleanor R. Shea, Commercial 
Investment Trust Inc., second place, The- 
rese A. Carini, The Chilton Company, 
third place, and Katherine Seem, fourth 
place. 

4. The illumination display staged by the 
Polaroid Corporation pulled visitors in 
from the aisles. 

5. A Ditto demonstration just after the oper- 
ator finished her work. 

6. Visitors centered their interest on a Mon- 
roe Calculator. 


(Photos by Apeda Studios) 


figure the lower jaws of the figures 
moved as if in speech. Even the 
little nervous human tendencies 
such as fingering a pencil, open- 
ing and closing one’s hands and 
wiggling one’s foot all were repro- 
duced in realistic manner. 

Speech amplifying units were 
used by several exhibitors to en- 
able demonstrators to deliver their 
messages with maximum ease. 
Silent screen projectors were used 
to convey quickly salient sales 
points to attract the attention of 
visitors. 

International Business Machines 
Corporation used a unique device 
to illustrate the feather touch of 
the International electric writing 
machine, a series of feathers were 
operated mechanically to press 
the keys. 

The Dictaphone Sales Corpora- 
tion continued their annual speed 
and accuracy contest for Dicta- 
phone operators. In a part of 
their booth more than 300 con- 
testants vied for the honor and 
recognition of the fastest accurate 
operator. 

Illustrating the salient feature 
of the Flotilt chair control, the 
Bassick Company had a chair 
geared to a motor so it would rock 
back and forth continually. 

The Dictaphone Theatre again 
proved of interest by playing to 
large crowds daily. 

In the Royal Typewriter Com- 
pany’s exhibit, Albert Tangora 
and Stella Willens, speed writers 
extraordinaire, performed on the 
new Royal No. 1 to the accom- 
paniment of many “Ohs” and 
“Ahs” from the thrilled audiences. 
For amazing examples of concen- 
tration and mechanical perfec- 
tion, these speed writers have what 
it takes. 

Every salesman on his beat, 
every manager in his office, every 
man in the mechanical and engi- 





neering staff of every company is 
always on the lookout for new 
ideas, new designs to appeal to the 
eye, new ways of approaching 
problems. So does the industry 
progress—ever alert to get that 
last ounce of efficiency. And, thus 
does the Business Show, the in- 
dustry’s outstanding public ex- 
hibit, exercise its magnetic influ- 
ence on business people year after 
year. Even the machines which 
looked about the same this year 
as last had their surprises. To 
illustrate, we were standing in a 
booth as we heard this, “Let’s 
pass on,” said one visitor to an- 
other, “this is the same machine 
we saw last year.” “Wait a minute, 
sir,” said the attendant who had 
heard, “you are in for the sur- 
prise of your life. This machine 
will do things you never saw last 
year’s model do.” He proceeded 
to prove it. Constantly, perfect- 
ing and refining mechanisms, sys- 
tems, supplies and accessories we 
point with justifiable pride to the 
fact that this industry keeps a 
step ahead of business. 


The new Royal Standard No. 1 
presented a wholly new idea which 
left many a person who stopped 
te see “Magic Margin’—a simple 
mechanism that sets margin stops 
automatically—wondering why it 
wasn’t thought of before. With its 
other new features this new 
streamlined Royal No. 1 met a very 
hearty reception. 

The new DupliMat introduced 
by Addressograph-Multigraph Cor- 
poration turned out copies as 
quick as a flash. 

Art Metal Construction Com- 
pany offered several new products 
including the Speed-File with the 
Auto-Tilt compression and a 
newly improved Plan File. 

Ditto, Inc., has successfully com- 
bined electric operation and auto- 
matic feed in its new direct process 
duplicator known as Model D8. 

Do-More Chair Company offered 
the new Air-Duct Do-More posture 
chair designed to give greater 
health and comfort. 

A new desk model Ediphone, in- 
troduced by Thomas A. Edison, 
Inc., proved to be a sightly com- 
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ON OPPOSITE PAGE:— 

1. Cc. M riden, president, and John M. 
Lund, general sales manager, Friden 
Calculating Machine Co. 

2. L. C. Stowell, executive vice-president, 
and P. D. Wagoner, president, Under- 
wood Elliott Fisher Co. 

3. George C. Brainard, president, General 
Fireproofing Co. 

4. E. B. Jessup. president. and Harold P. 
Mixer, Marchant Calculating Machine Co. 

5. R. P. Jonas, R. A. Jonas, Sr., president, 
Harry Armitt. Oxford Filing Supply 


°. 

6. Gus J. Sengbusch, president. Henry Rie- 
gel and illiam Pp Vogel. Sengbusch 
Self-Closing Inkstand Co. 

7. J. A. Lyons, president, Reliable Type- 
Writer & Adding Machine Corp.; Irwin R. 
Ritchie, Addressing Machine & Equip- 
ment Co. 

8. W. J. Pickering. president, and W. A. 
— Allen-Wales Adding Machine 


°. 

9. I. H. Lyons, president, National Postal 
Meter Co. 

10. H. B. Williams, vice-president, DoMore 
Chair Co. 

ll. H. W. Koehn, president, and Ken F. 
Davis, The Sikes Co. 

12. F. J. Boling. general manager, and Jo- 
seph Wallace. High Point Bending & 
Chair Co. 

13. W. P. Hoy, Art Metal Construction Co.; 
E. C. Harter, president. The Harter 
Corp.; E. A. Keeling. vice-president, Art 
Metal Construction Co. 

14. S. Scheinman, president, Pronto File 

orp. 

15. C. G. Gregory, president, and G. L. Rob- 
bins, Gregory Fount-O-Ink Co. 

16. Lee A. Phillips. president, Phillips Proc- 
ess Co.; Tom Sheridan, Clear Print Proc- 
ess Co. 

17. R. Hoyt Sloane, president. and J. C. 
Auchincloss, vice-president, Reproduction 
Equipment Co. 

18. Leo Kirstel, Howard Huntington, Irving 
Kremsdorf, president, Guide System & 
Supply Co. 





10. E. C. Harter, The Harter Cor 





. Ralph J. Moulton, Victor Safe & Equipment Co 


OO NOuNAon~ 


E. M. Gibby, Clark & Gibby. Inc. 
Samuel S. Rosendorf, Southern Stamp & Stencil Co., Richmond, Va. 
Mr. and Mrs. Henri Petetin, Henri Petetin. Inc., New Orleans. 


E. W. Staats, Ames Supply Co. 


. Dorothy R. Ames, Ames Supply Co. 


Max H. Miller, vice-president and general sales manager, Royal 
Typewriter Co. 
A. W. Vanderhoof, Standard Mailing Machines Co. 


. Albert Tangora receives an Ambassador portable office case from 


Adam Kunze, Portable Office Case Co. 


. Irving M. Levy. William P. Beck, 
. Marcus Harwitz, Regal Typewriter Co.; A. C. Kienly, Royal Type- 


. Harry I. Morse and Bernard ous. Morse Typewriter Co. 


Henry Burger, Art Steel Co., Inc. 


writer Co. 


. E. A. Keeling. Art Metal Construction Co., demonstrates to two 


buyers. 


. Wax figures which presented an electrically-transcribed talk at the 


National Cash Register Co., booth. As the speech was recorded 
the lower jaws of the figures moved in a lifelike manner, moved 
their hands and feet and even played with pencils. 
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Company Executives, 16 Presidents and 4 Vice-Presidents, at the Business Show 








1. Art Metal Const. Co. 
2. Bates Mfg. Co. 


3. Monroe Calc. Machine 
Co. 


4. Gregory Fount -O- Ink 
Co. 


5. DoMore Chair Company. 


tos by Apeda Stud 


pact, colorful unit. When the re- 
moval speaking tube is detached, 
the unit takes up a surprisingly 
small space on the desk. A flasher 
light signal to warn a user when 
the machine is not in position for 
recording, was novel. 

Elliott Addressing Machine Com- 
pany showed several new ma- 
chines for specialized mailing and 
addressing among which was the 
Cardadvertiser for ten inch mail- 
ing cards. Another model ad- 
dresses and fastens together spot- 
carboned bills, statements and 
other forms into duplicate and 
triplicate sets. 

The new Super-Matic full auto- 
matic Friden calculator shown for 
the first time was put through its 
paces with a rapidity and accu- 
racy positively astonishing. 

Dictaphone’s new Progress Cabi- 
net was an outstanding example of 
the trend toward completely en- 
closed unit design. Several new 
models of the Dictaphone Tele- 
cord system showed distinct ad- 
vances in conference recording. 

Gregory Fount-O-Ink demon- 
strated a new combination White 
Knight desk lamp and Fount-Ink 
combination. 

General Fireproofing Company 
held an advance showing of a 
new line of chairs which will not 
be formally announced to the 
trade until a later date. The ex- 
hibit held many new develop- 
ments of the G-F line among 
which was the Super-Visible in- 
dex. 

General Shaver Corporation had 
their new model Close Shaver in 
use throughout the week. 

A new vacuum process Hunter 
Electro-Copyist which produced 
photo copies up to 30 by 42 inches 
was shown by Hunter Electro- 
Copyist Agency, Inc. 

Among the many new develop- 
ments of the International Busi- 
ness Machines Corporation which 
caught our eye was the new Inter- 
national collator, a machine which 
files cards automatically with un- 
heard-of speed and accuracy. 

Monroe Calculating Machine 
Company offered the Monroe Al 
Split Second calculator which, 
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— 


. Royal Typewriter Co. 


2. Oxford Filing Supply 
Co. 


3. Elliott Company. 
4. Ace Fastener Corp. 
5. Dictaphone Sales Corp. 


Photos by Apeda Studios) 


under the guidance of a trained 
operator, produced the answers of 
intricate calculating problems as 
fast as they could be set up. 

The new Steel-Clad steel rein- 
forced corrugated board file shown 
for the first time by Oxford Filing 
Supply Company showed a further 
advancement in stability and ap- 
pearance of such units. 

The Clear Print stamp pad pro- 
duced by Phillips Process Company 
and made of specially processed 
wood impregnated with ink was 
very intriguing to visitors. 

A striking demonstration of Po- 
larized light was found in the new 
Polaroid desk lamp by Polaroid 
Corporation. An entirely new 
vogue in desk lamps is marked by 
this innovation. 

Sengbusch Self-Closing Ink- 
stand Company exhibited their 
new DeLuxe Handi-pen desk set 
for the first time. An impressive 
desk accessory of utility value. 

The Sikes Company showed in 
their new chairs the care taken to 
make them not only comfortable 
and healthful but to protect both 
chairs and desks against scratch- 
ing and splintering. 

Standard Mailing Machine Com- 
pany introduced a new, completely 
redesigned fluid process duplicator 
known as the Master with a sim- 
plified automatic feed. 

Saturday night at 9:30, C. E. 
Hallenborg, vice-president of Dic- 
taphone Sales Corporation in the 
Dictaphone theatre presented the 
winners of the Dictaphone speed 
and accuracy contest with medals 
emblematic of their prowess. Out 
of the 300 contestants the follow- 
ing were the winners: 

Hannah H. Hanson, U. S. Securi- 
ties & Exchange Commission, 


: 418.33. 
© THE | | (TA p Hy f} N C and double Eleanor R. Shea, Commercial In- 
, Pp ts =5 eee vestment Trust Company, 370.71. 





= cme och MMC TAPHOME . Therese A. Carini, The Chilton 
Company, 363.21. 
Katherine Seem (unattached), 
359.06. 
Luncheon at Hotel Astor 
On Tuesday, the fourth, execu- 
tives of all exhibiting companies 


at the Business Show attended a 
luncheon given by the Members 








l. The Bassick Company. 
2. Ditto, Incorporated. 

3. I. B. M. Corp. 

4. Polaroid Lighting, Inc. 
5. Postage Meter Co. 


Photos by Apeda Studios 


Council of the Merchants’ Associa- 
tion of New York at the Hotel 
Astor. Many prominent members 
of industry were in attendance. Dr. 
James Shelby Thomas, educator 
and economist and president of 
the Chrysler Institute, was the 
speaker, whose topic was “What 
the Machine Has Done for Man- 
kind.” He dealt with the relations 
between machines and employ- 
ment and the possibilities for rais- 
ing America to new industrial 
heights through machinery devel- 
opments. 

Dr. Thomas, a dynamic and en- 
tertaining speaker with a vision of 
the industrial future which must 
interest every American, based his 
premise on business events making 
history and the fact that the 
world’s drudgery is done by ma- 
chines to greater and greater ex- 
tent each day. He advanced the 
ground that civilization is indus- 
trial and that only the technique 
changes. He also pointed out that 
the lowest insanity rate is among 
machine workers. You can’t go 
crazy around a machine and stay 
there very long. The machine does 
not put people out of work. It puts 
people to work by making new 
jobs. The glory of American and 
English life is that great indus- 
trialists have given us more time 
and a greater opportunity for cul- 
tural life, and real democracy is 
intelligent compromise and the 
essence of wholesome living, he 
concluded. 

Finis 

So, with the strains of “Auld 
Lang Syne” at 10 p. m. on Satur- 
day night the page closed on an- 
other successful Business Show—a 
show which had attracted busi- 
ness minded people from all over 
the country—yes, from as far 
away as South Africa—a show 
whose pulling power demonstrated 
its supremacy over counter attrac- 
tions of the first magnitude. 

The success of the Thirty-fifth 
Annual Business Show was a trib- 
ute to the enterprise, industry and 
tenacity of purpose of Frank E. 
Tupper and of his associates, E. O. 
Tupper and Charles H. Hunter. 
The annual Business Show is the 
industry’s great opportunity to 
make a lasting impression on busi- 
ness people. Directly or indirectly 
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1. Standard Mailing Mach. 
Co. 


2. Guide System & Sup. Co. 
3. Clarke & Gibby, Inc. 


4. Marchant Calc. Mach. 
Co. 


5. Reproduction Equip. 
Corp. 


Photos by Apeda Studios 


it aids everyone who sells to busi- 
ness. So, to the manufacturers and 
distributors of vision who made 
this show possible and to the 
genius and experience of Mr. 
Tupper and his associates, the in- 
dustry owes a sincere vote of grati- 
tude. 
Thanks 


OFFICE APPLIANCES is indebted to 
D. Anson Rosenthal and Apeda 
Studios for their codperation in 
presenting these attractive pic- 
tures of the exhibits at the Show 
—and to the Art Metal Construc- 
tion Company, The Sikes Company 
and the Royal Typewriter Com- 
pany for the equipment we used 
during the week. 


Many Attend A. M. A. Conference 


Many visitors to the show also 
took the opportunity to attend the 
1938 conference of the American 
Management Association in session 
at the Hotel Pennsylvania on Oc- 
tober 5 and 6. Each session of the 
two-day meeting was featured by 
the appearance of a prominent 
speaker who brought a message of 
importance to the assembled dele- 
gates. 

Among those who addressed the 
conference were John Mitchell, 
John Mitchell & Associates, Inc., 
New York City; Major L. Urwick, 
Urwick, Orr & Partners, Ltd., Lon- 
don, England; E. D. Bartlett, The 
Atlantic Refining Company, Phil- 
adelphia, and C. L. Stivers, Jewel 
Tea Company, Barrington, Ill. 

Under a heading of “Improve- 
ment in Office Methods,” Mr. 
Mitchell touched upon what he 
termed the four eras of office 
management —the “copy press” 
era prior to 1900; the “systems 
era” of 1910; the “machine era” 
of 1910-1920, and the “scientific 
management” era of the present 
day. He described vividly the nec- 
essary steps required in modern 
management and laid down as the 
cardinal rules (1) Define your pur- 
pose, (2) Analyze your problem, 
and (3) Seek the facts. 

Major Urwick spoke on “Spe- 
cialized Training for and Control 
of Office Operations.” He stressed 
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the need for training of clerical forces and the applica- 
tion of scientific methods of management of their 
work. He cited his experiences while a member of a 
large British organization to bring home to his au- 
dience the points he was attempting to make. 


“Aptitude Tests and the Selection of Office Workers” 
was the subject of Mr. Bartlett who pointed out the 
inadvisability of selecting competent office workers on 
the basis of a personal interview. This led to the de- 
scription of a series of tests all of which he outlined 
for his listeners. 


Mr. Stivers spoke on “Pin Wheels and Sky Rockets 
of Expense Reduction.” This address dealt with the 
manner in which the speaker’s organization met and 
successfully overcame the problem of creating an urge 
among department heads to cut expenses to a point 
where a gratifying response would make itself ap- 
parent. 


Following are detailed references to the equipment 
on display in the various booths and the names of 
the salesmen and home office executives who were 
present at some time during the week the show was 
open to the public. 


DESCRIPTIONS 


ACE FASTENER CORPORATION, Chicago, Ill. and New York, 
N. Y., Displayed the entire line of Ace fasteners, including the new 
Ben Grayson, New York rep- 


Ace-Scout machine, retailing at $1.50. 


resentative was in charge. W. F. Weber, president, was in constant 
attendance. 

ADDRESSOGRAPH COMPANY. (See Addressograph-Multigraph 
Corporation) 


ADDRESSOGRAPH-MULTIGRAPH CORPORATION, Cleveland, 
Ohio and New York, N. Y., demonstrated Addressograph applications 
for payroll, selling, mailing, selecting, shipping, routing and inventory 
work. The Multigraph division displayed many of its duplicating and 
folding machines, both hand and electrically operated. Specially fea- 
tured was a new model Multigraph duplicator known as the DupliMat. 
E. J. Ferris, metropolitan manager of the New York district, assisted 
by W. C. Raftery, manager of the Multigraph division, was in charge. 
a Manager Arthur L. Davis from Cleveland was seen during 
the week. 

AINSWORTH, GEORGE, New York, N. Y. (See Clark & Gibby) 

ALLEN-WALES ADDING MACHINE CORPORATION, New 
York, N. Y. Especially featured were the new Duplex machines in- 
cluding Model 20E electric for straight addition and Model 21E 
electric for addition and subtraction. In addition the company’s entire 
line of machines was Soret and demonstrated. Vice-President 
C. G. Slauson was in charge. . J. Pickering, president and W. A. 
Ericson were also in eat ag 

AMBERG BUSINESS EQUIPMENT CORPORATION, A. J., New 
York, N. Y., featured the “Stream-Line’’ index demonstrated from 
actual set-ups, showing different adaptations to the files of various lines 
of business; made suggestions towards solving filing problems; dis- 
played steel cabinets, desks, office storage cabinets and a complete line 
of file guides, file folders and file department accessories. Miss Ann 
E. Patton was in charge, assisted by the New York sales force. 
President A. J. Amberg was in attendance most of the time. 

AMERICAN AUTOMATIC TYPEWRITER COMPANY, Chicago, 
Ill. In conjunction with the International Business Machines Cor- 
poration, the company displayed a Selector Auto-typist equipped with 
an International electric writing machine, featuring high speed writing. 
Other standard and Selector Auto-typist models shown with standard 


typewriters included mechanical advances. A new Auto-typist per- 
forator was also exhibited. W. M. Schultz, New York manager, was 
in charge. 


AMERICAN WRITING MACHINE COMPANY, New York, 
N. Y., displayed Monarch typewriters, adding machines, duplicating 
machines and supplies. Allen Walter, assistant to the president, was 
in charge of this exhibit. Henry Simler, president and C. R. Under- 
wood, vice-president, were seen during the week. 

APEDA STUDIO, Inc., New York, N. Y. Official photographers 
of the business show, showed examples of their art as commercial 
photographers. D. A. Rosenthal was in charge of the exhibit. 

ART METAL CONSTRUCTION COMPANY, Jamestown, N. Y. 
and New York, N. Y., showed several new products including the 
Speed-file, combining Auto-Tilt compression with Grade A “Director 
file’; improved tabulating card file; Recordak film file for banks and 
other users of photo-recorded data; card index cross filing trays: 
waste basket and improved Planfile for vertical filing. Also displayed 
was the Airline desk in regular finishes, as well as a new honey maple. 
The Dynamique and Mt. Vernon executive desks had their place in 
the exhibit. C. L. Elofson, vice-president, retail sales division, was 
in charge, assisted by F. H. Clark, manager of the New York branch 
and W. N. Dervoe, manager Postindex New York branch, as well as 
members of the New York sales staff. E. A. Keeling, vice-president 
wholesale division, was present during the week. 

BASSICK COMPANY. The, Bridgeport, Conn. Developments in 
Flotilt swivel office chair controls, as well as developments in posture 
chair controls and the company’s line of office chair and office appliance 
casters were displayed. Wheeler Parrott was in charge assisted by 
Dudley Skinner. W. G. Reycroft, sales manager, and Ralph Mount, 
advertising manager, were seen during the week. 

BATES MANUFACTURING COMPANY, New York, N. Y., fea- 
tured Bates numbering machines for various business and commer- 
cial applications, Bates wire stapler, Mun-Kee stamp pad, Bates list 
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ON OPPOSITE PAGE: VISITORS WHO ATTENDED THE NATIONAL 
BUSINESS SHOW IN NEW YORK CITY’S PORT AUTHORITY BUILDING. 
M. S. Eylar, vice-president, Underwood Elliott Fisher Co.; Tim Thrift, 
Elliott 

C. E. Hallenborg, vice-president: S. Bellows, Don 

Parent, M. J. Wilcox. Dictaphone Sales Corp. 

. F. E. Tupper. president, National Business Show Co.; W. R. Green- 
hy Postage Meter Co. 

3 E. Springer. Carter's Ink Co.; H. B. Holmes. Columbia Ribbon 
e Carbon Mfg. Co.; F. R. Nichols, sales manager, Columbia Ribbon 
& Carbon Mig. Co. 

5. Unidentified customer talking to John B. Tupper, 
York Agency. Hunter Electro-Copyist, Inc. 

6. T. A. Hughes. Andrew Cerruti, R. K. Allerton, Jr., 
Elliott Fisher Co. 

7. H. A. Rincke, C. R. Underwood, American Writing Machine Co. 

8. G. S. Wilcox, Paul G. Amberg, Business 7 Corp. 

9. James E. Feeley. Springtield Sifice en Springtield, Mass.; 

= G. Wheeler, American Pencil C 

10. T. Harris, Dictaphone Sales con 

i. Charles H. Hunter, National Business Show Co. 

12. -" A. Rosenthal, Apeda Studios, Inc., official photographers of the 

show. 

13, E. F. Britten, Monroe Calculating Machine Co. 

14. R. U. Reed, Bircher Co., Rochester, N. Y. 

15. G. D. Emtage. Columbia Steel Equipment Co. 

16. H. A. Way. secretary, Royal Typewriter Co. 

17. C. H. Everly. Office Appliances; Gordon Laurence, 

president, Allen Calculators, Inc. 

18. F. J. Quinn, Polaroid Lighting, Inc.; Robert Nathans, Trinity Asso- 

ciates, Inc. 

19. C. F. Rowell, C. I. Wagner, Safety Fastener Co. 

20. Bill Weber and Ben Grayson, Ace Fastener Cor 

21. W. G. Reycroft, sales manager, Bassick Co.; 

More Chair Co. 

22. H. H. Suender, 

Co. 

23. Albert Tangora and Stella Willens, speed typing champions. 

24. W. B. Wallace. G. F. Johnson, H. B. Hoffman, F. S. Webster Co. 

25. Mrs. E. A. Trefzger and E. A. Trefzger, Underwood Elliott Fisher Co. 


Carol Lyttle, 


- © N 


president of New 


Underwood 


assistant to 


. B. Williams, Do- 


E. A. Purnell, vice-president, General Fireproofing 


OF EXHIBITS 


finder and Bates paper fasteners. 
at times during the week. 

BAUM, RUSSELL ERNEST, Philadelphia, 
N. Y., displayed line of Liberty folding machines for 
commercial application. 

BETTER VISION INSTITUTE, New York, N. Y. 
Corporation, Lighting 7g 

BIRCHER COMPANY, THE, Rochester, N. Y. and New York, 
N. Y., showed the complete line of Lightning letter openers and 
sealing machines. Sales Manager R. U. Reed was in charge, assisted 
by R. I. Ludlow, New York city sales representative. 

BONNER-VAWTER FANFORM COMPANY, Cleveland, Ohio, and 
New York, N. Y.—Various types of continuous multiple copy stationery 
using Burroughs, Underwood and International fanfold equipment were 
demonstrated ; also its application on electric bookkeeping and _ account- 
ing machines. This consists of a seven-part invoice form being tabu- 
lated on an alphabetic tabulator with the use of the company’s form 
controller. Shown for the first time was a similar form controller for 
use in connection with the Addressograph. Exhibit was in charge of 
T. K. Thalen of Cleveland, Ohio. 


S. M. Babson, President, was present 


Pa. and New York, 
office and 


(See Polaroid 


—at MORSE COMPANY, Muskegon, Mich. (See Clark & 
ibby Inc.) 
CASTYPE CORPORATION, Chicago, Ill.—Showed two models, 


the Office and the Shop, one with automatic justification. A Demon- 
stration of the equipment, operated by a skilled typist, casting type at 
better than average typewriting speed. Samples of work were seen, and 
competent demonstrators were on hand to explain the merits of Castype, 
a typecasting machine that employs a standard model typewriter for its 
keyboard. Sales Manager J. F. Smith was in charge. 

CHANDLER SALES AND SERVICE COMPANY, New York, 
N. Y., demonstrated the Saxmayer tying machine used for tying pack- 
ages, boxes, etc. George F. Brown was in charge. Manager Charles 
Schumacher was seen regularly. 

CHAIN STORE AGE, New York, N. Y., gave information to those 
selling business equipment on the size of the chain store market and the 
sales opportunities inherent in it for them. Also interpreted in a gen- 
eral way the story of the chain stores to the consuming public. 
Alphonse Jacs was in charge. 

CLARK & GIBBY INC., New York, N. Y.—A combination exhibit 
in which the wooden furniture of the National Desk Company and 
Doten-Dunton Desk Company were displayed with the steel office fur- 
niture and filing equipment of Browne-Morse Company. The exhibit 
was specially lighted by George Ainsworth, lighting engineer. President 
E. M. Gibby was in charge of the exhibit. 

CLEAR PRINT — COMPANY, New York, N. Y. 
Phillips Process Comp 

CLEARSITE PRODUCTS COMPANY, New York, N. Y., demon- 
strated Clearsite, a chemical used for cleaning glass. 

J. P., New York, N. Y., 


(See 


‘ ] displayed a line of business dic- 
tionaries. 


DARTNELL PUBLICATIONS, INC., Chihcago, Ill., and New 
York, N. Y., displayed the company’s publications and explained their 
services. 

DICTAPHONE SALES CORPORATION, New York, N. Y.—A 
feature of this display was the annual speed and accuracy contest, 
drawing contestants from many firms in New York territory. ‘Two 
Salesmen in Search of an Order,’ a motion picture on salesmanship, 
was repeated by popular request. A complete line of dictating machines 
and accessories were shown as was also the Telecord conference 
recorder, demonstrated in the Dictaphone sound room. Carol Lyttle 
was in charge assisted by members of his sales force. Advertising 
Manager R. T. Harris was in charge of booth design and construction. 
Merrill B. Sands, president, was observed on Monday, while C. 
Hallenborg, vice-president, was present most of the week. 

DICTOGRAPH PRODUCTS COMPANY, New York, N. Y.—Inter- 
communicating systems, Dictograph Door-Master, Dictograph Credit 
Authorizer and other equipment were demonstrated. Especially featured 
was the Dicto-Matic equipment. J. F. Doyle, manager of the New 
York branch, was in charge. 

DITTO, Incorporated, Chicago, IIl., 
company’s various methods, including order, invoice, 


and New York, N. Y.—The 
production, ac- 
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counts receivable, sales analysis and payroll were displayed. Color 
duplication and latest models of Ditto equipment were shown. he new 
Model D8 electric, automatic feed, direct process duplicator was fea- 
tured. Frank Gregor, Jr., and F. J. Burkhart of the Chicago office 
were in attendance. 

DOMORE CHAIR COMPANY, Elkhart, Ind., featured the Do/ More 
executive health chair and the company’s new development in clerical 
seating known as the AirDuct. New York Manager J. Barfoot was 


in charge. Sales Manager H. B. Williams was Ht ses most of the 
week. 

DOTEN-DUNTON DESK COMPANY, Cambridge, Mass. (See 
Clark & Gibby.) 

DOW JONES & CO., INCORPORATED, New York, N. Y., ex 


plained the business service of Wall Street Journal. 


(Turn to page 119, please) 
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General Shaver Corp. 
Apeda Studios, Inc. 
Addressograph-Multi- 
graph Corporation. 
Amberg Business Equip- 
ment Corporation. 
Bonnar-Vawter Fanform 
Company. 
Dictograph Products 
Company, Inc. 
National Postal Meter 
Company. 
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Garcons Financial Washes 


8. Hunter Electro-Copyist 
Agency, Inc. 


9. Standard Register Com- 


pany. 
10. Visible Record Equip- 
ment Company. 
1l. Thomas A. Edison, Inc. 


12. Washington Employment 


Exchange. 
13. Dow-Jones. 
Photos by Apeda Studios 
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EDITORIAL 


Merits of Selective Selling 


@ Among leading views of the nature of the 
marketing process, the selective view is the only 
one which offers substantial justification for 
aggressive sales promotion. This summarizes in 
a single sentence the merits of selective selling, 
as presented by Wroe Alderson, of the Division 
of Commercial Research, Curtis Publishing Com- 
pany, in an address before the recent Seventh 
International Management Congress held in 
Washington, D. C. Mr. Alderson was formerly 
with the Department of Commerce and directed 
retail distribution surveys in a number of indus- 
tries. 

“The principles of selective selling cover the 
proper choice of selling methods, of distribution 
channels, and of advertising media for the pur- 
pose of bringing the right product into the hands 
of the right consumer at the lowest possible 
cost,”’ said Mr. Alderson. 

“Products in their very nature have charac- 
teristics that select out part of the broader po- 
tential market as their regular customers,” he 
said, declaring that products themselves are 
selective. The elements of selectivity in products 
include price, quality, and special product fea- 
tures. The special requirements of the user are a 
further selective factor, parallel to the special 
utility features of the products, according to Mr. 
Alderson. These factors should be taken into 
account in undertaking to concentrate on selec- 
tive selling, which many members of the office 
equipment industry have done successfully. 

“It has been said that the function of selective 
selling is to bring together that segment of sup- 
ply and that segment of demand which are best 
adapted to each other,” declared Mr. Alderson. 
The results are that the consumer or user ob- 
tains satisfaction by finding the right product 
at the right price, and management achieves 
more sales at increased profits. 


+o>_— 


Correspondence Suggestions 


@©¢ THE average signature on a piece of busi- 
ness correspondence may be distinctive, but it 
is rarely legible. This common circumstance 
leads us to suggest once again the advisability 
of establishing the practice of having the sten- 
ographer type the name of the person who is to 
sign the letter. The recipient of the communi- 
cation is thereby enabled to address his response 
to the individual without conjecture as to the 
correct spelling of his name. 


Most people are sensitive about misspellings 


of their names, yet owing to thoughtlessness 
they may fail to provide the correspondent with 
the means to accuracy. Typing out the name in- 
stead of limiting the identification to initials is 
an appreciated courtesy. 

Another thing of which we remind our readers 
occasionally is the suggestion that the carbon 
copies of all reply letters be typed on the back 
of the letters received. This practice offers sev- 
eral advantages. 

It is economical, as it saves the cost of copy- 
ing sheets. It saves space in the letter files, re- 
ducing the space normally required by just as 
many copies as letters are answered. The prac- 
tice also embodies the convenience factors of 
providing the letter received and its answer on 
the same sheet when recalled for reference, and 
it eliminates the first letter and the carbon from 
becoming separated. 


+e, -— 


Progress in Business 


#@ THE modern drama of business, in which 
distribution plays a major role, is changing from 
day to day. To remain in the cast, the actors 
must learn new parts from time to time or give 
way to others eager for their places. 

Business today in the various divisions of the 
distribution field is therefore being done on a 
new basis, compared to that of a few years ago. 
Progress has had as its price adaptation to 
changing conditions. 

The man whose policies and methods are not 
in line with the most economic operating prac- 
tices, and who is falling short on aggressive mer- 
chandising—that man will pay heavily for his 
unwillingness to change. He is holding up his 
own progress. He is depriving himself of a greater 
profit margin and increased volume of business. 
It is likely that he will gradually find himself 
outclassed by his more progressive competitors. 
For, as someone has said, ““When you’re through 
changing, you’re through.” 

The new basis of business in distribution, 
whether it be wholesaling, retailing, or direct 
selling, in the main calls for the application of 
principles long recognized but perhaps not re- 
garded very seriously. 

Planned management is essential. As we have 
pointed out in lengthier discussions of the sub- 
ject, net profits, in the final analysis, depend 
upon management. Among the factors being 
given particular stress in the stationery and 
office equipment business today is the import- 
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ance of gross profit rather than gross volume. 
And the effect upon net profit of such factors 
as reduction of costs through stock control and 
increased turnover are being given more atten- 
tion. Discussions of these subjects at recent con- 
ventions, and in this number, attest to the fact. 


These are headed up by modernized sales ef- 
fort. Present-day conditions have called for a 
change in merchandising habits. The practice 
of merely taking orders is now obsolete. Business 
is being built by enterprising individuals and 
firms using better merchandising methods. More 
thorough salesmanship. More carefully selected 
lines. Improved store arrangement and displays. 
Surveys of the field in order to know its poten- 
tiality. And by analyzing accounts for the pur- 
pose of devoting proportionate attention to those 
which are profitable. 


————————+-o->—___ 


Validity of Advertised Products 


© IT is well for the dealer to be alert to the 
tricksters who may come to his store offering a 
proposal to fill orders on certain products. Re- 
tailers, of course, do not wish to be caught nap- 
ping. So they should be alert to insist upon the 
full facts about the lines offered; also the char- 
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acter and reputation of the manufacturers or 
distributors of these goods. 


There are ample sources of supply among the 
substantial manufacturers whose ingenuity, 
meritorious products, and cooperative efforts 
have contributed so largely toward making pos- 
sible what the distributors have today. 


A merchandising man recently said, “The 
smart buyer is one who buys from first-class 
manufacturers, well known to the trade, and 
who stand behind what they sell.” 


The confidence in and preference for the prod- 
ucts of advertisers, which is quite generally ac- 
corded by the trade, is especially significant. In- 
stead of having to compete mainly on price, the 
advertiser’s product has an acceptance which 
buyers are willing to pay for. 

His advertising is allied to his policy of pro- 
ducing a superior product and identifying it. 
The reason his product is superior is that it 
seldom pays to advertise an ordinary product 
which is not appealing to the buyer interested in 
quality. The advertiser really has something to 
talk about. He offers recognized values in his 
advertising, and the result is that his products 
are known to the trade. 


HERE AND THERE 


GOING STRONG AT EIGHTY 


In a Chicago store this summer, 
we saw an old friend approaching 
with lively step. 

"Hello," we hailed. And with 
"Hello" were greeted. ‘Wish | 
could tarry, but | am hurrying to 
keep a luncheon appointment at 
the club. Come down to my office 
some day. Let's have a little visit.” 

And so, erect and joyous, J. S. 
Duncan, inventor of the Addresso- 
graph of world-wide fame, who had 
recently celebrated the eightieth 
anniversary of his birth, went his 
way. Appearing to us about the 
same as he appeared upon our first 
acquaintance thirty some years ago. 
Now retired, but maintaining an 
office for convenience in looking 
after his affairs. 


were presented four exceptionally 
fine informal pictures of Mr. and 
Mrs. Duncan upon the grounds of 





ance and keen mind belying his age 
—is Joseph S. Duncan, inventor of 
the Addressograph. Factory News 
is proud of this opportunity to pay 
homage to an outstanding business 
genius, and in behalf of the entire 
world-wide Addressograph organ- 
ization extends to Mr. Duncan 
heartiest congratulations and the 
wish for a long and happy life." 

There follows a two-page spread 
of pictures recalling many high- 
lights in the career of Mr. Duncan. 
Portrayed are the first Addresso- 
graphs made in 1893 and the 1938 
models of the machine the business 
world knows today. Among other 
pictures is a view of the Addresso- 
graph office in Chicago in 1/911 
showing Mr. Duncan seated and, 
at a desk in the foreground, the 
late J. B. Hall, for twenty-five years 





Mr. Duncan's birthday anniver- 
sary in April was appropriately re- 
corded in the May number of Fac- 
tory News, house publication of 
Addressograph-Multigraoh Corpo- 
ration. The cover depicted Mr. 
Duncan swinging a golf club and 
smiling the while, under a caption 
“eighty years young," followed by 
notation to turn to page nine. There 


BACK IN 1917.—This picture, repro- 
duced from the Addressograph- 
Multigraph “Factory News” depicts 
J.. S. Duncan (left) talking over 
business matters with his partner, 
J. B. Hall, in the Chicago office of 
Addressograph twenty-one years ago. 


a Los Angeles hotel. With them 
another caption reading: 
"That man—his youthful appear- 


partner and equal owner of the 
business, who died in 1921. 

Mr. Duncan's half interest in the 
Addressograph Company was sold 
in 1925. In 1927 the half held by 
the Hall family was acquired by the 
same purchasers when the business 
was reorganized and merged with 
Multigraph Company, with Joseph 
Rogers as president, under whose 
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managerial genius the business of 
the combined companies has been 
greatly expanded. 





PITY THE POOR STENOGRAPHER 
OF 1888! 


Stenographers and other office 
workers who kid themselves into be- 
lieving their jobs are hard in this 
day and age should listen to Miss 
Marie Reynolds, a charming lady 
who recently completed fifty years 
with the Chicago & Eastern Illinois 
Railway. 

Miss Reynolds, who was given a 
beautiful watch in recognition of 
her half-century of service, told 
enough about the ''good old" days 
to give the modern stenographer 
cold chills for a week. She said: 

"There were no fountain pens in 
those days and no such thing as 
carbon copies. You wrote every 
thing out again and again or made 
letter-press copies, and only one 
copy could be made at a time. We 
made all our vouchers out in long- 
hand and, in a railroad office that 
took a lot of time." 





RAY EICHENLAUB MEETS 
RAY EICHENLAUB 


Ray J. Eichenlaub, president of 
the Service Steel Products Corpora- 
tion, Chicago, recently underwent 
the unique experience of meeting 
a man with the identical name of 
himself. In other words Ray J. 
Eichenlaub met Ray J. Eichenlaub. 
And, just to contuse you more, 
there is still another Ray J. Eichen- 
laub, but more of that later. 

Ray, as he is familiarly known to 
his friends in and out of the station- 
ery industry, had known of his name- 
sake for a considerable time and 
knew that some years ago he was a 


ELECTRIC FLASHER 
SIGNS CALL AT- 
TENTION TO THE 
MERCHANDISE IN 
THIS WINDOW.— 
Dressed by E. B. 
Vogt, this window 
of the Marshall-Jack- 
son Company, Chi- 
cago, had a high 
degree of attraction 


famous fullback of Notre Dame dur 
ing the regime of the late Knute 
Rockne. The football Eichenlaub 
went down in history as one of the 
famous Notre Dame outfit that 
smacked the Army for a row twenty 
five years ago with a score of 35 
to 13. 

But the opportunity to meet aid 
not come until quite recently. A 
stationer in Columbus, Ohio, wrote 





“RAY EICHENLAUB MEET RAY 

EICHENLAUB!"—That was the situa- 

tion recently when Mr. Eichenlaub 

(left) president of Service Steel Prod- 

ucts Corporation met his namesake, 

one-time famous fullback of Notre 
Dame. 


to Ray and offered to do the intro- 
ductory honors if and when Ray 
ever visited Columbus. And so it 
came about that Ray J. Eichenlaub 
of Chicago met Ray J. Eichenlaub 
of Columbus and the two men 
posed together for the accompany- 
ing picture. 

The third Ray? Well, he's Ray J. 
Eichenlaub, Jr., of Columbus, who 
has just entered Notre Dame where, 
it is his father's fond hope, he some 
day makes a name for himself on 
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the gridiron to the discomfort of 
sundry collegiate elevens around the 
country. 





IVAN ALLEN, COLUMNIST 

lvan Allen, Sr., chairman of the 
board of the Ivan Allen-Marshall 
Company, Atlanta, Ga., won his 
spurs as a columnist recently when he 
served as guest columnist for Mil- 
dred Seydell of the Atlanta Georgian 
and Sunday American. 

Writing on the subject of ‘The 
Tree,’ a famous oak on the grounds 
of the Piedmont Driving Club, Mr. 
Allen told of the times when Atlan- 
ta's men wore sideburns and Atlan- 
ta's belles revealed dainty ruffles 
when they ran out of the way of 
ten-miles-an-hour buggies; when 
business deals were consummated 
under ‘The Tree’; when romance 
flourished beneath its branches, and 
when, in short, it was the center of 
the city's social, business and com- 
mercial life. 

Few men are as familiar with the 
city's early history and life as Mr. 
Allen and his article was one of the 
best contributions to Miss Seydell's 
column during her vacation —JHR 





FRENCH STENOGS HAVE A 
SAINT 


In France even the stenographers 
have their own patron saint—St. 
Genes whose job in the third cen- 
tury was that of notary and he is 
said to have recorded the public 
speeches in the Roman Forum at 
Arles. 

Ever since 1922 French typists 
and stenographers gather every 
summer in the chapel where the 
saint was tortured for being a 
Christian, to honor his memory, it 
is reported. 


power. The flasher 
signs operated both 
during the day and 
inthe evening, cause 
pedestrians to stop 
and look. The dis- 
play features prod- 
ucts of the National 
Blank Book Com- 
pany in a_ wide 
range. 








NEW MACHINES AND DEVICES 





UEF ANNOUNCES THE NEW JUSTIFYING 
UNDERWOOD 

Created especially for the purpose of preparing mas- 
ter copies for photo-offset and direct offset printing 
and the preparation of duplicating machine stencils, 
the Underwood Automatic Justifying typewriter has 
just been announced by the Underwood Elliott Fisher 
Company, 1 Park avenue, New York, N. Y. 

The new typewriter automatically adjusts each line 





THE UNDERWOOD JUSTIFYING TYPEWRITER 


and right margin by expanding or condensing the line 
at will without the necessity of mental calculation by 
the operator. This is worked by an automatic justify- 
ing device which is built into the Underwood Standard 
typewriter with or without the Duplex ribbon mechan- 
ism and is available in carriage lengths of 11, 14 and 
20 inches, with a choice of 8, 10 or 12 pitch type. 

The Duplex ribbon mechanism and the automatic 
justifying device do not in any way interfere with the 
use of the machine for regular correspondence or sta- 
tistical work. 

Recently-published literature fully describing and 
illustrating the new device is available on request to 
the company’s home offices and branches throughout 
the country. 


ccesatiniliaiaiiliadina 
BROWNE-MORSE ANNOUNCES NEW DESK LINE 
The Browne-Morse Company, Muskegon, Mich., has 

recently announced its new line of desks bearing the 





THE BROWNE-MORSE MODERN AMERICAN DESK 


Made entirely of steel and 
also streamlined to a high degree the new desk com- 
bines beauty, utility and modern construction. 

A black pontoon base finished in black-and trimmed 


name Modern American. 


with two satin finish stainless steel bands is standard 
equipment, and is attractively balanced by a black 
linoleum top bound with a neat chrome plated bead- 
ing also in satin finish. Drawer pulls match the over- 
all appearance by being chrome plated, two tone, satin 
finish and black. 

Drawers of the desk are 1415 inches and present the 
innovation of being mounted on floating balls thereby 
making the drawer operation almost effortless. Each 
drawer has a vulcanized rubber bumper to eliminate 
noise in closing although the vulcanized feature pre- 
vent any rebound of the drawer when closed. 

A correspondence drawer, also measuring 14% inches 
in width and a 1514 by 15 inch arm rest complete the 


picture. 
—<—_- 


THREE SENGBUSCH DESK SETS ANNOUNCED 

The Sengbusch Self-Closing Inkstand Company, 2222 
West Clybourn street, Milwaukee, has just produced 
three new, de luxe models of its line of Handi-Pen 
desk sets. They are the President, the Executive and 
the Secretary. 

Leading the line is the President, a smart and 
dignified model with a genuine mahogany base and a 
choice of plated top in silver satin, statuary bronze or 
gun metal. It is equipped with two Handi-Pen wells, 
two 14-karat gold nib pens and a Seth Thomas eight- 
day or electric clock in fine-grained mahogany. It is 
a streamlined oval shape, measuring 1434 by 6% inches. 

The other two models are both handsome and serv- 





THREE NEW SENGBUSCH DESK SET MODELS.—Top, the 
President; lower left, the Executive; lower right, the Secretary. 


iceable and incorporate all of the fine Sengbusch fea- 
tures which identify the entire line. The Executive is 
equipped with two pens similar to those in the Presi- 
dent, and the Secretary model is equipped with one. 
All three were designed and have been priced to 
increase the dealer’s sales when the gift season opens. 


ROYAL METAL’S HIDE-AWAY BAR 
The Royal Metal Manufacturing Company, 1138-40 
South Michigan avenue, Chicago, last month an- 
nounced its new Royalchrome Hide-Away Bar for the 
office or the home. 
The Hide-Away 





Bar is manufactured with stools 
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constructed to fit within its interior when not in use. 
Equipped with all accessories, it is mounted on casters 
while the cabinet is constructed of steel, wood and 
tempered Masonite over which is applied Royal’s well- 
known Tuf-Tex leatherette in any of twenty-eight 
available colors. The bar is 46 inches long, 4214 inches 

















FRONT AND REAR VIEWS OF ROYAL METAL’S 
HIDE-AWAY BAR 


high and 20 inches wide. Its top and baseboard are 
linoleum and the top is also aluminum banded. 
Convenient features include easy-sliding steel draw- 
ers, steel storage compartments with three shelves 
large enough to hold sixty-five bottles (with lock and 
key), glassware drawer with removable tray, a slicing 
board and a chrome towel bar. Equipment includes 
eight highball glasses, eight cocktail glasses, shaker, 
muddler, eight old-fashion glasses, eight whisky 
glasses, ice tub and tongs, jigger, measuring spoon, 
corkscrew and bottle opener. It is priced at $54.50. 





A NEW METAL FURNITURE GROUP WITH HONEY MAPLE 
FINISH.—The ensemble consists of an Art Metal Airline desk, 
telephone stand, file and new wastebasket, and Harter chairs. 
A Greist White Knight lamp completes the colorful group. 
. a eee 
INTRODUCING THE “CLEAR-PRINT” RIBBON 
The Phillips Process Company, Inc., 194 Mill street, 
Rochester, N. Y., has recently perfected and placed 





CLEAR-PRINT TYPEWRITER 
RIBBON BOX 


on the market a new silk typewriter ribbon which has 
been named the Clear-Print. 

The Clear-Print is based on the same manufacturing 
principles as the company’s line of Clear-Print stamp 
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pads and, like that product, is said to have an excep- 
tionally long life. It is a silk fabric of properly spun 
and closely woven yarn chemically treated to remove 
natural gum and oils and then impregnated with 
Phillips Clear-Print ink. The extra strong silk fabric 
resists the cutting action of typewriter types. The 
inks travel through the fabric by capillary attraction, 
assuring a rapid recuperation. 

Among the features claimed for the new ribbon are 
the following: No spread of the impression on any 
kind of paper, brilliant color which may be easily 
erased, non-fading impressions, ink cannot dry within 
the ribbon, not affected by climate or humidity, can- 
not corrode, fill or gum the type. 

siniicaicpeciaiimadige wate ll 


WELTY’S NEW “4-Fil” VAKU-UM PEN AND 
UNIT 

“The unit’s the thing,” according to William A. 
Welty Pen Company, 36 South State street, Chicago, 
Ill., manufacturers of the complete new line of Welty’s 
“4-Fil” Vaku-Um fountain pens. The new unit is one 
of two important improvements in the design of the 
pens. 


The “4-Fil” unit, so called because four presses on 
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WELTY “4-FIL” PENS.—At the top is the filling unit described 

in detail in the accompanying item. Second from the top is 

a pen with the filling unit in position. Below it are the pen 

cap and the cover for the “4-Fil” unit. At the bottom is the 
complete pen. 





the plunger completely fills or empties the pen, is sim- 
ple and sturdy in construction and permits the filling 
of the pen with only one hand. The flexible rubber 
disc is the only wearing part, and when necessary 
to replace after continuous wear, the entire unit is 
unscrewed from the barrel, without any tools, a new 
disc screwed in, and the unit replaced in the barrel, 
all in two minutes or less. Separate rubber discs are 
supplied to dealers, making it unnecessary to return 
the pen to the manufacturer for repairs, eliminating 
service charges, postage, wrapping, waiting, etc. Com- 
plete ‘“4-Fil” units can be supplied to dealers for 
demonstrating construction and operation for selling 
pens. 

The second improvement is the new design of the 
pen section with the threads located at the end of the 
section, instead of the barrel. The threads are down 
out of the way of the hand, providing a smooth grip 
for the fingers when writing. The design of the 
threads, with the protecting shoulder, makes the pen 
more nearly air tight. The grip section is kept dry and 
clean and the pen point moist, ready for instant 
writing. 

The new “4-Fil” pens are retailed at $3.50, $5.00, 
$7.00, $10.00, with pencils to match at $2.00, $2.50, 
$3.50. Each pen carries the stamped assurance, “Guar- 
anty for Life.” They are made in six colors and four 
sizes each with visible ink supply. 

To obtain advance experience on the performance 
and acceptance of “4-Fil” pens, the manufacturers 
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BROWN AND MUSSER JOIN EBERHARD FABER CO. 

The appointment of two men to fill important execu- 
tive positions was announced last month by the Eber- 
hard Faber Pencil Company, Brooklyn, N. Y. The 
men and the positions they will hold are Louis M. 
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JAMES C. MUSSER LOUIS M. BROWN 


Brown, sales manager, and James C. Musser, general 
manager. 

Mr. Brown, for many years assistant sales manager 
of the company, was appointed to his new position to 
fill a vacancy created by the recent resignation of 
H. B. Elmer. 

Mr. Musser possesses a business experience of sev- 
eral years, although he is new to the stationery and 


pencil industry. 
oe 


NATIONAL BRIEF ADOPTS NEW OPERATING 
FEATURES 

Two important features of interest to the trade have 
been announced by the National Brief Case Manufac- 
turing Company, 512 South Peoria street, Chicago. 
One is a new stock control system and the other a 
group of model lines which will simplify ordering. 

By means of the stock control system retailers 
will be able to check their stock daily and determine 
not only what numbers are on hand, but which are 
finding greater favor with the customers. The system 
is simple and accurate and easily placed in effect and 
was created mainly for the purpose of aiding the 
dealer develop his brief case business. 

In developing the model lines as a means of sim- 
plifying ordering National Brief Case Manufacturing 
Company had drawn upon its years of experience in 
stock selection. Its staff knows, as an example, of 
what an order which invoices at $50 should consist. 


These model lines are arranged to embrace orders of 
$50 or more and may be relied upon to be properly 
and judiciously balanced as to styles and prices. Thus 
the system relieves the dealer of the uncertain prac- 
tice of guessing what will sell and what, therefore, 
is best to stock. 
en 
THOMPSON BECOMES SHIPMAN-WARD 
SALES MANAGER 
C. W. Berry, president of Shipman-Ward Manu- 
facturing Company, Chicago, announces that C. A. 
Thompson, who was formerly associated with the 
Chicago office of Remington Rand, Inc., in charge 
of sales of accounting and adding machines in that 
territory, will become sales manager of the company. 


The new management plans to revive the extensive 
business formeriy conducted by the company in the 
reconditioning and sale of typewriters, which once 
constituted 9 substantial part of the business of the 





C. A. THOMPSON 


firm. In more recent years, the sale of typewriter 
parts has assumed increasing importance. This part 
of the business will be continued along with the sales 
of typewriter supplies. 
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KRUEGER OPENS NEW OFFICE 


Elmer Krueger, for the past seven years connected 
with the stationery and office supply industry in Chi- 
cago, has recently moved his E. Krueger Office Sup- 
ply Company to a new location at 645 Milwaukee 
avenue. Among many lines the company maintains a 
complete supply of inks, pastes and other products 
of the Sanford Manufacturing Company. 
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FORDE CO. OPENS RETAIL STORE 


Realizing an ambition of long standing to 
furnish Southern Minnesota with a modern 
office supply and stationery establishment, 
the Forde Printing, Inc., last month opened 
a new retail store at Mankato, Minn. 


The formal opening was held on October 
17 and was celebrated for one week during 
which it is estimated more than 1800 busi- 
nessmen and other visitors paid calls and 
made thorough inspections of the new es- 
tablishment, wherein they viewed the large 
stocks of Royal and Remington typewriters, 
office and school supplies. In addition the 
visitors were shown the typewriter repair 
department and complete rebuilding plant 
which is said to be the only one of its kind 
outside of the Twin Cities. 

The store and its offices have been mod- 
ernized in every detail. Steel shelving is in 
use throughout and there is over sixty feet 
of glass showcases. Separate departments 
have been created for furniture, supplies, 
repair work, stationery, greeting cards, 
books and machines. As a single organiza- 
tion the store amply justifies its slogan of 
“Everything for the Office” by being one of 
a very few establishments in its territory 
where printing, office supplies, typewriter, 
furniture and office machines may all be 
purchased under one roof. 


The Forde printing department was es- 
tablished in 1912 by Paul G. Neff who oper- 
ated the plant until the spring of 1933 when = 
it passed into the hands of the present = 
owners. Under the capable direction of 





NEW HOME OF THE FORDE PRINTING, INC., AT MANKATO, MINN.— 
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W. C. Forde, vice-president and manager, 
whose private office is shown in the accom- 
panying illustration, the plant grew steadily 
until today it is considered one of the larg- 
est and finest commercial printing estab- 
lishments in Southern Minnesota. 


(Top) The office supply and book department, showing on left part of 

the typewriter department. (Lower) The office supply department is seen 

on the left with a partial view of the general office on the right. In fore- 

ground is shown greeting card section and part of the book department. 

(Inset) Office of W. C. Forde, vice-president and manager, is finished in 
knotty pine and is air-conditioned and sound-proofed. 
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HUTCHINSON GOES TO VICTOR ADDING 
MACHINE 
Taking with him a wealth of experience gained over 
a period of many years in the industry, John H. 
Hutchinson, formerly with the National Cash Register 

















J. H. HUTCHINSON 


Company, last month became sales manager of the 
Victor Adding Machine Company, Chicago. 

Before joining Victor, Mr. Hutchinson spent his 
entire business career with his previous company, win- 
ning rapid promotion from the job of salesman to 
that of branch manager and, later, division manager. 
He bears the distinction of being one of the few young 
men in the National Cash Register Company organ- 


ization to hold important positions both in the home 
office and out in the territory. 

Thoroughly schooled, experienced and a proven suc- 
cess in sales work, Mr. Hutchinson takes to Victor the 
knowledge of guiding ability to make Victor products 
known wherever figuring or accounting is used. 

: oa 
SPILLANE JOINS ROYAL AT SAN ANTONIO 


Jack Spillane, formerly associated with business 
equipment sales at Atlanta, Ga., and Jacksonville, Fla., 
has joined the sales organization of the San Antonio 
branch of the Royal Typewriter Company.—BCR 











EXCUSE US, “Pia ae 


FRIDEN EXHIBITS AT PACIFIC COAST SHOW 


In the news item about the Pacific Coast Regional 
Controllers Congress, which was presented on page 156 
of the October issue, the list of exhibitors did not in- 
clude the name of the Friden Calculating Machine 
Company. Friden machines were effectively displayed 
and demonstrated by H. E. Williamson, Los Angeles 
distributor. 





a 
N. S. A. REGISTRATION INCOMPLETE 


The names of E. E. Bates and Mrs. Harry Balch 
were inadvertently omitted from The National Sta- 
tioners Association registration list presented on page 
79 of the October number. Both were present during 
the entire convention and contributed generously to 
its success. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everiy at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New Vork are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrews street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, 7th October, 1938. 

A week ago I almost wondered if, and when, I should 
be writing this London letter. You people have been 
very well informed as to the events in Europe during 
the last fortnight. I, myself, was fortunate enough to 
be away out of London, on holiday, in a remote part 
of Great Britain—namely, the Scilly Isles. During that 
last momentous week our only link with the grave 
conditions in Europe was the radio. Only twice did we 
receive newspapers, and these were a day old. So that, 
in a sense, we were detached from the excitement and 
strain which, I hear, was terrific—in London particu- 
larly. Now that some days have elapsed since our 
Prime Minister came home with the good news that 
there would be no war, at any rate for the present, it 
is possible to sum up more calmly the general position, 
although it will be some months before the full results 
and consequences will be realized. 

There is no question but that there was a tremen- 
dous sense of relief all over the country when it was 
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known that we should not be involved in war. Al- 
though there was some criticism of the action of Great 
Britain and France, most sensible people realize now 
that not only is it impossible to pay too high a price 
for peace, but that if we had refused to compromise, 
Czechoslovakia would have suffered more greatly and 
terribly before her allies would have helped her. And, 
in the end, who can say that either side would have 
been better off? 


* * * 


For a few days during last week business was, lit- 
erally speaking, at a standstill. I hear reports from all 
over the country from members of the office appliance 
trade that it was impossible to proceed with systems 
in hand or to introduce new ideas. I had a chat with 
Mr. A. C. McLellan, exhibition director of the Office 
Appliance Trades Association, only a day or so ago. AS 
already reported the Manchester exhibition is due to 
open on November 9th. Mr. McLellan was faced with 

(Turn to page 69, please) 
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a . THE WELL-EQUIPPED AND HANDSOME 
- DISPLAY ROOM IN THE RECENTLY- 
ACQUIRED NEW QUARTERS OF SO- 
CIEDADE DE ORGANISACOES COM- 

ERCIAIS LTDA, LISBON, PORTUGAL. 

A STORY OF THE GROWTH AND EX- 
PANSION OF THIS COMPANY AP- 

PEARED IN THE OCTOBER ISSUE. 
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A Lot of People Think 
It’s Only for Letters 


—but here are 14 other ways, out 
of many thousands, to which users put the Mimeograph 
to work... Tell your prospects about these and other 


applications ...and get more business! 
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Sheet Music 

























Booklets 





It’s versatile—this Mimeograph. It 
can get out a daily menu for a small 


restaurant or thousands of forms for a 





big corporation . . . And how simply it 








goes about it . . . Someone gets an idea 
that he wants broadcast ...He gives the 
idea to a typist. She puts it on a Mimeo- 
graph Stencil Sheet... It’s wrapped on The 
Mimeograph Machine . . . Out spin copies 
stenciled in clean-cut, rich black Mimeo- 
graph Ink... And there’s now a Mimeograph 
to fit any type of business... .opening up your 
opportunity of more sales and more profits! 





School 
Materials 
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MEETINGS—CONVENTIONS—DINNERS 


MONROE’S HIGH POINT CLUB ON BERMUDA 
CRUISE 


A cruise to Bermuda on the R.M.S. Veendam has 
just been concluded by the members of the Monroe 
High Point Club, honorary sales organization of the 
Monroe Calculating Machine Company, Inc., Orange, 
N. J. The group, representing the leading salesmen 
in the company from all parts of the United States as 
well as a number from the foreign organization, was 
the largest ever to meet for a Monroe sales convention. 
This was the first time the annual sales meeting took 
the form of a cruise, the company chartering the 
Holland America line boat for its exclusive use for 
the trip. 

The week’s program included a two-day stay in Ber- 
muda for sightseeing and recreation. Sports contests 
and tournaments were enjoyed on shipboard, with tro- 
phies for the winners. Brief business meetings were 


PIPE ALL HANDS FOR’ARD FOR A PHO- 
TOGRAPH.—Somebody must have done 
so because here are members of the 
1938 Monroe High Point Club of the Mon- 
roe Calculating Machine Company, Inc., 
aboard the S.S. Veendam on their way 
to Bermuda for the club’s convention. In 
the center of the group are Monroe Offi- 
cials and directors: E. E. Britten, Jr., Mal- 
colm Monroe, W. G. Zaenglein and W. 
R. Cummings. 





The Globe-Wernicke Co., has just completed another three-day sales 
school at the factory in Cincinnati, October 10-11-12. Dealers and deal- 
ers’ salesmen were present from twelve cities scattered over ten states. 
The visitors saw many interesting things at the big factory in addition 
to participating in the three-day conference on merchandising office 
equipment. 

Left to right, front row: C. R. Miller, A. R. Frey, G-W sales depart- 
ment; C. W. Hamilton. sales promotion manager; H. C. Anderson, gen- 
eral sales manager; B. Morrow. treasurer; J. Lynn, Baker Office 
Furniture Co., Pittsburgh, Pa.; Lee Fergus. Globe Furniture & Station- 
ery Co., Chicago; Frank Laskowski, The Cotterel Co., Harrisburg. Pa. 
Second row: I. H. Schoettker, advertising department; Nelson Cady, 
sales department; D. Penrose, Stoll Blank Book & Stationery Co., 


Trenton, N. J.; Dick Stearns, G-W Branch. Washington, D. C.; Walter 
Reine, Smith & Butterfield, Evansville, Ind.; G. K. Walters, School & 
Office Supply Co., Knoxville, Tenn.; Joseph Rengering. Kelsall-Voorheis 


OFFICIALS AND VISITORS AT THE GLOBE-WERNICKE SALES SCHOOL 


held on both the outgoing and the return trip. At one 
of these sessions election of officers of the High Point 
Club was held and the following men were inducted 
into office at the captain’s farewell dinner: president, 
C. A. Vernoy, Jr., Dallas; first vice-president, Hugh 
Price, Atlanta; second vice-president, H. S. Borden, 
Pittsburgh; secretary-treasurer, R. Trego, New York 
downtown. 

At the farewell banquet the sales representatives 
also had the opportunity of hearing from several of 
the officers and directors of the company. Among 
those who addressed the group were W. G. Zaenglein, 
chairman of the convention; E. F. Britten, Jr., W. R. 
Cummings, and H. W. Ryan, all of the Monroe general 
offices at Orange; S. B. Monroe and A. B. Connable, 
directors; F. D. Ransom, Mexico City, Mexico; A. H. 
Ridgley, San Francisco; G. A. Jensen, St. Louis; T. R. 
Kyle, San Antonio; L. B. Taylor, Cleveland; Leighton 
Forbes, Newark. 








Inc., Cincinnati; C. L. Davenport, Office Equipment Co., Greenville, 
S. C.; R. C. Strafford Jr., School & Office Supply Co., Knoxville, Tenn.; 
J. N. Roberts Jr., sales department. 

Third row: Elmer Klorig, Globe Furniture & Stationery Co., Chicago; 
Gene Faulkner, Schaarmann Typewriter Co., Champaign, IIl.; J. E. Ier, 
Office ee Co., Greenville, S. C.; C. W. Jorgeson, Globe Furni- 
ture & Stationery Co., Chicago; L. B. Edwards Jr., Richmond Station- 
ery Co., Richmond, Va.; N. T. Owen, Baker Office Furniture Co., Pitts- 
burgh, Pa.; E. Schaarmann, Schaarmann Typewriter Co., Champaign, 
Ill., and C. Finke, sales department. 

Back row: Shirley French, Al. Spiess, Al. Seitz, Jack Fallon, Elmer 
Rahe, H. P. Dearwester, Erv Meyer, Walter Sandmann, all of the sales 
department; R. C. Welch, Van Natta Office Equipment Inc., Ithaca, New 
York; W. T. McArthur. Robert Sprott, Tom Sargeant, all of sales depart- 
ment; Ralph Senger, E. J. Klem Co., Wheeling, W. Va.; Bill Grogan, 
sales department. 
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. Harrie E. Copeland. Cole Steel Equipment Co.; R. J. Urmston, S. J. 
Staedtler, Inc.; Harry Yager, David Kahn, Inc.; Bill McDermid, Wil- 
liam McDermid Association. 

Eberhard Faber, host of the Association. 

. Guy D. Hills, Seneca Falls Rule & Block Co.; Fred G. Huber, Eber- 
hard Faber Pencil Co.; E. H. McCully, Wallace Pencil Co.; Murray 
Vernon, and F. Christensen, S. E. & M. Vernon. 

4. G. H. Barber, W. G. Whittemore, American News Co.; D. A. Davies, 
retired; G. F. Fairchild, unattached. 

. Harry Tehan, Charles M. Higgins & Co.; Charles H. Ramsey, Ever 

Ready Calender Mig. Co. 

J. Petchesky. Silver Stationery Co.; Louis H. Tavernier, Fulton Spe- 

cialty Co.; Harry Levy, Silver Stationery Co.; W. D. Evans, W. A. 
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““WINDUP” OF THE NEW YORK STATIONERS GOLF SEASON AT RICHMOND HILLS 


Sheaffer Pen Co. 

7. C. G. Prather; G. L. Levy; J. L. Anderson; L. MeCready, McCready's 

Calculating School. 

. Ben Leedom, LaPorte & Austin, Inc.; M. Lowenstein, Universal Stamp 

& Stationery Co.; H. Frieland. 

9.Henry Bowman, American Pencil Co.; L. C. Milton, Bainbridge, 
Kimpton & Haupt Co.; Max Dreyer. American Colortype Co. 

10. A. L. Ficks and E. Dolley, Wilson-Jones Co.; F. W. Callahan. J. C. 
Blair Co.; E. T. MacIntyre, Defiance Sales Corp. 

1l. W. J. Bell, St. Lawrence Tablet Co.; J. B. Bosworth. Bosworth En- 
velope Co.; E. G. Geehring; F. J. McDonough, Plymouth Rubber Co. 

12. W. S. Donnelly, Modern Stationer; F. F. Casey, LaPorte & Austin, 
Inc.; H. C. Whittemore, Wholesale Stationers Association. 





GROUP PICTURE OF N. Y. STATIONER-GOLFERS AT THEIR CLOSING TOURNAMENT 


NEW YORK STATIONERS WRITE “FINIS” TO 
GREAT SEASON 


Richmond Hill Country Club in Dongan Hills, Staten 
Island, was decked in nature’s finest attire for the 
thirty-third annual meeting and tournament of the 
Stationers’ Golf Association of New York. In balmy 
autumn atmosphere in which Old Sol was in one of his 
smiling moods, over one hundred ardent followers of 
the royal and ancient game of the Scots set out for an 
attack on old man par with varying degrees of suc- 
cess. It was Eberhard Faber, genial host of the tourna- 
ment, who said, “They can’t blame the scores on the 
weather today.” But there were plenty of other ex- 
cuses for the dissimilarity between par for the course 
and some of the scores we saw. 


It is a long way around the Richmond Hills course— 
at least it was for most of us who are not always able 
to combine finesse and strength and sometimes wander 
hither and yon about the fairways with a seeming 
hazy idea of what it is all about. A long way, yes, but 
one delightful, always. The magnificent views of New 


York’s lower harbor and bay compensate for any 
physical effort expended. And the club was a perfect 


host. 


After a rather hurried lunch, the aspirants for ac- 
claim charged forth to the attack. From one o’clock 
in the afternoon until dark they fought a valiant fight. 
Returning to the showers and the refreshing nine- 
teenth hole, we listened in to the various explanations 
of the players why their prowess was not entirely re- 
warded. Seems as though turf has a way of jumping 
up to deflect golf balls off their angle of flight—bits of 
dirt make easy putts impossible, rocks and sand ap- 
parently should be outlawed from courses altogether, 
but what really knocked us for a row was when Dick 
Cuicci, an outstanding amateur in these parts and a 
guest of the day, complained because he had a 69. 
But by now dinner was being served and all rallied to 
the call. The dinner proved delightful and satisfying. 


After dinner, President Louis H. Tavernier appointed 
a nominating committee of which Guy D. Hills was the 
chairman and then turned the meeting over to the 
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Where transfer records are 
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with cheap transfer cases. 

@ Consider future profits by 
selling satisfaction. 


© 1938, The General Fireproofing Co. 





Z 





DEALER 
REPUTATION 


ONCE SOLD, GF TRANSFER CASES 
ARE CONSTANT REMINDERS OF DEALER 
STRENGTH AND DEPENDABILITY... 





] 














J 





In Recommending GF Steel Transfer Cases 
You Say In Effect That— 


Records Worth Preserving Are Worth Protecting. 


To lose just one important record is to lose 
many times the cost of GF’s better, more 


dependable, steel protection. 
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host, Eberhard Faber, whose charming manner and 
remarks were enthusiastically received as he awarded 
the successful players with trophies as follows: 

Eberhard Faber Cup—Winner Class A, Tom Rudel. 

Louis Tavernier Cup—Winner Class B, Harry Yager. 

Ray Weissenborn Cup—Runner-Up Class A, Nat 
Kramer. 

Harry Levy Cup—Runner-Up Class B, Max Lowen- 
stein. 

Julius Kahn Prize for Greatest Improvement in 
Game—Si Donnelly. 

D. A. Davies Prize for Greatest Attendance—Julius 
Kahn. 

Guy Hills Prize for “Members Over Sixty’—wW. G. 
Whittemore. 

The nominating committee now presented the slate 
they had prepared and it was unanimously accepted 
by the association as follows: 

Louis H. Tavernier, president; William G. Whitte- 
more, vice-president; Fred G. Huber, secretary and 
treasurer; Eberhard Faber, chairman of the Board; 
Directors: Harrie E. Copeland, William D. Evans, 
George W. Fairchild, Julius M. Kahn, Harry Levy, 
Ezra Treat MacIntyre, James E. Neary, Sr., Robert B. 
Sainberg, Louis H. Tavernier, Ray J. Urmston, Ray A. 
Weissenborn, William G. Whittemore, Fred G. Huber. 


————=—_ 


HOLDEN-KAHLER STAGES BUSINESS SHOW 


Featured by an attendance of nearly 1300 business 
executives and workers, and a fine display of fourteen 
manufacturers, a Business Show was held by the 
Holden-Kahler Company, Cedar Rapids, Iowa, on Oc- 
tober 3, 4 and 5, at the Hotel Montrose. 

The Terrace room of the hotel was utilized as a dis- 
play hall wherein a number of attractive and well- 
decorated booths attracted the large crowds on each 
of the three days. The manufacturing companies ex- 
hibiting their products were: 

Acco Products, Inc., Boorum & Pease Company, 
Charles Bruning Company, Chicago; Carter’s Ink Com- 
pany, Commercial Furniture Company, A. B. Dick 
Company, DoMore Chair Company, A. W. Faber, Inc., 
McMillan Book Company, Mosler Safe Company, Seng- 
busch Self-Closing Inkstand Company, Victor Safe & 
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BOOTHS AT THE HOLDEN-KAHLER BUSINESS SHOW.—(Top 
left) Senbusch Self-Closing Inkstand Company. (Top center) 
F. S. Webster Company and A. B. Dick Company. (Top right) 
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Equipment Company, Yawman and Erbe Manufactur- 
ing Company, F. S. Webster Company. 

Representatives of each of these companies attended 
their displays and demonstrated their products to 
many of the visitors. In addition to the regular visitors 
the show was inspected by several hundred pupils from 
school commercial classes and their teachers. 


———>——e 


STATIONERS & PUBLISHERS BOARD ANNOUNCES 
LUNCHEON MEETING 

The Stationers & Publishers Board of Trade has for 
a long time felt the need of bringing sales and credit 
departments closer together, that there might be a 
better understanding of the common problems which 
confront them in the stationery industry. 

After consulting with a number of those in the sales 
field, as well as those in the credit field, it has been 
decided that a series of luncheons with appropriate 
subjects for discussion will be arranged for during the 
winter months. 

The first luncheon is scheduled to be held at the 
Aldine Club on November 15, at which time a sales 
executive will discuss the need for close cooperation 
between sales and credit departments. These lunch- 
eons will be conducted on a very strict schedule, so 
that the entire time consumed will not exceed one hour 
and a half. 

All sales representatives and credit representatives, 
whether they be members of the Stationers and Pub- 
lishers Board of Trade or not, are cordially invited to 
attend. 


—>-2—__— 


HIGGINS HONORS MISS MULLANEY 


Executives and employes of Charles M. Higgins & 
Company, Brooklyn, N. Y., last month attended a 
dinner in honor of Miss Mary E. Mullaney at the 
Hotel St. George to celebrate her fifty years of con- 
tinuous service with the Higgins organization. Tracy 
Higgins, president, was toastmaster. 

Miss Mullaney, who joined Higgins eight years after 
the company was organized, was presented with a 
wristwatch by the company and a diamond bar pin 
by her fellow employes. Mrs. Rachel H. Everson, 
daughter of the firm’s founder, made the presenta- 
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Victor Safe & Equipment Company. (Lower left) Acco Prod- 
ucts, Inc. (Lower right) Yawman and Erbe Manufacturing 
Company. The ensemble presented an impressive appearance, 
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Sales follow proof ... prove what splendid 
designs and fine quality of materials and 
craftsmanship make up 


JASPER CHAIR CO. Leather Upholstered Chairs 


Trial and use proves most quickly and effectively the 
satisfaction and service of these fine chairs. Genuine 
leather upholstery, deep down cushions for restful com- 
fort—harmony and interest in the designs, sturdy life- 
time construction—how well they meet the preference 
of business executives is shown by their enviable record 


of dealer sales and profits. 


Trade follows 


where value 
leads... 
Feature Jasper 
Chair Co. 
genuine leather 


upholstered 


I 
/ 
of 


office chairs. 


Write for the 
Jasper Chair Co. catalog. 











| Jasper Chair Company 


JASPER, INDIANA 





REPRESENTATIVES 
Geo. A. Litchfield, Sales Mer 
James 8. Fowls, (Southern) E. W. Thomas, (Southwest 


R. J. Freeman, (Eastern 3414 Euclid Heights Blvd. 3004 Mountain Ave., 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio Birmingham, Ala 
S. H. MacDonald, (West W. H. Brown, (Chicago-Midwest) 
Orpheum Bldg 6708 Glenwood Ave., Chicago 
Seattle, Wash. Phone ROGers Park 3644) 


No. 887 No. 886 











will happen? Even they can't know for sure! 


But you do know what must happen when "The Line 
That Can't Be Matched" carries the ball right down your 
OFFICE field. You can be sure. 


Every Panama and Beaver Carbon Paper knows its job; 
does it exactly. Each one—like these players—is IDEN- 
TIFIED. 


So, no "substitution", no fumbling for faded data. 
Just COPIES—clean, permanent, plentiful—every one a 
touch down! 
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Super’ Carbon Paper 
MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 


188 THIRD AVENUE +” BROOKLYN, N. Y. 
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tion on behalf of the company and Joseph T. Con- 
nelly, treasurer, represented the employes. 

More than 100 employes and guests attended the 
dinner to Miss Mullaney, who has been superintendent 
of the packaging department since joining the com- 
pany a half-century ago. 

Short addresses touching upon the long and faithful 
service of Miss Mullaney were made by two other 
speakers, both prominently connected with the Higgins 
organization. They were John E. Gavin, who was gen- 
eral manager of the company from its founding to 
his retirement in 1924, and Mrs. Marguerite Gianella, 
aunt of Mr. Higgins and mother of John Gianella, the 
company’s chemist and vice-president. 

In summing up the capital service record of Miss 
Mullaney, Mr. Higgins said: 

“It is rare, indeed, today when an employe, particu- 
larly a woman, can record fifty years of continuous 
service for one employer without interruption and still 
be going strong.” 

SS 
CHICAGO OFFICE APPLIANCE MANAGERS 
DISCUSS SALES IDEAS 


The October meeting of the Office Appliance Man- 
agers Association of Chicago was held on the four- 
teenth at Medinah Athletic Club. The principal theme 
of discussion was: “What Must We Do to Stimulate 
Business for the Remainder of This Year?’ Ed Corey 
of I.B.M., president of the association, said the first 
thing to do is to get excited about it. He told of hav- 
ing the salesmen at the office by eight-thirty in the 
morning, the managers earlier. A popular tune is 
played on a phonograph as the men march in to a 
room for a lively meeting which lasts from five to 
ten minutes, after which they go out and start mak- 
ing their calls. Various other ideas that are producing 
definite results were related. 

This gathering marked the last as a member for 
Frank Lehman of Dictograph Products Company, who 
was promoted to a more responsible connection in 
the East. His successor, Ben Stein, participated in the 
meeting. 

The prizes to be given to top salesmen for the last 
three months of the year were shown. They consisted 
of a beautiful silver table service. 

Arthur Blackstone of Dictaphone Sales Corporation, 
president of the Chicago Sales Managers Club, was 
welcomed back after a number of absences caused by 
illness and engagements elsewhere. 


2 a 
TORONTO STATIONERS WIND UP GOLF SEASON 


The finals of the golfing activities for the Toronto 
Stationers for the 1938 season turned out to be a 


| grand slam for the Grand & Toy Limited organization. 





This company will certainly have to appoint an official 
“Polisher” for the silverware and set aside a prominent 
place for the display of the cups won. 

Both features of the season’s awards were won by 
Grand & Toy representatives. Jack Keachie took the 
low gross play-off, winning the Preston cup in a final 
round at the Royal York Club, defeating Morris Char- 
tres of M. C. Chartres & Company, Ltd., and Jim Moir, 
Jr., of The Brown Bros., Ltd. 

Ross Helwig captured the low net and the Luckett 
cup by a one stroke margin in a very close and inter- 
esting match at the Islington Club. Charles Saunders 
of Index Card Company and Gordon Moir of Venus 
Pencil Company, Ltd., were the other finalists. 


eo 
BRANHAM’S HOLDS ANNUAL PICNIC 
Employes of Branham’s Inc., Oklahoma City, en- 


joyed their annual picnic at Belle Isle park, recently. 


Guests included wives, members of their families, and 
several friends and out-of-town visitors. 
Branham folk attending were: Mr. and Mrs. Don L. 


| Branham, Mr. and Mrs. Al Cook, Mr. and Mrs. Lee 
| Bennett Thompson, Mr. and Mrs. Paul Marler, Mr. and 
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The latest Monroe Adding-Calculator, Model A1, 
features fully automatic, Split-Second multiplication. 


* In every kind of business, every- 
where, Monroe machines are at work 
daily turning out accurate results at 
low cost. They are saving strain and 
fatigue for thousands of office workers 
because of their ease, simplicity, and 
quietness. Their speed and economy 
have led to their wide acceptance by 
businesses, both large and small. 
Monroes are made in a wide range of 
models so there is a machine for prac- 


tically any type of accounting routine. 


4 MONROE FOR 
A. EVERY FIGURE JOB 
/ ADDING-CALCULATORS — 
LISTING MACHINES 


BOOKKEEPING MACHINES # 
Nftrcsianens»” CALCULATING MACHINE COMPANY, INC. 
GENERAL OFFICES - ORANGE, NEW JERSEY 
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A general utility adding- 
listing machine. In this Monroe 
class there are more than 100 models of 
all types—simplex, duplex, and grand total machines. 





Simplified Bookkeeping Machine ” D-8 Keyboard Check Writer 
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Monroe Service 


There are more than 150 directly-owned Monroe branch 
offices in the United States and representatives in all 
principal cities throughout the world. Thus users of 
Monroe equipment are assured of dependable service. 
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the transfer season with Leatheroid 
File Pockets, Double-Flap File Jackets 
and Champion Clasp Envelopes. 


You can increase your profits by 


pushing these items Now! 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart CHICAGO 
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QUALITY-BUILT FILE JACKETS 


The Quality-Built Double-Top File Jacket is 
made especially for bulky correspondence. Re- 
inforced tops withstand continual handling. Letter 
and legal sizes, with 1, 11%, and 2 inch gussets. 
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VERTICAL FILE POCKETS 

The Leatheroid File Pocket is made with 
reinforced corners and double fronts and backs. 
Alll sizes, with 134, 31% and 514 inch expansion. 
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CHAMPION CLASP ENVELOPES 

These envelopes are built for strenuous service. 
Made of No. 1 Kraft or Manila with well gummed, 
deep flaps and seams that do a perfect job of 
protecting heavy mail. 
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Mrs. Kenneth Johnson, Mr. and Mrs. R. A. Morris, Mr 
and Mrs. H. B. Lee, Al Gentry, William Mullinax, Car! 
Guertler, T. F. Sneider and Lorry Davis. 

Additional guests included: Mr. and Mrs. T. J 
Lucado; Mrs. E. H. Lucado and Miss Mabel Lucado 
Fairfield, Neb.; Mr. and Mrs. Vernon Beals and Mr 
and Mrs. W. H. Woodward, New York City —EVH 
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ROYAL SALESMEN OF THE N. Y. METROPOLITAN DISTRICT 
MEET ROYAL'S “NUMBER ONE” TYPEWRITER.—The more 
than 200 men are pictured as they met in the McAlpin hotel. 
The story, and a picture of the Chicago meeting, were pre- 
sented in the October issue. 
REE eS 

ILLINOIS CARBON DEALERS HOLD MEETING 

The Illinois Carbon & Inked Ribbon Association 
held its regular monthly meeting on October 3 in the 
Atlantic hotel, Chicago. According to Secretary Wil- 
liam Fleischmann, the gathering was confined to a 
discussion of plans for the coming months and plans 
for arranging the appearance of several interesting 
speakers. 

ec 
CHICAGO TYPEWRITER MEN ELECT JESSOGNE 
PRESIDENT 

At the annual meeting of the Chicago Typewriter 
Dealers Association, held Tuesday evening, October 11, 
a new Staff of officers was elected. The men chosen 
are as follows: President, N. J. Jessogne, J & T Office 
Machine Company; vice-president, Earl Thompson, 

















N. J. JESSOGNE 


Thompson Typewriter Service; treasurer, Robert 
Novak, Chicago Office Appliance Company; secretary, 
George Dinger, Kingson Service Company. 

The meeting opened under the chairmanship of Al 
Hug, who has served as president of the organization 
for the past two years. Mr. Hug reviewed the work 
of the group under his administration and concluded 
with the announcement that he had been appointed 
chairman of the sixth district of the National Type- 
writer and Office Machine Dealers Association. The 
sixth district includes Illinois, Indiana, Wisconsin and 
Iowa. 

With characteristic vigor, Mr. Jessogne has made 
plans and started them in operation for the coming 
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RIBBONS 


MANUFACTURED from pure thread silk 
without rayon or other fillers. 


PURE SILK FABRIC and our proven inking 
formulas guarantee long wearing rib- 
bons which deliver the clearest and 
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TYPEWRITER DEALERS 
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AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding machine 
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COMPLAINTS CEASE— 
PROFITS INCREASE 
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high tensile strength, 
uniform grain structure 
and temper 
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ACCURATE SIZE 
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ACE FASTENER CORPORATION 
3415 N. Ashland Ave., Chicago 


Makers of 
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year. A major objective is to increase the association 
membership to as near the hundred per cent mark 
as possible. 

Since 1921, Mr. Jessogne has been in the office ma- 
chine business. His first connection was with the 
Elliott-Fisher organization in Milwaukee, where he 
functioned as a service man. Subsequently, he was 
with the Chicago office of Elliott-Fisher and for a time 
worked in the plant at Harrisburg. He has also served 


| in New York, Indianapolis and Des Moines. In 1935, 


he went into business with L. H. Taylor, a former 
Elliott-Fisher man, as a partner. The J & T Office 
Machine Company specializes in Elliott-Fisher equip- 
ment and handles some _ typewriters and other 
machines. 
Se en ee 
PEARCE TO HEAD HOUSTON S. E. A. 

At the first annual meeting of the Houston (Texas) 
Sales Executive Association, P. T. Pearce was elected 
president of the organization for 1939. He is vice- 
president of the Cargill Company of Houston. 

The organization has just completed a year of un- 
usual activities and expansion under the leadership 
of Roy J. Beard, president and general manager of the 
Star Engraving Company. During the presidency of 
Mr. Beard, Mr. Pearce was program manager of the 
association and it was due to his splendid work in this 
capacity that the membership of forty-eight elected 
him to head the organization for the ensuing year. 

Se aa nS 

MAVERICK-CLARKE EMPLOYES ENJOY DANCE 

Members of the Maverick-Clarke Boosters Club, con- 
sisting of employes of the Maverick-Clarke Litho Com- 
pany of San Antonio, Texas, held a Hallowe’en dance 
on the night of October 29. The guests were costumed 
for the occasion, with prizes for those judged having 
the most appropriate costumes. 

Mrs. Ruby Teller, manager of the greeting cards and 
social stationery department, is president of the Club. 
—BCR 

a 
MILWAUKEE 0O.A.F. ATTENDS FOOTBALL GAME 

Officers and members of the Milwaukee Office Furni- 
ture Association shelved business for a while when 
they attended, in a body, the Wisconsin-Northwestern 
football game at Evanston, IIl., on November 5. 
According to C. A. Netzhammer, secretary-treasurer 
of the association, reports of members on increase 
and decrease indicate a slight increase in September 
business over that of the same month last year. 

= —___ 


LOUISVILLE STATIONERS MEET 

Featured by the reading of a report on trade con- 
ditions by President W. P. Kelly, the regular meeting 
of the Stationers Association of Louisville (Ky.) was 
held in the Brown hotel on October 3. Following the 
reading of Mr. Kelly’s report the assembled members 
and officers held a discussion on plans for the fifth 
regional meeting scheduled for early Spring. 

re oe oo 
N. Y. FILING ASSOCIATION TO MEET 

The problem of retention and destruction of records 
will be the subject under discussion at the next meet- 
ing of the Filing Association of New York, to be held 
November 14 at the organization’s club rooms, 132 East 
Forty-fifth street. 
STATIONERS’ 12:30 CLUB AUTUMN GET-TOGETHER 

Starting the Autumn season off with a bang, seventy 
members and guests of the Stationers’ 12:30 Club 
checked in at Gasner’s restaurant, Duane Street, New 
York City, on Monday, October 17, for the Autumn 
Get-together. The big attraction was the slight of 
hand expertness of President Dwight W. Briggs, who 
pulled some very interesting prizes from a “hat” 
(Wow! What a hat!) to the personal gratification of 
the chosen few. 

The Stationers’ 12:30 Club meets every Monday at 
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TRANSFER CASES 
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sell G/W storage cases ... 
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meet every storage need. 


DUO-VAL CASES 
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PREPARE FOR INCREASED SALES OF 
STATIONERS’ GOODS AND SUPPLIES 


Now is the time to check your stock and order merchandise 
needed to meet the increasing demand for fast-moving “bread 
and butter’’ items made by Globe-Wernicke. 
business necessities are widely known for their. dependable 
quality and value. 


These everyday 


There are many G/W office accessories you can sell your 
customers—some of them are needed in every office. 
for a free copy of our stationers’ products catalog, together 
with prices and discount to dealers. 


Send 














light weight. . 
-- » four sizes. Made in 11 styles... 
indexed alphabetic- 
ally, days of week, 
days of month, etc., 
also with metal tabs 
and removable in- 
serts . . standard 
and legal sizes. 


. low cost 
Everyday File 





Waste Baskets 


Attractive steel waste 
baskets for office and 
home ... easy to keep 
clean ... two sizes ... 
with or without legs 
«.. variety of finishes. 


















NORWOOD 
STORAGE FILES 


Inexpensive fibreboard 
case with steel reinforce- 





Clip. Boards 
Striped wood or Ma- 
sonite ... clip has 
powerful spring for 
holding papers . . . 
letter, cap, note and 
waybill sizes. 








paat-} ah SUED aat-(o(- Wb al o¥ ole) 0) bE 
lar sizes. 













Card Index 
Cabinets 


Well-made but inex- 
pensive steel C. I. 
cabinets ... furnished 
in oneand two drawer 
styles for 3x 5”, 4x 6” 
and 5 x 8” cards. 








Masonite Lapboards 


Handy for reading, 
writing, drawing, 
sewing ... for refresh- 
ments, games ... for 
the student or in the 
sick room. 











FOLDING FIBREBOARD 


la cebale MEM at-t- Vg amb a8 od a-Jolel- Fae! 
case . . . shipped flat in 
metal reinforced lid. . 
4 convenient sizes. 

















icke 





p 
e Wet 





Gio? 


MAKERS OF 


Steel and Wood Office 








Service 


Vale nh warere Equipme nt for Libraries, 


Stationers’ Products 


Wood Card 
Index Trays 


With or without 
hinged covers for 
3x5”, 4x6” and 5x8” 
cards. Wood filler in 
front prevents tabs 
of guides being mu- 


tilated. 

















Cincinnati, Ohio 


Furniture, Filing Equipment, Bookcases, Partitions 
Schools and Public Buildings 


Storage and Visible Record Equipment and 





“Accesso” 
Wood Desk Trays 


Wide hand openings 
on all four sides and 
bottom make it easy 
to handle papers... 
trays may be stacked 
or combined laterally. 





Box Files 


Meet most every fil- 
ing requirement. | 
Available in fifteen 
different sizes with 
many styles of index- 
ing. 








Globe-Wernicke 


OVER 4000 TPEMS NEEDED IN OFFICE 


S ne 






Filing Supplic 


Il Shelwir 
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HELPING YOU TELL YOUR wew 








DRAMATIZING THE FEATURE 
THAT CLOSES CHAIR SALES 


¥%% Visitors were keenly interested in this mov- 
ing display that explained visually Flotilt’s 
easy, quiet action. Old-fashioned springs are 
replaced by a rubber tilting control unit—live 
rubber forced into a steel case and protected 
against deterioration. Fingertip tilting adjust- 
ment. . . self-lubricating swivel bearings . . 
attractive appearance... all help to make 
Flotilt the leading chair control today. 
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pemest SALES STORY 








FLOTILT DISPLAY DRAWS INTERESTED 
AUDIENCE at Wational Business Show 


Thousands at New York’s Business Show took home 
new ideas about office chair comfort. Every year, Flotilt 
gains wider recognition as the modern chair control... 
dealers everywhere are learning that it is an accepted 
feature they can depend on to close office chair sales. 


There is no other control like Flotilt 


It has no springs—which eliminates the danger of ac- 
cident from spring breakage. It needs no lubrication— 
can never squeak or squeal. Flotilt is to chairs what 
silent mechanism is to typewriters ...and it gives the 
dealer who features it a Sales Angle that leads to prof- 
ts. Write for complete information and list of pro- 


gressive chair manufacturers who have adopted Flotilt. 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 
The World’s Largest Manufacturers of Office Chair Casters 


Bassick F/o-77/7 Chair Control 
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Gasner’s, and extends a cordial invitation to all en- 
gaged in the office equipment business to join them. 
ee a 
PHILADELPHIA STATIONERS HOLD THIRTY-THIRD 
ANNUAL BANQUET 
The annual banquet of the Philadelphia Stationers 
Association was held October 13, in the Crystal ball- 
room of the Benjamin Franklin hotel, with about 125 
guests sitting down to a satisfactory dinner and an 

enjoyable time. 

Mr. Walter Crapp, president of the association, acted 
as toastmaster and Kept the ball rolling. He acquitted 
himself with great credit. 

In addressing the gathering, he expressed the grati- 
fication at the presence of some of the old members 
of the association and presented Wm. Henry Brooks, 
Charles Connell, Francis Irwin and Tom Stagg, all 
former presidents of the association. He also presented 
Regional Governor Robert Thomas of Lucas Brothers, 
Baltimore, and General Manager Charles P. Garvin, 
of The National Stationers Association, who also sat at 
the head table. 


Credit is due the Penn-Mar-Va Travelers Club for | 
the fine work done in promoting the dinner and the | 


new feature introduced by them, “The Gay Nineties.” 
Presented following the banquet it was a source of 
continued enthusiasm and the promoter of much 
good will. 

Walter Crapp, in welcoming the guests, suggested 
that business is like a football game. We are on a 
march to the goal. 
but we go ahead and we play to win. Our strength 
lies in working together, said he, and we hope for 
added strength. We have yet to reach the strength 
possible in Association work. 

Regional Governor Thomas spoke briefly and pointed 
out that proper association work brings confidence. He 
urged that we do not take too much for granted but 
that we have confidence in each other and cooperate 
to the fullest possible degree. ‘Don’t kid yourselves,” 
he said, “for cooperation is the thing that brings 
results.” He also announced that the 1939 Regional 
meeting would be held in Atlantic City, probably some- 
time in April. 

Mr. Garvin gave a brief review of the Chicago con- 
vention and characterized it as a great meeting. All 
who were there talked of things that can be done, 
he said. No time was wasted. He urged that all present 
concentrate on things that can be done. Business car- 
ries on and grows in importance, said he. We must 
learn to think alike, and think right. 

Mr. Brooks was called upon and said that it was 
pleasant to speak to those gathered after fifty-three 
years of service in the field. He paid a fine tribute to 
Mr. Irwin on completing fifty years of service in the 
field and presented him with a beautiful clock, a 
token of regard and esteem from the members of 
the Association. 

Mr. Irwin responded modestly and was apparently 
quite overcome by the unexpected tribute. He said he 
“didn’t deserve it’ but he was happy to hear of the 
fine compliments and “had a heart full of gratitude 
for his fine associates who, through knowing them and 
associating with them, had made him a better man.” 

There was an entertaining floor show of vocal and 
instrumental music and also exhibition dancing of 
varied kinds, together with tricks and magic and 
crayon drawing by a lightning artist, after which the 
meeting adjourned to the innovation created by the 
Penn-Mar-Va Travelers Club, which was a reproduc- 
tion of an old-fashioned corner family saloon of the 
Gay Nineties, where the Travelers acted as waiters, 
also indulging in barber-shop harmony as well as sup- 
plying liquid refreshments to those assembled. All the 
costumes and the conduct were carried out as they 
were in Ye Olden Days, even to the bouncer. A good 
time was had by all and pleasant recollections of the 
innovation we are sure will be held by many who 
were present. 


We may lose ground sometimes, | 














Wide nm staple channel 
for anh loading and re- 
moval of non-feed staple. 


A NON-JAMMING STAPLER 
EXQUISITELY DESIGNED FOR HOME DESKS | 


Three Colors 
Walnut, Jade or Ebony 





No dealer wants his regular sales of larger staplers to be sup- 
planted by a progression of lower priced staplers, with a resulting 
progression of smaller profits. But he does, we think, want a low 


priced stapler which broadens his sales field. 


That’s where TOT and the millions of home desks come in. 
Home desk users are people of modern tastes. No cumbersome 
clumsy-looking stapler will be considered fit company for the 
meticulous home desk setting. TOT’s gracefully tapered contour, 
colorful plastic base and cap lend a charm equal to that of the 


most expensive desk appointments. 


Home desk users will not spend four and five dollars for a 


stapler. TOT, at $1.50, eliminates their price objections. 


And TOT is a Swingline—mechanically the stapling sensation 
of the day. For good looks, low price and efficiency, it cannot 


be matched. Get going with TOT today. 


Display Package 


Each carton of six TOTS contains 
three display cards in two colors. 
Combined with individual TOT 
boxes, these give attractive small 
display for TOT in each color. 








Consult your jobber, or write 


PARROT SPEED FASTENER CORPORATION 


37-18 Northern Blvd. Long Island City New York 
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Raining Dollars 


| ing idea is one suggested by an eastern dealer who 
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You need a complete line of record 
storage equipment to scoop in your 
share of transfer season profits. Get 
set forthe deluge with . . . . 





LIBERTY STORAGE BOXES— 


The national standard for 21 years. 


STAX ON STEEL— 


New, beautiful, modernized storage file 


that “Builds Its Own Steel Shelving.” 


LIBERTY STORAGE BINDERS— 


The efficient permanent binder for all 
loose-leaf forms. 














NEW SALES HELPS 


New type, punch-packing sales pieces now in the making 
for you—the most complete, most effective in our history. 
Write us now for yours! 


BANKERS BOX CO. 


936 So. Clark Street + Chicago, Illinois 
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CHRISTMAS MERCHANDISING IDEAS 
(Continued from page 15) 


really use; other than spending small sums individu- 
ally and not having anything very worthwhile to offer. 


Holiday Decorations Help 
12. An idea that will pay as much as an actual sell- 


each year puts plenty of holiday atmosphere into his 
store, and finds that the time and expense are justi- 
fied, because it brings in gift purchases and puts 
walk-ins for regular items into a holiday mood. The 
store is decorated with several hundred yards of heavy 
evergreen rope and several tiny Christmas trees which 
glisten with colored lights throughout. The more holi- 
day atmosphere shown the better customers like it, 


| and the more gift merchandise they buy, he has found. 





Store Routine 


13. Here are valuable routine suggestions to remem- 
ber during the rush season: (1) Remember that the 
store will operate better if everything has a place and 
everybody knows where it is. (2) Have large signs in 
the store, guiding shoppers to special gift displays. 
(3) Work out a stock technique for filling in stock, 
and a system for selling from stock samples on the 
floor. 

Store Service Bulletins 


14. Store service bulletins offer an excellent way to 
“pep up” the employees and put them “on their toes” 
for the busy season ahead. 

O. G. Bayless, vice-president of Lowman & Hanford 
Company, Seattle, Wash., has kindly submitted three 
copies of their bulletins, called “Lohanco Teamwork”, 
issued for this purpose last year. They are fine exam- 
ples of what can be done to build up an enthusiastic 
service spirit and also pass along timely advice to the 
sales people. 

The following paragraphs are taken from bulletin 
No. 15, dated November 29, 1937: 

“Now that Thanksgiving Day is over, and not much 
remains of the ‘Old Bird’, we can all shift our ‘Sales 
Chariots’ into high gear for the ‘race’ to Christmas. 

“Well, Team, we all know that it is a ‘race’, that 
calls for all the sales ability and physical endurance 
that we can each muster. The ‘race’ will be swift, as 
usual, and how well we finish will be strictly up to 
each one of us as a very important part of “Team’ 
results. 

“Each of us must do not only what is expected, but 
‘more’, and that can best be expressed by helping each 
other to help our customers better than ever before. 
Let us daily strive to radiate cordiality toward cus- 
tomers and fellow teamworkers. Then, when Dec. 24th 
rolls around, we'll have had a real ‘thrill’ out of our 
work, which will repay us for increased effort put 
forth. 

“Beginning week of Nov. 29th, and until Dec. 31st, 
the inside salesforce and stockroom crews will discon- 
tinue ‘half days off’, and will be paid for the extra 
four hours at regular schedule. 

“Dec. 11th most retail stores will remain open until 
6:60 p. m. daily until Christmas, and we shall do like- 
wise. Salesforce and stockroom crew will then be 
required to observe ‘9:00 to 6:00’ as our store hours, 
and again will be compensated for the extra 4 hours 
at regular schedule. This advance information is be- 
ing given so that all personal plans can be made con- 
veniently. Our store will not remain open any evening 
after 6:00 p. m. 

“Just a few words of advice to all new salespersons: 
Never say, “NO!” to a customer until you have asked 
someone more experienced than yourself for the cor- 
rect answer to the customer’s request. This applies 
equally to merchandise carried, and to services ren- 
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ENCORE! 


Encore! Encore! 


%& An instant of silence as Sammy Kaye and his famous 
orchestra conclude a “swing and sway'’ number in. the Palm 
room of New York's Commodore Hotel. Suddenly there is a 
shout of ''Encore!"' The crowd picks it up and "Encore 

Encore’’ echoes to the ceiling. ye Perhaps not as vehemently, 
but just as firmly, thousands of secretaries daily demand an 
encore of OLD TOWN DOUBLE DUTY CARBON PAPER. 
DOUBLE DUTY is an all-purpose carbon. It is clean! It does 
not smudge the hands or the duplicate copies. No wrinkle or 
curl is apparent under constant use. DOUBLE DUTY is no 
clock watcher. It retains that new, fresh look during its entire 
lifetime. It comes in various weights and finishes to suit every 
requirement. ye Sammy Kaye gets his ‘encores’ on the pop- 
ularity of his own particular brand of swing music. OLD TOWN 
gets its ‘'encores'’ on its own particular brand of quality and 


' 


economy. Order today and watch for ''encores''! 





COMPANY 


Johnson and Prince Streets 
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Sammy Kaye and OLD TOWN are 


both famous for their encores! 





INCORPORATEODO 


Brooklyn, New York 

















CONFIDENTIALLY 
GENTLEMEN:- 


You’re passing up a good bet if you don’t 
sell the “*PREMIER” Factory Rebuilt Rem- 


ington Noiseless No. 6. 


Sell this “*QUIET”’ machine to businesses, 
that want and need the calming influences 
of a *‘Noiseless’’ office—at prices 50% less 
than original. 


Not forgetting the Factory **RECON- 
DITIONED” Remington Noiseless 
No. 6, which costs little more than a 
desirable “‘rough.”’ An ideal RENTAL 
typewriter for home or office. The 
“RECONDITIONED” is ready-to- 


rent—you can readily convert your 





rentals into sales. 


Sell and Rent these *‘Noiseless’’ bargains, 
you'll have less headaches for service calls 
are expensive, not to mention lost customer 
good-will. Confidentially the profit possi- 
bilities will amaze you. Write today. 


PREMIER 
FACTORY 
REBUILT 
REMINGTON 
NOISELESS in 

No. 6 | ee 



















AMERICAN WRITING MACHINE CO. 
115-117 WORTH ST. NEW YORK, N. Y. 
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dered by our store. There is no shame in asking, and 
all the regular Teamworkers will be glad to help with 
correct information for you, and our customers. 

“‘Polish up’ the smile! 

“Oil up’ the heel ‘springs’! 

“Dust off’ thoroughly all merchandise in your care, 
frequently. It sells faster! 

“Straighten up’ counter and table displays when- 
ever you are not busy with customers, during the day. 

“*Face the music’! Customers furnish the ‘notes’ 
that turn the cash registers into a ‘Symphony’! Let 
the ‘bells ring out’! 

“Do not gather in groups for conversation, because 
then you can not see customers quickly enough, and 
they are easily ‘irritated’ by neglect. 

“Be sure’ to use the correct tube carriers for your 
station, so as to prevent errors in getting change or 
credit approvals, and to avoid annoying delays to our 
customers. The Credit Department and Cashiers have 
also been asked to use great care in watching station 
numbers. 

“ ‘Remember’ to fill up your floor stocks every morn- 
ing. Do not wait until stock is ‘out’ before starting to 
fill up ‘gaps’ made by sales. Complete floor stock saves 
everyone time, and frequently saves sales as well. 


“More Radio, Newspaper and Direct mail advertis- 
ing this year than last, to bring prospective customers 
into our store. Let us take good care of both customers 
and the merchandise. They both require careful han- 
dling; both represent real money!”’ 

Another bulletin was issued by Mr. Bayless on De- 
cember 4. “Responsibility” was the keynote for fur- 
ther advice. Here are some of the paragraphs: 

“Only 18 ‘Selling’ Days before Christmas. What we 
accomplish in those 18 grand opportunities is largely 
up to each one of the Team individually. There is a 
‘personal’ responsibility that rests on the shoulders of 
each of us. Will we discharge that ‘responsibility’ with 
‘credit’ to ourselves and ‘profit’ to the store? Sure! we 
will as we always have! 

“That ‘responsibility’ includes many things, some of 
which are: 

1. Treating ‘customers’ as invited ‘guests,’ which 
they are, with cordial, willing helpful service in their 
Gift problems. 

2. Keeping merchandise ‘clean’ and attractively dis- 
played, so that it invites inspection and purchase. 

3. ‘Caring for’ merchandise as though it were our 
very own. It all represents just so many dollars, there- 
fore it should be ‘watched over’ and handled carefully. 
So much of sour merchandise ‘suffers’ from ‘careless’ 
handling and soon becomes shop worn or unsaleable 
at full price, that each of us should guard and protect 
it in every possible way. 

4. When showing merchandise to customers, if we 
handle it carefully as though we appreciated its ‘value’, 
the customer will be inclined to do the same. How- 
ever if we ‘pile’ and ‘shove’ goods around as though 
it were so much ‘cord wood’, our customers are very 
apt to do the same and value it not at all. 

5. ‘Promises’ are easily made, and as easily broken, 
unless personal responsibility is in control. ‘Follow 
thru’ is as good advice to selling and non-selling Team- 
workers, as it is to golfers. The ‘ability’ and ‘will’ to 
complete that which we start, makes us either a ‘good 
team’ or a very poor one.... 

P. S. Always get the name of person ordering any 
goods charged, and write it in proper place on charge 
sheets. Much time and effort can be saved if you will 
always do this.” 

On December 11, Mr. Bayless released his third 
bulletin in his holiday series. This one was briefer 
than the others. But at the bottom of the sheet he 
put over the proverbial thousand words with a picture 
—a group of smiling faces, captioned in large letters, 
SMILE! SMILE! SMILE! The text of this bulletin 
follows: 

“JUST 12 SELLING DAYS until Christmas! Every 
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Every time the Art Metal engineering and designing 
departments go into a huddle they usually come out 
of it with a sensational new play that proves a real 


ground gainer for Art Metal dealers. 


As a result, the alert merchants who travel under the 
Art Metal banner have come to look for and expect 
dramatic product announcements of this organization. 
What we’re giving them right along are innovations 
and not imitations . . . equipment they can get gen- 
uinely excited about . .. merchandise which fills a 
definite need and for which there is ready and confi- 


dent acceptance because of Art Metal’s sponsorship. 


Glance over the newest items in the Art Metal line and 
then think what it means in profit and prestige to be 
able to offer your customer and prospects such 


a wealth of better office-keeping equipment. 


18866 


Art Metal 


Jamestown. New York 
U S.A 


Vi¢ 





AIRLINE DESKS with their smartly modern lines... 
MAINLINER DESKS with their four, six and eight leg 
interchangeability ... the SPEEDFILE with its ‘*‘Auto- 
tilt’? compressor that conserves space and speeds up 
filing .. . the PLANFILE with its letter file simplicity 
... the RECORDAK FILM FILE that solves the housing 
problem for photo recorded data . . . the TABULAT- 
ING CARD FILE with its 639 linear inches of filing 
capacity . . . CARD INDEX CROSS FILING TRAYS 
that are as efficient as they look . .. the WASTE- 
BASKET with its harmonizing lines and protective 


rubber bumper. 


That’s an all-star lineup if ever there was one. If you’re 
not now sitting on the Art Metal side of the field, write 
our Agency Division about a territorial connection. 
ART METAL CONSTRUCTION CO. 


Jamestown, N. Y. 
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Jamestown, New York 


E Complele Line OF MODERN OFFICE EQUIPMENT 













66 


Keep 
within the 


~ PROFIT 
CIRCLE 








@ Focus your 
profit spot light on 
the products which 
you need to carry 
the least stock and 
give you greatest 
margin per dollar 
turnover. 


The “Big 4” of the 
NEVA-CLOG line 
will satisfy 90°/, of 
your demands and 
require only two 
sizes of staples. 
You build up a 
most _ profitable 
business by push- 
ing these machines 
on requests for 
new machines. 
They add to your 
already GOOD re- 
peat business on 
staples to fit the 
thousands of 
NEVA-CLOG ma- 
chines now in 
daily use. 


Keep in the profit circle with NEVA-CLOG 
machines and genuine NEVA-CLOG staples. 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, 


CONN. 
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one of them ‘crammed full’ of sales opportunities. Let 
us all make the most of those 12 Days. 

“Remember ‘clean’ merchandise well displayed does 
attract buyers searching for gifts. 

“Remember—we (collectively and individually) are 
supposed to ‘know’ about the merchandise offered and 
be able to explain and show its advantages to our 
customers, who are ‘sometimes’ less well informed. Do 
it ‘pleasantly’, using care not to offend customers. 

“Do not ‘oversell’ or use ‘strong arm’ tactics. ‘Sat- 
isfied’, well sold customers come back; ‘dissatisfied’ 
ones do not. 

“Store Hours until Christmas, starting today will be 
9:00 a. m. until 6:00 p. m., to December 24th inclusive. 
After that date we revert to our regular 5:20 p. m. clos- 
ing hour. 

“Names, initials, addresses, buildings, apartment and 
hotel room numbers are very important. Get them all 
and write or print them so that they cannot be mis- 
understood! Thanks! and we'll all be happier and so 
will our customers!”’ 


= —_ 


VON RITTER BECOMES STATIONERS LOOSE LEAF 
SALES MANAGER 

Frank Von Ritter, for many years eastern sales 
manager of the Stationers Loose Leaf Company, Mil- 
waukee, last month was appointed general sales man- 
ager according to a statement issued by Vice-President 
Harold E. Hawkins. Mr. Von Ritter succeeds the late 
Richard Conell. 

Well-known throughout the East, Mr. Von Ritter has 














F. M. VON RITTER 


spent practically his entire business career in the sta- 
tionery field, specializing in visible records, the com- 
pany’s Flexi-Post, and record books. He possesses the 
rare ability to grasp and unravel problems of the sales- 
man and the dealer and on many occasions has won 
acclaim for the masterly way in which he aided sta- 
tioners in solving system problems for their customers. 

Mr. Von Ritter will make his headquarters in Mil- 
waukee and takes to his new position the well wishes 
of hundreds of friends he leaves on the eastern sec- 
tion of the country. P 
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BALDWIN SEEKS DATA ON BURNS TYPEWRITER 

An old friend and oft-time contributor to these 
columns, D. C. Baldwin, the “Old Typewriter Man” of 
Fort Smith, Ark., is anxious to receive all possible in- 
formation on the old Burns typewriter “made about 
1904-5 at 64 South Division street, Buffalo, N. Y.” 
Mr. Baldwin seeks the information for a friend living 
abroad who is a Swiss historian, and asks us to “broad- 
cast an S.O.S.” for him. 

Any person in or out of the industry who may pos- 
sess the information Mr. Baldwin requires may address 


| him at 1022 North Fifth street, Fort Smith, Ark. 
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YOUR CUSTOMERS WILL BE PLEASED WITH 
DEPENDABLE G/W BUSINESS EQUIPMENT 


Sell your customers Globe-Wernicke 
business equipment. . . built for long, 
useful service. For more than fifty years 
this company has been a leader in pro- 
ducing dependable merchandise that 
helps people accomplish more work with 
less effort, keeps office routine operating 
smoothly, saves time and money. 






























FILING CABINETS 


A wide variety of steel 
filing cabinets in 


It pays to sell goods that provide satis- Horizontal Sections 
factory service to users and to do busi- “ers ins allure of cecoate, 
ness with a manufacturer who cooperates 
with the dealer instead of competing 
pvaueee to 1 ee: with him. A wide variety of G/W steel 
many ques office equipment is sold only by dealers. 
of modern business. ; 

It is our policy to cooperate with them 
so they make all the retail profit on a sale. 
Write for NEW catalog, prices and de- 
tails of our proposition which offers a 


every price range is 





Steel Shelving 
road to business success free from uNn- _ Easy to install and can be adapted 


to individual needs and the floor 


sound practices and unfair competition. space available. 
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DESKS AND TABLES 


Modern G/W steel 
desks and tables help 
make the office an at- 
tractive and efficient 
business home .. . 
many styles and sizes 
for every business Storage Cupboards Sectional Bookcases Visible Records 





need. Storage and wardrobe cabinets Protect books from dust and There are many styles and sizes 
are made in numerous sizes and damage . . . unit includes of G/W visible record equipment 
two grades—fire resistant and top, base and book section, for every record-keeping need. 
practically dust-proof. in four different heights. 








Globe-Wernicke 


Cincinnati, Ohio 
MAKERS ©) sin OVA oe Ger 1010100 Os OD 00,” Oa oe oe DD Oe OD OO OB ee On oe 


Steel and Wood Office Furniture, Fitieg Equipment, Bookcases, Partitions—Special Steel 
S : and Wood Equipme nt for Libraries, Schools and Public Buildings—Filing Supplies 
ervice < 4 : B 
tationers’ Products; Storage and V sible Record Equipment and Steel Shelving 








ick? 






or 

















OFFICE APPLIANCES 


| SHEAFFERS | 


ia 


a PENCIL 
‘om SPIRAL GRIP... | 
: av asieeoes ® eure ania F 


THE ONLY REAL IMPROVEMENT 
IM PENCIL WRITING iN 23 YEARS 


SHEAFFERS : . ik WORKING 1005 ] DIMERS 52 10:45 
* a i 









































ee weit S424 
: OMA lea Res. ‘2 tolls \ 
/ A “a C4 ME (a, } 
BMALING ‘- $ SF th i 4 
ebine: . ‘sien ¥ 
Ye soadgstontenteat f, orca seb, weve. ¥ “ew ~ “x ™ 
(Yl aveeemen: BA - saovas ean = GR wars & iy eae Sutare 
y "eat g/ y 4 iW iowcs teases 6 Aad f Vi DEKE LB OM EH? a ee Lng 
masrenmice § ne Srectee™ 50 ee aoe Pye. | AVE Se 
tease pene Bi) \ oa 1398 OF Ake ie » ‘4 
“ MS Raps 






“SPIRAL CRIP octane 
6 SPIRAL-GREP mene icing 


















% Double size, 
reversible, pro- 
pelling eraser, 
gold-capped. 


FORMER 10° SALES HOP TO *1-° 
wt NEW Free FINELINE DISPLAY! 


Many dealers soon sold out after the first national 4-Color FINELINE 
x un. Magazine advertising appeared in September; the factory never has 
length THIN- quite caught up with orders! Students, office people, factory men, 
——— housewives, all have daily use for a good mechanical pencil. Many 
dealers who have been selling dime pencils find FINELINE so packed 
with advantages that it sells almost as easily as dime pencils with 10 
times the volume to the same number of customers and more satis- 


fied customers. 


vty egg FREE DISPLAY GETS YOU 
odie INTO FINELINE PROFITS! 


Note: Dealers selling Sheaffer Ensembles and Desk Sets should include a row of 
them on each side of this display, enabling them to feature units up to $15 in this 
window. The $1.00 pencil will {bring them in and make the 
highest unit of sale possible. 

With seven dozen FINELINE pencils and some leads and erasers 
you dress up the striking display above—leaving 5 doz. of a gross 
deal for counter selling. Each easel features a buying reason— 
mass display creates instant action—display is FREE with only 
a gross of pencils. MORE NATIONAL 4-COLOR ADVER- 
TISING IS SCHEDULED! Act NOW! 


1 gross Window Assortment, with FREE Mass 
Display: 

12 doz. FINELINE Pencils complete with Display: Big 

* 5c FINE. blue and yellow center panel, two 4-color side cards and 


— ate new type transparent pencil holders holding 12 pencils 
ripie the S¢ each. (Good for counter display later). 


» SHEAFFER'S 


W. A. Sheaffer Pen Company, Fort Madison, lowa. 
‘“‘Pen Capital of America”’ 













* 15c FINELINE erasers— 
last twice as long, make 
satisfied customers. 
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IN OTHER LANDS 

(Continued from page 46) 
the possibility of the exhibition being cancelled, but, at 
the same time, he could not hold up the preliminary 
arrangements too much because in the event of a set- 
tlement, everything must go on as usual. You will 
guess how relieved he was when the settlement was 
arrived at. 

Now everything goes forward with a new hope and 
a determination to “get on with the business.” From 
what I hear the Manchester exhibition is going to be 
infinitely better in every way than the previous show, 
and members of the trade are looking forward to good 
results. 

In a few days’ time an event of interest to many 
members of the trade is to take place—namely, the 
marriage of Mr. James A. Halsby, only son of Mr. and 
Mrs. Joseph Halsby, to Miss Yarta Schultze, daughter 
of the Provost of Peterhead and Mrs. Schultze. Mr. 
and Mrs. Halsby are giving a reception and dance a 
day or two previous to the marriage at which, besides 
a large number of personal friends, many members of 
the office appliance trade will be present. Mr. “Jack” 
Halsby is a director of Halsby & Co. Ltd., the well- 
known British distributors of the Protectograph. 

Mr. and Mrs. Joseph Halsby are proceeding to U.S.A. 
at the end of this month, but our advice is that it is a 
holiday, and that Mr. Halsby wants to Keep clear of 
business. I would like to add the personal note that I 
hope this wish will be respected because “J. H.” can 
well do with a rest from the strain and worry of busi- 
ness affairs. 

* * ok 

Partly because of the proximity of the Manchester 
exhibition it has been decided to postpone the annual 
general meeting of the Office Appliance Trades Asso- 


ciation from this month till after the exhibition. I | ‘ 


hope to report on the exhibition in my next month’s 
letter as I plan to pay a brief visit some time during 
the run of the show.—VEJ 
ee 
OLIVETTI CELEBRATES 30TH ANNIVERSARY 
With appropriate ceremonies and amid the general 
enthusiasm of its 2500 employes, Ing. C. Olivetti & C., 
S. A. Ivrea, Italy, celebrated the thirtieth anniversary 
of its founding. 


The well-known typewriter and office machine 

















C. OLIVETTI 


manufacturing concern is headed by Ing. Camillo 
Olivetti, a prominent figure both abroad and in the 
United States. Mr. Olivetti took his degree at the 
Polytechnic School of Turin and became prominent 
in educational circles in America when, in 1894, he 
was appointed professor of electrical engineering at 
Stanford University. Two years later he founded a 
factory for the manufacture of electrical measuring 
instruments which is today a leader in its field. 

In 1908 Mr. Olivetti left this industry to begin the 
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To Mr. Matthews and the thousands of other Markwell 
Dealers, we express our sincere appreciation for their 


loyal support and cooperation. It is, of course, most 
gratifying to learn of the splendid consumer acceptance 


on our new STAPLE-MASTERS. 


The NEW Lifetime STAPLE-MASTER’ 


STAPLES - PINS - TACKS 
USES 3 SIZES STAPLES 


























Write Toda ry 


for particulars on 
the Markwell Protected Ss 
Dealer Plan and how YOU can in- 
crease your sales and profits. 
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NARKWELL MEG CO ne 


200 HUDSON STREET NEW «YORK 

















My Ribbon and 
Carbon Sales Are 
Definitely UP 


—You ask the reason why? It comes in 
three short but important words: 


BUCKEYE 
TECHNICAL 
TRAINING 


Buckeye Technical Training applied to type- 
writer ribbons and carbon paper is sure to send 
the sales curve up. It is served in a style which 
is easy to take, quick to grasp. It provides a 
thorough knowledge of application. 


Through fifty years of practical experience we 
have developed comprehensive information on 
all phases of the business. Each subject is 
covered in a separate treatise. Answers to 
practically all problems the salesman will en- 
counter are supplied. 

Copies of each treatise in sufficient number for 
your sales staff are mailed weekly. In this 
manner all possibility of confusion is elimi- 
nated. You get one subject at a time. The 
series complete constitutes a valuable manual 
with a wide range of up-to-date sales producing 
information. 


No Obligation 
Involved 


Take advantage of this unusual offer. It 
makes no difference what line of ribbons 
and carbons you sell. Your sales will be 
up, too, after taking Buckeye training. 
Write for details. 


THE BUCKEYE RIBBON 
& CARBON CO. 


Manufacturers 


1458-68 East 55th Street 
CLEVELAND, O. 
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manufacture of typewriters—the first enterprise of its 
kind in Italy—opening a factory at Ivrea with a small 
personnel which has since grown into a large organiza- 
tion’ employing 2500 men and women, 2000 of whom 
work in the office machines division, where also the 
company produces its own tools and types. 


—___—.9-<ai-9-—_—_2___ 


APPRECIATE YOUNG MEN 

Older men are too often inclined to consider men 
of twenty-five years of age as children. No doubt 
many of them are. But from time to time a young 
man of twenty-five is mentally developed and ready 
to assume great responsibility. To hold him to a 
minor position is a serious fault. 

Newton and Kelvin were renowned scholars at 
twenty-four years. Charles Dickens was twenty-four 
when he wrote Pickwick Papers. McCormick was 
twenty-three when he invented the reaping machine. 
Westinghouse was the same age when he invented the 
air brake. 

Certain young men have intelligence that develops 
rapidly. We must not forget them. (L’efficience, 
Paris.) 

THE STORY OF PERGAMENT PAPER 

Papier Zeitung (Berlin) referred to the origin of 
pergament paper, which became possible through a 
new application of sulphuric acid in the paper making 
field. The raw stock was treated with sulphuric acid, 
and transparent paper was added to the world’s supply 
of paper. 

ctisnnnttigiilltiaitiai saciithtinen 

COMPETITION FOR BUSINESS STATIONERY 

The British Stationer reports that the seventh com- 
petition for better business stationery conducted by 
the London Daily Telegraph will be held in September, 
under the auspices of the British Stationery Council. 


—.9- =i 


LEAD PENCILS TO BE MADE IN BOMBAY 
Burghagen’s Zeitschrift fur Burobedarf reported that 
a lead pencil manufacturing plant is to be established 
in the province of Bombay. 
a ee 


GERMAN MANUFACTURER CHANGES NAME 
Burghagen’s Zeitschrift fur Burobedarf reports that 
the business formerly known as the Archoschreib- 
Maschinen Company, Frankfurt a.M., has been changed 
to Archoschreibmaschingesellschaft, Carl Winterling. 
nnncssnsscilgileliit cecilia 


INTERNATIONAL EXPOSITION AT TOKIO 
POSTPONED 
Burobedarf Rundschau, Berlin, reports that the 
International fair at Tokio has been postponed. 


i 


DO NOT CROWD STORE TABLES 
Verkaufs Journal (Sales Journal) of Vienna offers 
the suggestion to merchants that the display tables in 
a store should not be crowded. 
a ee wy 


HOLLAND RESTRICTS NEW STATIONERY STORES 
Buro-Bedarf Rundschau reports that Holland has 
taken action to restrict the number of stationery 
establishments. 
o—fe — 
PULP AND PAPER MILL IN SOUTH AFRICA 
The South African Printer and Stationer printed 
pictures of a paper mill being erected at Geduld— 
the first print mill in the colony. 
since i cite 


DICTATING MACHINES IN THE OFFICE (BERLIN) 

Die Buro endustrie commented on the progress being 
made in Germany in the application of dictating ma- 
chines for handling office correspondence. 
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STEEL OFFICE 
EQUIPMENT 








N. E. COR. BROAD & CHESTNUT STS. 


EQUIPMENT CO. 
LPHIA 
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PUT YOUR WINDOW TO WORK 
FOR A SALES SUCCESS 


Ts! 


eS OLU MBIA’S top-quality merchandise 
SCHWABACHER FREY STATIONERY CO. C and modern merchandising methods 


SAN FRANCISCO AND LOS ANGELES have combined to pioneer a new era in 
ribbon and carbon selling. 




























@ in San Francisco and (os Angeles, 
Schwabacher Frey Stationery Co., top 
stationers, fried and proved this selling 
formula. You have read, in previous 
Columbia advertisements, of how the 
sales of other Columbia dealers, regardless 
of location, have “clicked” with this same 
plan. 


@ Substantial sales and profits are being 
made right now in the ribbon and carbon 
business! We'll send you the names of 
other dealers who are going places with 
Columbia merchandising. More import- 
ant, well tell you how it is done! 


Write us! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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NEW MACHINES AND DEVICES ere 


Continued from page 43 


have been placing them on the market in a limited 
way for about eighteen months. The approval of users 
and dealers has led to the determination to expand 
the sales program to include the national and export 
trade. 
i mam a 
HANDIFAX VISIBLE CARDS 

While Handifax visible records, manufactured by the 
Ross-Guild Company, 309 North Tenth street, St. Louis, 
have been in use for more than ten years, a new and 
recently-inaugurated development is the use of Handi- 








THE HANDIFAX VISIBLE CARDS IN 

USE.—The picture illustrates the man- 

ner in which the cards may be used 

without utilizing equipment for visible 
records. 


fax cards only, without equipment, for visib:e records. 
The cards alone are assembled together into a sheet | 

of twenty, one-eighth of an inch thick. The sheets 

are filed on edge in ordinary manila correspondence 

folders and held in desk drawer, vault or a drawer of THIS ATTRACTIVE WINDOW 

steel letter or legal files. Each drawer holds 5000 as- 


sembled cards which are available in sizes, from 4x3 sf |) U R NY FO R T | | E A x ik i N (, 4 


to 20x7 inches. Standard forms may be obtained for 





purposes such as sales, salesmen’s call reports, mer- . - 
chandise stock, collection, credit, pay, wale month No Deposit—Nothing to Buy— 
and quarter-year. Installed Complete as Shown, 
The company will send on request samples of its Including S850 Worth of Merchandise 
simplified employes’ earnings records which conform 
with the various laws covering such matters. Definitely establish your store as ‘‘Mechanical Pencil Headquarters” 


with the smashing mass display shown above. This strategically 
planned showing of Autopoint merchandise will be installed in your 
window by a trained trimmer at absolutely no cost to you when- 
ever you say the word. It contains a varied and highly popular 
assortment of Autopoint, Realite and Norma pencils, also assort- 
ments of leads and erasers. When merchandise is removed from 
your window you keep only what you wish to keep! You may 
retu-n all or any part of it at our expense within 30 days. Take ad- 
vantage of this free offer today! Apply for a win- 
dow through your jobber or direct to Autopoint 
Company. Specify date you wish windowinstalled, 
allowing two weeks to complete arrangements. 


AUTOPOINT COMPANY, Dept. 0A-11, 1801 Foster Ave., Chicago, Ill. 


Exclusive Eastern Distributors to Stationers: 
Mutual Stationery Company, Inc., 
368 Broadway, New York City 
Exclusive Midwestern Distributors to Stationers: 
Associated Stationers Supply Co., 
229 S. Jefferson St., Chicago 
Exclusive Western Distributors to Stationers: 
Zellerbach Paper Company 
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THE IMPROVED FI-LOX FASTENER.—The Fi-Lox fastener P : 
adopted by the National FiberstoK Envelope Company, 429 ee yee ee 
Moyer street, Philadelphia, which was described and illus- The Brown Brothers, Ltd., 100 Simcoe St., Toronto 


trated in the October issue, has recently been greatly im- 
proved. This improvement consists of a new type of fastening 
of the Fi-Lox to the envelope whereby two supporting eyelets 
have been eliminated without in the least lessening the 
strength of the locking device or the envelope as illustrated 





Better Pencil 








above. 
en ° 
A new pocket drafter known as the U-Draft drafting 4 co.or ee eet tha thane ae 
machine has been placed on the market by L. G. PENCIL Truly an amazing pencil—yet thoroughly practical. 


From $3.50 to $12.00 list. Regular Autopcoint discounts. 


Wright, Inc., 5209-65 Euclid avenue, Cleveland, Ohio. 
This new instrument combines a T-square, triangles 
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PLAY SANTA CLAUS 
TU YOURSELF... 


Extra Holiday Profits With 


Roll Up 


Imperial’s Home Desks and Bookcases 









No. 95 Walnut Desk 
for Portable 
Typewriters 








No. 96 Walnut 

Desk for Full- 

Size Type- 
writers 







This Christmas... your customers will be looking 
for practical gifts that the entire family can use. 
The current upswing in building activities has fo- 
cused public interest on new homes and new home 
furnishings. Go after extra holiday sales and 
profits this year ... by featuring Imperial’s fast- 
moving home desks and bookcases. Shown above 
are two typical numbers from the popular-priced 
Imperial specialty line. Place your order early; 
make your Christmas merry—and profitable. 


Write Today for Descriptions and Prices 


of These Fast-Selling Gift Specialties 


coteeperial _ 


DESK COMPANY 
EVANSVILLE, INDIANA 
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and drafting scale into a whole, making it literally a 
pocket-size drafting machine measuring 72 inches 
long by 11% inches wide. 

The U-Draft consists of a graduated scale and a pro- 
tractor head on which lines are inscribed at 15 degree 
angles to the horizontal scale. It is made of pyroxlin, 
a specially treated drawing instrument material, and 
all scales are engine divided on the pyroxlin to which 
a metal stiffener is eyeleted to keep the instrument 
flat. 

In use it is possible to make an accurate drawing, 
6” x 6”, on any kind of paper. With the instrument, 
angles 15 degrees apart may be drawn and all lines 
may be drawn accurately to length. It is-supplied in 


four different graduations as follows: full size :”, full 
size 1/10”, millimeters, and also 4%” and '%4” equals 
one foot. 


The list price, including instructions, is fifty cents, 
providing a choice of graduations. 
fied Aenea 
KAHN’S NEW PEN-PENCIL SET 
David Kahn, Inc., North Bergen, N. J. has recently 
announced a new pen and pencil set as the latest 
addition to its large line of mechanical pencils and 











2 Cae sia 





KAHN’S PEN AND PENCIL SET 


fountain pens. The set will be packaged under the 
well-known “Wearever Pioneer” trademark. 

The set, put up in an attractive display box, is 
available in a choice of five pearl colors, morocco, 
blue, green, gray and black. The fountain pen is 
equipped with a 14-karat gold, patented reinforced 
point, narrow chased band and gold-plated trim. The 
triple-action pencil matches the pen. 

Dealers desiring further information on the new 
set should write to the company direct. 

naomi 
VIZ TAB BLACKITE FILE GUIDE BY VEIT 

The Veit Company, 1947 East Kirby avenue, Detroit, 

is introducing a new line of steel tab and Viz-Tab 





4 1 Fe) 


GTEELTAS 


Main Index Guide 


FITCO 





VIZ TAB BLACKITE GUIDE 


Blackite file guides in a complete range of sizes to 
include all standard guides and special systems. 

The new guide is made from a high-density, jet- 
black genuine pressboard of high finish. It is attrac- 
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our customers come back for additional rolls 


of Gift Wrapa SCOTCH CELLULOSE TAPE 


because “Gift Wrap” makes possible new, attractive gift package 
designs that cannot be produced with other materials. 
Seals instantly without water. Now available in 4 assortments. 


Send coupon today for introductory order! 
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tive and the rich black guide stock is matched with a 
black enameled angular steel tab or an angular cellu- 
loid Viz-Tab. Index titles are set off with vividly col- 
ored inserts, the effect being such as to make the guide 
a marked divider when placed in the file. 

Large size, oval eyeletted bottom rod projection in- 
sures easy insertion and free sliding of the guides. All 
corners of the vertical file guides are rounded to pre- 
vent scratching of the hands allowing an extra rapid 
method of filing without danger of injury to the filing 


clerk. 
<p © 


IBM CLOCKS MODERNIZED. — 
New face and hands in the modern 
trend have been designed for mas- 
ter and secondary clocks of the 
International Business Machines 
Corporation, New York City. A 
lithe black dial of the master clock 
has minute and second circles and 
numerals of satin aluminum 
around a center square. Hour and 
minute hands are black suede 
morocco finish and second hand; 
in red enamel. Cases are light or 
dark oak. walnut or mahogany 
finish. The master clock with mer- 
curial pendulum is now standard 
with chrome-finished Invar pendu- 
lum optional. Motor wound and 
weight driven with self-regulating 
movement the clock has a Graham 
dead-beat escapement, machine 
cut, gold-plated hard brass gears 
and polished steel pinions in jewel 
cut bearings. A ball bearing dif- 
ferential winding mechanism 
maintains even power on gear 
train during winding. Accuracy 
within ten seconds a month is 
guaranteed when clock is installed 
in approved positions. 
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OHIO STATIONERS NEWS NOTES 
William R. Diehl, Jr., vice-president of the Diehl 
Office Equipment Company, Columbus, was on the 
committee in charge of the clam bake held by the 
Manufacturers and Wholesalers Association of that 
city on October 6 at the Scioto Country Club. 


e¢ ee *s 


Paul P. Blackwell, manager of the Columbus agency 
of the Addressograph-Multigraph Corporation, is cap- 
tain of one of the eight teams in a two-month sales 
contest now being held by the company throughout 
the world. 

ca oe * 

A. C. Marquardt, formerly with the Conklin Pen 
Company and now operating an export agency, is back 
in the United States, having terminated his trip in 
Europe and returned to Toledo because of the recent 
war scare. He described the feelings of the people 
abroad as “very intense.” 

* * ob 

The Columbus Liquidating Company, Columbus, upon 
completion of alterations to its newly-acquired six- 
story building at 170 Third street, has announced ex- 
pansion of its sales facilities and the addition of four 
men, each a manager of one of the company depart- 
ments. K. P. Shrider has been named sales manager; 
William Maidlow, manager of the store and office 
equipment department; Alan Behring, manager of the 
new equipment department, and J. Henry Gruesen, 
manager of the chrome furniture department and 
special contract jobs. Clifford Levin is president and 
treasurer of the company which distributes many lines 
of office and store equipment.—AK 


This NEW BATES 
LIST FINDER sells 
on sight-it’s beautiful, 
useful and profitable 





The New Model 
K List Finder 
List Price $2.50 


Now’s the season for Bates List Finders and 
we are all ready with the new Model K. It 
has larger capacity than the model A; and 
it is as beautiful a gift item for home or 
office as you ever saw. 

It is made of burnished bronze with rich 
brushed brass finish. The index pointer and 
spring are of lustrous red plastic. The base 
is Cast. 

Both Model K and Model A are very 
popular good will builders. It will pay 
you to have each of ~ 
your salesmen carry 
these regularly and 
solicit these quantity 
orders—prices in quan- 
tity imprinted for ad- 
vertising on request. 


THE BATES MEG. CO., Orange, N.J. 
New York Office: 30 Vesey St. 
Makers of Bates Numbering 
Machines, Bates Staplers, Bates 
Mun-Kee Stamp Pads, Bates Eye- 
leters, Bates File Fasteners, etc. 





Model A List Finder 
List Price $1.00 
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OFFICE DESKS 


Appealing . . engaging . . convincing. Beautiful 
veneers carefully matched and finished with best 
quality lacquer, the ZEPHYR desk is entirely mod- 


ern, outside and in. 


Rounded corners for swift, unimpeded movement, 
inset panel back and a unique substantial base 
distinguish this fine desk. Maximum clearance 
promotes cleanliness and eliminates marring or 
scarring legs, rails or lower edges. Ample foot- 
room ard extra kneespace for swinging the chair 
together with convenient foot rest providing for 
restful change of position are exterior features. 


Double file drawer is mounted in upper left hand 
pedestal on a combination ball bearing and roller 
slide. It remains horizontal at all times and no 
lifting or extra effort are required to operate. 
Locking system for all drawers has improved ac- 
tion and sound deadening felt buffers make for 
quiet operation. Leveling device assures a level 
working surface no matter how uneven the floor 
may be. Single pedestal desks have wing end com- 
partment useful for umbrella, galoshes or other 
personal effects. 


Order your ZEPHYR for display in walnut, ma- 
hogany or oak. Or send for our catalog illustrat- 
ing ten other styles of modern office desks. 


Jasper Office Furniture Co. 


JASPER, INDIANA 
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C. E. WILSON 
Suffering a stroke of apoplexy which followed nearly 
a year of ill health, Charles Edwin Wilson, secretary 
and a director of The Shaw-Walker Company, died 
at Muskegon, Mich., October 9. He was seventy-two 
years of age, and for thirty-nine years had been an 
official of the company, retiring about seven years ago. 


The Shaw-Walker Company was less than a year 
old when Mr. Walker became its Chicago manager. 
It is said of him that his genius, while in this capacity, 
contributed largely to the success of the then strug- 
gling organization. In the beginning the company 
confined itself to a mail order business and when, in 
1905, the directors decided to expand and set up a 
force of dealers Mr. Wilson was called to Muskegon 
where he was appointed general sales manager, hold- 
ing that position for fifteen years. 

Under his supervision the number of dealers grew 
rapidly until today the total is 500 here and abroad. 
In 1920 the directors again met with the result that 
Mr. Wilson was elected a director and appointed secre- 
tary of the company. 

Mr. Wilson, who made his home at Interlaken, North 
Muskegon, is survived by a widow; a son, Charles; 
two daughters, Mrs. George A. Hume, Jr., and Mrs. 
H. C. Nolen; a brother, Harry M. Wilson, and seven 
grandchildren. 

+ - - 


FERDINAND SCHREY 

Known throughout Germany as the dean of the 
pioneer inventors of the German shorthand system, 
Ferdinand Schrey, Berlin, died last month in his 
eighty-ninth year. 

Born at Wuppertal, Mr. Schrey was educated in 
schools of his native land and then entered the busi- 
ness world, becoming one of the best known repre- 
sentatives of the Hammond Typewriter Company. In 
1887 he invented the Schrey Shorthand System, which 
he cleverly utilized as one of the principal features in 
sales promotion work on the Hammond. 

Mr. Schrey is survived by a son, Ferdinand Schrey, 
Jr., a Berlin typewriter dealer.—ERB 


+ i +f 
T. M. DENISON 
T. M. Denison, manager of the fine papers depart- 
ment of Blake, Moffitt & Towne, Los Angeles, died 
September 21 at the age of fifty-five. He was born in 


Emporia, Kansas, and had been with Blake, Moffitt 
& Towne for thirty-eight years and was a man of fine 


PAS 3 &@ ®O 





qualities. His passing is a loss to a large circle of 
friends. 
Se 
OFFICE EQUIPMENT SHOWN AT N.A.P.S.B.O. 
CONVENTION 


Several manufacturers of office supplies, machines 
and equipment made fine displays of their products at 
a recent convention of the National Association of 
Public School Business Officials, held in the Palmer 
House, Chicago, last month. The companies maintain- 
ing booths included the following: 

American Pencil Company, American Seating Com- 
pany, Automatic Pencil Sharpener Company, Auto- 
point Company, Binney & Smith, Burroughs Adding 
Machine Company, A. B. Dick Company, Ditto, Inc., 
Joseph Dixon Crucible Company, Eberhard Faber Pen- 
cil Company, Esterbrook Pen Company, Kewaunee 
Manufacturing Company, Rand McNally & Company, 
Remington Rand, Inc., Royal Metal Manufacturing 
Company, Royal Typewriter Company, Weber Costello 
Company, Woodstock Typewriter Company, Underwood 
Elliott Fisher Company. 
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In Tune With Time 


To earn the title of Leader it is not sufficient that a 


manufacturer merely keep pace with the trade. The 





swiftly changing scene of consumer acceptance, the 





widening scope of modern demands, must be antici- 


HOTCHKISS Silver Wing 
Desk Model 5A 


pated before they actually exist. 


The products of a Leader (as distinguished from a 
Follower) must correctly predict the future demand. 
They must establish a new use rather than simply 
meeting an old need. In developing new markets by 
creating new time- and labor-saving devices Hotch- 
kiss has definitely earned the title of Leader. 





HOTCHKISS Double Duty Seas aS } 
Model 6A Hotchkiss is in tune with time. Every advance in the 


stapler industry has originated with a product bear- 
ing the Hotchkiss mark. 


There is an inevitable prestige gained by the dealer 
in handling a Leader's products. Association with 





a Leader means that you are a Leader, too. 





HOTCHKISS HA-SS : O C K | S S 
SADDLE STITCHER 


NORWALK, CONN. 














SHAWWALKER 


Muskegon, Michigan 





O Shaw-Walker dealer will ever lose prestige or 

the confidence of his customers because of 

*tdated”’ desks that become obsolete. No Shaw-Walker 

dealer will ever suffer financial loss due to inventories 
of obsolete ‘‘dated” desks. 


The beauty of the Skyscraper Desk is permanent. — 
Its trim lines, its eight beaded legs and basic modern 
design will always represent good taste in office 
atbartiattas | 

The Skyscraper Desk will always be distinctive in 
design because only Shaw-Walker can build it. 

Business Furniture represents but one of the many 


money making opportunities in the incomparable 
“Built-Like-a-Skyscraper” franchise of 8,000 items. 


Largest exclusive makers of. office furniture and filing equipment 





















in the world. 
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RE-PRINT COMPANY ENTERS NEW HOME 

Marking an important step in its youthful career 
the Re-Print Company, stationery and printing firm 
of Birmingham, Ala., moved into a new home at 2025 
First avenue North where an official opening was held 
on September 1. 

The Re-Print Company was originally a printing 
concern founded by Roy S. Sensabaugh and operated 
by him until four years ago when he entered another 
field of business. At that time the company was re- 
organized and taken over by R. Morris Kimzey, James 
R. Fosse and Donald R. Huff, who is managing partner. 
The addition of stationery, engineering and office fur- 
niture lines has brought it a vigorous growth that 
resulted in its need for its present large and suitable 
store. 

This company is representative for many nationally 
known manufacturers such as Eugene Dietzgen Com- 
pany, Art Metal Construction Company, National 
Blank Book Company, Wabash Cabinet Company, Mil- 
waukee Chair Company, Charles Bruning Company, 
National Pencil Company, U.S. Blue Print Paper Com- 
pany, Manifold Supplies Company, Jasper Office Fur- 


NEW HOME OF THE RE-PRINT COMPANY IN BIRMINGHAM, 

ALA.—(Upper) the interior of the first floor with part of mez- 

zanine in the rear, and (lower) windows and entrance of the 
store which is located at 2025 First avenue North. 


niture Company and Holt’s Inks, a Birmingham ink 
manufacturer, as well as many other well known 
sources of office furniture and stationery supplies. 

The new location, in the heart of the city, is ideally 
suited to effective display and rapid distribution to 
their customers. The main floor is given over to gen- 
eral stationery merchandise comprising a complete 
display of every kind of office requirements as well as 
a complete line of engineering and architects supplies. 
This department is under the management of Mr. 
Fosse who has many years of experience both in 
handling and selling engineering and stationery sup- 
plies. 

The company’s offices are on a mezzanine floor over- 
looking the store while the second floor displays a 
complete line of wood and steel office equipment as 
well as all kinds of filing devices. An up-to-date print- 
ing plant, with modern equipment, is situated on the 
third floor. The printing department is managed by 
Mr. Kimzey, whose responsibility is to see that all jobs 
are turned out properly and promptly. The fourth 


If typewriters could talk, 
they'd say... 


“USE 
€EN-=TR=-KOTED 
CARBON PAPER 


With the Perfected Cen- Tr - Koted 


Backing Sheet’’ 


You get finer, cleaner, sharper carbon copies 
with CEN-TR-KOTED! Scientific manu- 
facture assures CEN-TR-KOTED superi- 
ority. And rigid factory inspection assures 
absolute uniformity! Dependable—long- 
lived—saleable. It makes friends and keeps 
friends for you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 
booklet. 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 














DEFINITELY PREFERRED 


for upholstering finest office 
furniture, Eagle-Ottawa 
Leathers keep pace with prog- 
ress by constant improvement 
of tannage, finish, and 
color range... 
Eagle-Ottawa Colonial, Can- 
terbury, Guildhall and Dixie 
grades offer the most complete 
line of fine upholstery leather 


for every purpose, 






GRAND HAVEN, MICHIGAN QRZ 
por 


OFFICE APPLIANCES 


floor and basement are required for storing and ware- 
housing. Large show-windows and a beautifully de- 
signed Neon electric sign add effectively to the appear- 
ance ‘of the front of the building. 


Mr. Huff is a veteran stationer who has many years 


experience in selling, as well as accounting and financ- 
ing. He has spent most of his career in serving Bir- 
mingham business men in their office and engineering 


needs, and the highly effective equipment and ar- 
rangement of this new establishment is a tribute to 
his managing ability. To a question recently as to the 
rather odd name of his company, Mr. Huff replied 
that in spite of its founder’s idea in such a charac- 
teristic printing designation, he had not been able to 
think of another to supplant the fine apprenticeship 
the company had had in the Birmingham district. 
Mr. Huff was also asked why his company had been 
so successful, especially as the growth had been made 
during the so-called depression and recession, his reply 
was that he attributed his company’s success to the 
splendid cooperation, fine spirit, and hard work of 


each employe as well as the three partners. 
nin pac 


NORTHWEST TRAVELERS ROSTER ISSUED 

A new roster of membership, arranged alphabetically 
and giving each business connection and home ad- 
dress has recently been issued by the Northwest Trav- 
elers Club. 

The organization is made up of men traveling Min- 
nesota, Iowa, North Dakota and South Dakota and is 
headed by the following officers: President Herbert S. 
Morgan, Associated Stationers Supply Company; First 
Vice-president Merrill D. Hasty, Sengbusch Self-Clos- 
ing Inkstand Company; Second Vice-president H. E. 
Cooper, Boorum & Pease Company; Auditor W. E. 
Smith, Ace Fastener Corporation, and Secretary-treas- 
urer R. C. Clarke, F. S. Webster Company. 

The roster is accompanied by a list of revised bylaws 


of the club. 


——__—_—_ 9. 
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SHAW-WALKER GOES IN LAW OFFICE.—This installation of 
Shaw-Walker equipment was made recently in the offices of 
George G. Cronkelton, an attorney, by the A. J. Gaudreault 
Mercantile Company, of Hastings, Neb. Included in the fine 
layout of Shaw-Walker equipment was a Skyscraper desk, an 
Executive safe, a Fire-File, a standard grade file and an 
aluminum chair, all in matched grain walnut finish. By using 
a photograph of the installation in purchased newspaper 
space the company reported securing several additional 
prospects for similar furniture. 
~ Oe 
PARKER SELLS MONROVIA COMPANY 

The Monrovia Stationery Company, Monrovia, Calif., 
owned by H. C. Parker of the Parker Typewriter 
Company, Pasadena, was sold last month to William 
C. Gamble of Waukesha, Wis. Mr. Gamble, before tak- 
ing up residence in Southern California, owned and 
operated the Gamble’s Office Supply Company, his 
interest in which he sold to his junior partner, Harvey 
F. Zillmer, before leaving Wisconsin. 
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LETTER SIZE 
PE ECONOMY STORAGE case 
Hit Noon 9991 | 
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EKeonomy Line 
Fibre Board Transfers 


cut the cost of storing important papers for 
future reference. That’s what will interest your 
customers. Tell them that and the many inter- 
esting features of the Economy Line. They are 
made of extra heavy board and have reinforced 
corners, thus making a strong, sturdy case. Re- 
movable covers—no flaps, no strings, no clamps, 
no bands—just snug fitting covers—they’re dust 
proof. Made in eleven sizes—a size for most 
any commercial need. All are twenty inches 
long and high enough inside to allow transfer of 
records with tabbed guides. Just the kind of a 
transfer you will like to sell and the kind your 
customers will like to use. Free sample to 
convince you. 


wf I CLO Monroe. Michigan 
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New York—tThe Weis Mfg. Co., Inc., 


54-56 Franklin St. 


Chicago—Associated Stationers Supply Company 
Boston—Adams, Cushing & Foster, Incorporated 

















The New Deskside File 


Will put system and service within close range of 
any busy desk worker—and they will appreciate 
and value it. Right there when wanted—out of 
the way when not in use. No other kind of a 
file has these two important advantages. Keeps 
special and personal correspondence properly in- 
dexed for quick and easy reference. Made in two 
sizes—Letter and Cap. The Letter size is 304" 
high, including the easy rolling casters; 134" wide 
and 173" front to back. The Cap size is three 
inches wider. Solidly constructed of well seasoned 
wood and furnished in finishes to match other 
equipment. Use our free advertising material 
to call your customers’ attention to this useful 
business adjunct. 


Sf cls Monroe, Michigan 
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The Improved Busfile 


Is preferred by some on account of the lift top. 
Busfiles will keep any busy man’s special corres- 
pondence or other important papers close at 
hand for quick and easy reference, but conven- 
iently out of the way when not in use—a very 
appealing factor. Made of well seasoned wood, 
extra strong construction. Two sizes—Letter 
and Cap. The Letter size measures 30" high, 
144" wide and 20}" front to back. The Cap size 
is three inches wider. In finishes to match 
other office equipment. Guides for indexing the 
filed material, in either the Deskside or Busfile, 
must be ordered separately to fit requirements, 
‘‘Show ’Em and You Can Sell ’Em.”’ 





yo * 
Monroe, Michigan Sf cls 






















One of the oldest and still most useful and 
adaptable types of filing equipment in use today 
is the Box Letter File. Ideal for the small 
business that does not require vertical files in 
which to place correspondence, as well as large 
institutions that require dozens and hundreds of 
them for small capacity department files for 
many purposes. The Box Letter File has also 
become a much appreciated, usable item for the 
home. Made in two sizes—Letter and Cap, one 
type with double capacity. Solid wood backs 
with outside coverings of different colors for 
attractiveness, A choice from twelve different 
kinds, made up with your imprint on back and 
on inside, gives one a wide range of selection. 
Free sample if you would like to examine how 
well they’re made. 
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Vos Box Files 


Are the Sturdy. Handy 
Kind for Every-day 
Small Capacity Filing 
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THE GUEST BOOK 
Tom Moore of Berkeley, Calif., representative of a 
number of well known stationery manufacturers, 
called at the office of this journal October 14. He had 
left home six weeks or more before on his regular trip 
through the Northwest and decided to make a little 


detour before picking up his territory again in the | 


Southwest. He spent a week in Chicago and then left 
for New Mexico and Arizona with the firm intention 


of getting home in time to vote. He found the dealers |- 


he called upon definitely optimistic. San Francisco, 
he says, will be ready to take good care of all visitors 


planning to visit the great exposition to be held next | 


year on its own little island in San Francisco Bay. 


W. W. Welch, sales manager of Kisco Company, Inc., 
St. Louis, manufacturer of air circulating fans, signed 
his name in the Guest Book October 26. He had been 
in Chicago a few weeks previous handling the com- 
pany’s exhibit at the N.S.A. convention and returned 
later to interview concerns which were interested in 
the company’s equipment. He was gratified at the 


acceptance accorded the company’s product by office | 


equipment dealers and users. 


John W. Miller, vice-president, Home Rubber Com- 
pany, Trenton, N. J., New York office, 80-82 Reade 
street, looked in upon us November 2. Manager of the 
company’s railroad department, having spent many 
years in the railway supply business. But old timer 
in the ribbon and carbon field, manager of the In- 
deliba Company, later taken over by A. P. Little, Inc. 
Then for several years sales manager of the Keystone 
Ribbon and Carbon Company, subsidiary of “General 
Manifold” with offices at 26 Broadway, Standard Oil 
headquarters. In that connection he made his many 
railroad contacts. No diminution of the punch of his 
younger days, nor decrease of finesse for getting at 
the bottom of things. Pleasant to reminisce of the 
experiences of the days when the ribbon and carbon 
business was taking its first great impetus. And ex- 
change confidences on experiences of the intervening 
years. And stimulating to have more support for our 
opinion that accumulating years afford opportunity 
to develop sounder judgment, to apply industry more 
intelligently and thus make for better work than under 
fifty (old timers take notice). Mr. Miller has written 
some pamphlets upon “railroads and commercial 
vehicles” elucidating the unfairness of highway truck- 
ing competition with the railroads of the country. 
The facts presented are interesting and convincing. 


as 


Joe Hildreth, Chicago and elsewhere, manager emeri- 
tus of the Esterbrook Steel Pen Company’s Chicago 
office, looked in upon us a day or so ago. A bit late 
in reporting his return on the seventh of October 
from a 10,500 mile trip awheel, which was started on 
the eighteenth of July, with the first principal objec- 
tive the Black Hills, So. Dak., then in order, the Bad- 








lands, Yellowstone park, Glacier park, Banff, Lake | 


Louise, Vancouver, Victoria, Port Angeles, San Fran- 
cisco, Yosemite Valley, Los Angeles, Pasadena, Tia 
Juana, Grand Canyon, Painted Desert and Carlsbad 
Caverns. Never a puncture. Never outa gas. Just a 
grand and glorious holiday. Following inclination to 
tarry at any point. Nothing to disconcert, not even 
the broken rib which necessitated being in the ban- 
dages for a couple of weeks. Holiday by way of cele- 
bration of the seventy-fifth birthday. If the celebra- 
tion mileage increases with the years, we expect to see 
Jo off on his eightieth birthday to encircle the globe 
a coupla times. 


POLAROID ANNOUNCES NEW SALES POLICY 


The Polaroid Corporation, West Haven, Conn., last 
month announced that its first lighting unit, a desk 
lamp, previously sold by four licensed manufacturers 

















NON-SKID EASEL 


NOTEBOOKS 


STAND ALONE 





ATTRACTIVE—in design 
PRACTICAL—in use 







Eye-tint (green) 
or regular white paper— 
in the three standard rulings— 
size 6x9/80 leaf. 





Also available in size 434,x9/80 leaf— 
standard wide ruling only. 





Samples and further information will be 
forwarded prompltly, to all interested dealers. 


ROCKWELL-BARNES 
COMPANY 


1515 WEST 38th ST., CHICAGO 
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HAVE YOU TAKEN 
ADVANTAGE of 





CHRISTMAS OFFER 


of a January 1, 1939, dating on these OUTSTANDING 
GIFT ITEMS. Gifts that will be remembered and appre- 


ciated for years. 


HOME SAFE DEPOSIT BOX 


Furnace tested for one hour and 
bears Safe Manufacturers National 
Association one hour label. 

Outside 654” high, 65,” wide 127%” 
Inside 434” nigh 414,” wide 1014,” 


of! ae ie | rere Po | 





One-half and one hour models. Each 
unit bears the S. M. N. A. label of 


certification. 


ALL UNITS LISTED 


have attractive and durable black pin 
seal wrinkle finish with silver trim. 





Stock No. Inside Dimensions Weight Price 

*FC3 13 9% 33%, 35 Ibs. $12.00 
*FC4 13 9,’ 5% 45 Ibs. 14.50 
+FCS 13 “g 91,’ 33,” 55 Ibs. 13.50 
+FC6 TY ad 9,’ 5%” 65 lbs. 15.50 
+FC7 144%,” 13%” > 90 Ibs. 19.00 


*Half Hour Test. Standard One Hour Test 


VAL-U-VAULT SAFES 


BEAR THE SAFE 
MANUFACTURERS 
NATIONAL 
ASSOCIATION 
ONE HOUR 


ONE HOUR 
SAFES 


NO. 2B SAFE 


ILLUSTRATED LABEL OF 


CERTIFICATION 





Stock No. Inside Dimensions Weight Price 


XXC 13” High 10” Wide 9” Deep 125 Ibs. $29.00 
IB 13” High 10” Wide 11” Deep 150 Ibs. 40.25 
1%B 15” High 15” Wide 15” Deep 245 Ibs. 17.00 
2B 15” High 12” Wide 12” Deep 265 Ibs. 19.50 


Prices printed are Eastern Zone Retail prices and subject to our Regular 
Discount plus an Extra Quantity Discount of 5% for orders of 6 to 11 


assorted units or 10% for orders of 12 or more assorted units. 


MEILINK STEEL SAFE CO. 


NEW YORK TOLEDO, OHIO CHICAGO 


OFFICE APPLIANCES 


of portable lighting equipment, will be sold direct 
by the company to selected jobbing and retail outlets. 
The new policy becomes effective immediately. 

Walter Lown, sales manager of Polaroid, reported at 
the same time that the change in policy has no bear- 
ing on licenses held by manufacturers in other fields 
including sun glasses and types of industrial lighting 
equipment other than portable lamps. 

“Because the technical aspects of Polaroid present 
such a revolutionary idea to the lighting industry,” 
Mr. Lown said, “we have decided that this direct sales 
representation by men trained under our own techni- 
cians will be in the better interests of the Polaroid 
Corporation.” 

The four manufacturers who have been selling the 
lamp are Greist Manufacturing Company, New Haven, 
Conn.; Faries Manufacturing Company, Decatur, II1.; 
Mutual-Sunset Manufacturing Company, New York, 
and the Sight-Light Corporation, Essex, Conn. 





IT’S GIFT-WRAPPED.—Scotch Cellu- 
lose Tape, well-known product of the 
Minnesota Mining & Manufacturing 
Company, St. Paul, Minn., which seals 
packages without the use of water, is 
now available, gift wrapped, in a new 
size, |/, inch by 7!/, feet. Made to sell 
for ten cents per roll the tape is 
packed in a colorful display box with 
poinsettia, green, silver, gold, royal 
blue and pastel print. 


a 
FITZGERALD JOINS DR. SCAT 


Scheduled to take over a large western territory ex- 
tending from Seattle, Wash., to New Mexico, W. S. 
Fitzgerald, well-known traveler in the office supply 
industry, last month joined the sales staff of the Dr. 
Scat Chemical Company, 178 North Franklin street, 
Chicago, IIl. 

Mr. Fitzgerald, who will act as exclusive representa- 
tive of Dr. Scat in the territory he takes over, was 
formerly with the Wallace Pencil Company for five 
years where he established an enviable record in 
the field. Prior to joining Wallace, for whom he cov- 
ered the Northwest, he was a representative of the 
Eagle Pencil Company. 

The territory which Mr. Fitzgerald takes includes 
Washington, California, Arizona and New Mexico. 


ee 
DAUGHTER BORN TO FRED JOHNSONS’ 


As this issue goes to press we learn of the birth 
of an eight-pound girl to Mrs. Fred Johnson, whose 
husband is a salesman for the A. & E. Supply Com- 
pany, Duluth, Minn. The baby was born October 24 
at the St. Luke’s hospital in Duluth. Our congratula- 
tions to the happy mother and father. 
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SMOKER’S STANDS 


Swallow Smoke . . destroy all odors, fumes . . with Patented Belmet Ash Receiver 
e@ priced for profit e architecturally fine 

© beautifully finished e adaptable to home or office 

Here is a line that has an incredibly successful sales record . . talking 
points that make . . sure . . quick . . profitable sales. 


Send for catalog and dealer discounts TODAY! 





721... English Design 501 . . retails at $7.50. 
500 . . Rollodor retails at g g Stack ne teaey seaalne 


$13.50. Black or ivory classic lines . . for homes ) 
marble, red, black or ail or offices. Retails at $11.50 black or all ivory, mahoga- 
ivory. Mahogany, walnut. English bronze or mahog- ny, walnut. Chrome trim. 
Chrome trim. any. 


BELMET PRODUCTS, INC., 250 Moore Street, Brooklyn, N. Y. 
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GET "AUTOMATIC" SALES! 





with the NEW WOLBER liens sig 
Specifications and List Prices 
a | A S T F be A UJ T 0 Re A T , C of the Complete Wolber Line 


WOLBER MASTER AUTOMATIC. Automatic fluid, 


Wolber dealers have found a waiting market for this popular priced, and paper feed. Up to legal size 815” x 14”. Double 
fully automatic liquid duplicator. Even sales are ‘‘automatic’’ a se guides, exclusive copy clamp and half turn roller 
because there are many who have long wanted, but previously Compiete with Wolber Master kit $79 50 
could not afford, this better and more economical method of ‘ 
a WOLBER DELUXE MASTER. Automatic fluid, hand 
Rapid, simple and efficient,Jthis economical, fully automatic —— feed. Up to legal size 82" x 14’. Double paper 
c a : guide. Exclusive copy clamp and half turn roller 
duplicator has many outstanding selling features found only on release. S 
higher priced machines. Automatic measured fluid, the Master Complete with Wolber Master kit ; 69 50 
paper feed, internal drum copy clamp, half-turn roller release, 
and reversible paper guides are but a few of the features that WOLBER LEGAL MASTER. Legal size sheet 814” x 
make it the outstanding buy of the duplicator field. 14”. Double paper guide. ‘ Rerluutve ‘half. turn. roller 
release for instant cleaning.* 
Wolber Duplicators use an instant drying colorless and economical Complete with Wolber Master kit 39.50 
fluid. They reproduce anything written, drawn or typewritten, 
in from one to five colors, from a single carbon copy on anything WOLBER LETTER MASTER. Letter size sheet. 814” 
from tissue to heavy card stock. Without the use of gelatin, 11”. Double paper guide. Exclusive half turn roller 
stencils, type, ink or ribbons, all Wolber Master Liquid Dupli- release for instant cleaning. $9 
cators turn out bright, clear copies as clean cut as a printed page, Complete with Wolber Master kit 1.50 


at amazing savings. No wonder they sell fast and stay sold! 


WOLBER JUNIOR MODEL. Takes sheet 614” x 919”. 
Single paper guide. Ideal machine for restaurant and 


MANUFACTURING CO. Complete with Wolber Master kit. ”.......°14.9§ 
1205 CORTLAND ST. 


CHICAGO, .A. Cable Address: ‘‘Wolbers Chicago’’ 
r Dividend You! 
FREE! send forat a " lus Dividends for You: 
se é eC 4 > ne -page . , ae : . ‘ ° 

7 ieee See - ‘ _ new I ‘ page Wolber’s complete line of Liquid Duplicator Supplies will give 
brochure. It shows the entire Wolber line of a 
. A . “ ‘ you repeat sales and repeat profits that mount up monthly. 

Duplicating machines and Accessories and Sup- ; ae atid ath taeda ¢ Daas 
lies. Also complete information on the Wolber Wolber Supplies were developed and matched for outstanding 

ss. am P . performance on Wolber and other liquid duplicators. 


ii dealer plan. Write or wire today. 
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CARTER’S DISPLAY COACH NO. 4 VISITS CHICAGO 


Under the direction of Al Baugher, Chicago Metro- 
politan District representative of the Carter’s Ink 
Company, Unit No. 4 of the Carter fleet of traveling 
displays, cruised the streets of Chicago and its en- 
virons during the latter part of October. Mr. Baugher 
arranged a schedule of stops at points convenient 
to stores of retailers. 


When a dealer arrived to make an inspection, he | 


found a complete display of Carter products arranged 
in a manner suggested for store exhibits. Although 
handled as an ensemble in the coach, each different 
line of products had its individual display suggestion 
or unit. 

In the coach’s spacious interior, a wide aisle leads 
back to a comfortably upholstered seat at the rear. 
Sitting at ease, the visitor was shown artistically ex- 
cellent posters done in Carter colors. The prize was 
one of Mae West done with brush tone process. On 
either side were framed examples of how forgery is 
attempted through use of modern ink eradicators. And 
how the attempts failed because of the scientific de- 
tection methods developed in recent years. 

The displays included the typewriter ribbon line pack- 
aged in boxes which can be used for face powder con- 
tainers after the ribbons are removed; Midnite carbon 
paper, raw materials, household cements, fountain 
pens, Cartex adhesives, stamp pads, rubber cement, 
and large sizes of pastes, inks and mucilages. 

At any time when new display materials are brought 
out by the company, samples are featured in the dis- 
play coach. This is an addition to regular display 
materials and the attractive wooden display fixtures 
which are filled with merchandise in the coach and 
sold as complete units. 

Mr. Baugher reports that he has found a wide dealer 
interest, enabling him to put on successful sales meet- 
ings in a number of instances. 
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WEDDING § 
COWAN-McCOURT 

Vincent J. Cowan, a member of the New York office 

of Remington Rand, Inc., was married on September 

10 to Miss Catherine J. McCourt in the Saint Columb- 

kille Church, Brooklyn. Mr. and Mrs. Cowan were pre- 

sented by their friends in Remington Rand’s Metrem 


Club with a handsome Toastmaster hospitality set 


after the ceremony. 
—_- 9 —-o—_—_—__— 


NELSON-JONES 
Harold Nelson, salesman for Just & Son, Chicago 





Stationers, was married to Helen Jones of Chicago on | 


the twenty-ninth of September. Mr. Nelson has many 


friends in the stationery trade and among stationery | 
buyers who wish him bon voyage on the sea of matri- | 


mony. 








wo. ye © ¢ si'Qer 
JO CARROL COOLEY 

Parle Cooley, Middle West representative for Bates 
Manufacturing Company, has a smile that will not 
come off. His wife presented him with a seven pound 
two ounce baby girl at the Evanston hospital, Evan- 
ston, Ill., at four-thirty on the morning of October 19. 
The young lady’s name is Jo Carrol. 
mother are doing very well. 





She and her 





Parle had to receive the announcement of the new | 


arrival by wire since he was in Kansas City with an 


engagement for a sales meeting that same morning. | 


As soon as he received the message he came home 
by plane. ° 


| 
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= Acme Visible Card Record a 
s — we You'll be agreeably sur- 
Insite Visible Card Record prised at our attractive 
Cabinets 
3 NEW Dealer Plan. At 
Insite Double-Duty Offset . , 
Equipment the same time, we ll 
4 
Acme Visible Card & send you the Acme 
isti ks ca 
area: ee , “Manual Visible Meth- 
Insite aie Card Books ods Equipment,” a 64- 
Acme Transparent Tube page textbook of visible 
Equipment , 
7 records application. 
Acme Flexoline Listing 
Equipment 
8 
w Acme ae 4 
a, oer 
p= Acme Visible Card Signals 
= 10 = 
P Acme Visible Atlas &e 
oe ll 7 
A Acme Da-Log ¢$ 
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ACME CARD SYSTEM CO. 


WORLD’S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
8 S. MICHIGAN AVE., CHICAGO, U. S. A. 


































Patents 
Pending 


FIRST 
re sere south “ETEAR PRINT” 


Stamp Pad . . .. with its 
unchallenged Superiority 





NOW 
re over vm “PE TEAR PRINT” 


SILK TYPEWRITER RIBBONS 


An equally outstanding development 


The result of ink discoveries made in 
perfecting the “Clear Print” Stamp Pad. 


HERE IS WHY 


“Clear Print’ Ribbons Are Different. 


1. They write clear and sharp like printing. 

No spread or feathering of the impressions on 
any kind of paper. 

3. Strong, brilliant color, yet easy to erase. 


tN 


1. Impressions that are fast to light. 
Non fading regardless of time or exposure. 


5. Ink never dries within the ribbon yet dries 
almost instantly on paper. 

6. Not affected by humidity or climatic conditions. 

7. Will not corrode, fill or gum the type. 

8. All tests to date show “Clear Print” Ribbons 

give approximately double the wear and service 

of the average cotton ribbon. 


LET US PROVE IT! 


Samples free to responsible dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street 
Rochester, New York 


EASTERN DISTRIBUTORS: Macintosh and Sheridan, 
1206 I8th Street N. W. Washington, D. C. 








OFFICE APPLIANCES 


ADAMS JOINS SMITH PRINTING CO. 


Jack E. Adams, for a number of years connected 
with the commercial stationery business on the Pa- 
cific Coast, has been appointed a member of the sales 
staff of The Smith Printing Company, Williamsport, 
Penna., taking up his work last month. 

A comparatively young man, Mr. Adams, long en- 





JACK E. ADAMS 


gaged in business on the Pacific Coast, but born and 
reared in Chicago and having much of his experience 
there, is something of an old-timer in the commercial 
stationery field. An instinctive salesman with wide 
experience who has accumulated considerable knowl- 
edge of the various divisions of the business, and has 
developed a fine selling technique. 

In his new connection, where enterprise is always 
in function, he will have opportunity for his initiative 
and industry. We join Jack Adams’ many friends in 
the wish that he and The Smith Printing Company 
may realize their expectations in the full. We think 


they will. 





DOES HE KNOW HIS TYPEWRITER 
OR DOES HE KNOW HIS TYPE- 
WRITER!—This energetic young man 
is the son of E. B. Englestad, man- 
ager, Corvallis Typewriter Exchange, 
one of the top-flight Royal dealers in 
Oregon. The well-dressed young fel- 
low seems more interested in his 
Royal than in the photographer, at 
that. 


Oo — 


SELLING ON “FRIENDLY SERVICE” BASIS 

Selling typewriters and adding machines on a basis 
of true, friendly service is bringing excellent results 
for Roy Davis, known everywhere in Colorado Springs, 
Colo., as simply “The Typewriter Man.” 

Mr. Davis keeps a complete record of every sale 
made in the city, and in addition, knows the location 
of all machines he has not previously sold. Instead of 
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)) Aosenls “5 POINT PROTECTION” 


a All — Costly DESTRUCTION! 


SCRATCHED 
DESK DRAWER 
AND CHAIR 
ARMS 


SPLINTERED 

POSTS AND 

CHAIR SEAT 
(DAMAGED 
HOSIERY) 


BATTERED 
DESK POSTS 


JAGGED, 
SPLINTERED 
CHAIR BASE 

(STOCKING RUNS) 


SCARRED FLOOR 
DAMAGED 
BEYOND REPAIR 





IN SWIVEL CHAIR CONSTRUCTION 


IMMEDIATE SALES and PROFITS await your presen- 
tation of these dramatically new Sikes swivel chairs! 
Every business office is now a prospect. And new 
Sikes chair sales will lead to new desk and table 
sales ... now that the DANGER OF COSTLY DE- 
STRUCTION IS ELIMINATED. 


From now on, SELL PROTECTION, a powerful new 
sales appeal, exclusive with Sikes Swivel Chairs. 


Fe) 


ARM GUARDS 










SEAT ec 


BAKELITE 
SCUFF PLATES 


2 


BASE SNUBBERS cea 


BALL-BEARING CASTERS 








5 BIG SELLING FEATURES 
CXS. 1 | CO. 3 | EE... 5 


Ball Bearing Caster 


with 2 inch wheel of Bake- 
lite that glides quietly and 
easily, without slightest dam- 
age to floors. Ball-bearing 
swivel; graphite-impregnated 
axle bearing. Permanently 
anchored in base. STAND- 
ARD EQUIPMENT. 





PROTECTION NUMBER...Aaw4 





Base Snubbers 
Complete protection 








ment at nominal charge. EQUIPMENT. 








PROTECTION NUMBER... Aay.| 


Seat Bumper 


SY 5 POINT PROTECTION 





Bakelite Scuff Plates Arm 
No more splintering and Guards 
roughening of chair base; 
no more damaged shoes and Effectively 
hosiery. This EXCLUSIVE stop damage 
SIKES FEATURE resists caused by 
roughest treatment, PRO- scraping of 
TECTS the base, saves re- chair arms 
finishing. Harmonizes with against center ; 
the finish; permanently an- drawer of desk. This projecting arm guard 
chored. Optional equipment of rubber, another EXCLUSIVE SIKES FEA- 
at nominal charge. TURE, is built-in to stay. Optional equipment 


at nominal charge. 








5 E a Write for complete in- 
formation. Exclusive 


where chair base No oa. . ot 

bumps inner desk leg. gouges— p . - 
Rubber snubber, EX. | PROTECTION where TO D A franchises still open in 
CLUSIVE SIKES FEA- chair seat bumps the certain districts. 

TURE, is built in to desk. Special wear- 

stay ... keeps base resisting boca = 

and desk legs LIKE last as lon the 

NEW! Optional equip- chair. STANDARD The SIKES COMPANY, Inc. 








20 Churchill St. Buffalo, N. Y. 














A complete line of metal parts for 
binding ring books, post binders, ledgers, 
catalogs, record books, visible records, 
and numerous special binders .. . all 
guaranteed and listed at new attractive 
prices. 


Send for your 
copy of our No. 
36 Catalog today. 


The Tenacity Mfg. Co. 
Lockland, Cincinnati, Ohio 





OFFICE APPLIANCE 


waiting for service calls, or complaints, Mr. Davis is 
busy most of each day calling on the owners of vari- 
ous machines, giving all the same kind of adjustments 
or minor repairs free of charge, whether the machine 
came from his own shop or not. This means not only 
the business offices of Colorado Springs, but scores 
of private homes, where he is as familiar a figure as a 
meter-reader. In this way, Mr. Davis has the most 
accurate check on machine-life possible, and can give 
at a moment, a diagnosis of a typewriter’s trouble, 
and how long it will last. 

His clients, thus accustomed to and grateful for 
his regular calls, are much more receptive to replacing 
obsolete typewriters and office machines, and have 
learned to trust in his advice. Whenever he is on a 
call, Mr. Davis examines all office equipment for wear, 
and if a minor adjustment will “fix it,’ this is done. 
If the machine has outlived its usefulness, Mr. Davis 
tells its owner so frankly, and offers a replacement. 
Owners are twice as willing to listen to him as to 
a salesman.—BART 

—__—_0—>-0-__ 


WALKER OPENS BUFFALO BRANCH 


With Harold K. MacCorkle installed as manager a 
new branch of Walker & Company, distributors of the 
Kerr Changepoint fountain pen, was opened at Buffalo, 
N. Y., last month. 

Mr. MacCorkle was promoted to the managership 











HAROLD K. MacCORKLE 


of the new branch after several months association 

with the Walker organization, which is located at 225 

Broadway, N. Y. Prior to joining the company he was 

for six years connected with a large New York bank 
The new office is located at 403 Main street. 


~~ ~—{<— > —$__$__— 


REMINGTON RAND’S METREM CLUB HOLDS 
OUTING 


Nearly 400 merrymakers turned out for the anhual 
outing of the Metrem Club of Remington Rand, Inc., 
which was held September 10 at the Day Line’s park 
at Indian Point. 

The day officially started when the picnickers and 
their friends drove to the Day Line pier and boarded 
a chartered steamer for a leisurely and pleasant trip 
to the park. Music by the Metrem Bluejays provided 
lancing on the trip up the river and also the journey 
home in the evening. j 

At the park sports and athletic events formed the 
program for the day. The Wildcats, of the typewriter 
division, thrilled the crowd by putting forward a 
spirited defense in a softball game only to be trimmed 
by the Nyssos—a team from the systems division—by 
a score of 5-2 to lose the Metrem cup which the Wild- 
cats won last year. 

The committee on arrangements was appointed by 
President Hassler, and consisted of Chairman Alfred 
E. Horan and Edward Gordon, William Klein, W. B. 
Elbaum, G. C. Hallenbeck, Jr., Ray Black and George 
Doer. 














COMPLETE LINES OF ADDING MACHINES 


* STANDARD MODELS * DUPLEX MODELS * STATEMENT MODELS 


Electric or hand operated — with or without direct subtraction 
AV fos glo)bt-Mmore § ole (ol sl-s- re tsleMmolotesloro(-mn aloltst= ; 
| do] bOT=}a'4- ms (10 405 (= (0) MMR oLo) hid =) 001-9 olor MR ble MNE-) o1-\-1e Me) Me) of-) co teteyel 


ALLEN W WALES 2276 Mace 
PareaerpQORATLTLOS 
Executive. Office 


515 MADISON AVENUE NEW YORK, N.Y. 
SALES A N D SBR VaeC ECE T H-R O Geto OU OT a HE W O. R. dow 








The SUPER PRONTO 


THE CORRUGATED BOARD STORAGE 


FILE THAT HAS EVERYTHING—. 





THESE 
FEATURES: 


COMPARE 


e AUTOMATIC STOP—drawers 


not pull out under careless handling. 


can- 


SLIDING SUSPENSION—permits full 


drawer accessibility at all times. 


@ SIX ROLLERS—produces drawer ac- 


tion comparable to regular steel 


files. 

e@ ALLSTEEL BACK—maintains strength 
and rigidity for long life. 

@ STEEL FRONT—beautifully finished to 


match your regular filing equip- 
ment. 


You can make money selling Prontos. 


Write for full details. 


PRONTO FILE CORP. 


349 Broadway 


New York, N. Y. 














OFFICE APPLIANCES 


PACIFIC NORTHWEST NEWS NOTES 

Only recently established, the pen, card and camera 
store of Reg McKee on Fourth avenue, near Union 
street, Seattle, has been sold by Mr. McKee to the ex- 
panding organization of Lowman & Hanford Company, 
a pioneer stationery house still going strong with ever 
larger activities in this Puget Sound region, where it 
has numerous links and footholds in the better busi- 
ness districts. Mr. McKee, who fathered the new retail 
store in the metropolitan district on Fourth avenue 
with an opening not so long ago, is continuing to man- 
age his establishment, although his Neonized name 
has yielded to the scarlet of “Lowman & Hanford,” 
in this new expansion by means of a Fourth avenue 
store in addition to the two Second avenue establish- 
ments previously operated in Seattle. 


os  S 


Relinquishing its former location on Second avenue, 
Seattle, to a Seattle bank now in process of expansion 
and needing the site, the Seattle branch of the L. C. 
Smith & Corona Typewriters Inc. has taken new 
headquarters at 910 Second avenue, where there is 
ample scope for its own expansion in this business 
center. Two large window displays have been devoted 
in the modernistic facade with parti-colored Neon 
lights for the names of the two typewriters, to show- 
ing of latest models, and the public is invited to “Step 
In and Try the New Super Speed Smith” shown under 
the better auspices. 

* * * 

Firmly established in new and larger quarters at 
111 Second avenue—really Seattle’s typewriter and 
stationery row—the E. W. Hall Company, long time 
office appliance house in Seattle, now has a Royal 
typewriter clock that is a main window centerpiece— 
an accurate timekeeper for the busy folk scurrying on 
Second and consulted thousands of times daily by 
workers in offices of the vicinity. 

* * * 

The Bell Stationery Company store in Everett, 
Wash., has recently been sold by Frank Bell to Mr. 
and Mrs. Clay McGrath of Ellensburg, Wash. The 
McGraths have taken charge of their newly acquired 
stationery setup, which is located at 2719 Colby ave- 
nue, in Everett, and have changed its name to the 
McGrath Stationery Company. Mr. and Mrs. Bell have 
decided on a trip East before definitely launching into 
a new business.—CML 

- —>-—___— 

SMALL CLIPPED AD SELLS OFFICE SUPPLIES 

Because they are growing with their young busi- 
ness, and constantly adding lines, Miss Grace Mc- 
Coppin and Miss Harriet Scott, operating a book and 
stationery store at Phillipsburg, Kans., have lots to 
tell their customers about. Yet they do not want to 
overdo the suggestive salesmanship and alienate good 
customers. They have hit upon a simple plan. In 
their backroom, they print small slips, not over two 
or three by four inches, listing just one new thing 
added to stock. These are clipped to purchases made 
by those who are logical prospects for the particular 
item. For example, fifty business men and women 
come into the Scott-McCoppin store daily, morning 
and evening, to pick up their Kansas City Star and 
Times, which is not delivered in this town. Each 
reader has a pigeonhole like a miniature postoffice, 
and serves himself. 

The printed ad, clipped to the front page, goes to 
his office with him, and is read as his paper is read. 
This eliminates the sense of being “bothered” as he 


| comes into the store, and lets him quietly analyze 





whether or not the purchase of this mentioned mer- 
chandise is indicated. He may have on hand a supply 
of columnar pads or whatever is listed; but he is apt 
to unclip the ad for future reference. Miss Scott says 
they have a high per cent of reaction to this in- 
expensive but effective type of telling their customers 
the business news, which is advertising —AG 
























’ ? ’ | ’ | 7 and 3 columns 


straight adding and with direct sub- 


te ADDING 


traction hand and Electric . . . only \ MACHINES ©» 
RC ALLEN offers such a complete = Kae x 


line equipped with VISIBLE DIALS, 
VISIBLE PRINTING and AUTO- 
MATIC CLEAR SIGNALS. 

Also Portable Adding Machines six 
to eight columns... adding cash 


registers in all capacities... and RC 
ALLEN 10 Key Calculators. 


Write for Catalog No. 20 describing the com- 
plete line of R C ALLEN Figuring Machines. 


ALLEN CALCULATORS, INC. 
22 East 40th Street, N.Y. 


Model 
3089 


Electric with Subtraction 





8 columns adding 9 

















YS 


sales easy. 


— “sz 
me a 
. es 
ro ae 
| a 
= e- -s —) 
rs 
— 
| ee _——S 
e—=s ‘Se — 





gauge steel, finished with non-scratching, baked-on 
enamel. Two and four roller drawers are extra deep. 


Safety Stacking Lug permits unlimited stacking. 
The “Y and E” 4100 line of Steel Transfer Cases is 


“Y and E” Direct Vision Index offers still just one of the profit opportunities that make the 
another year end profit opportunity. ‘‘Sky- os = : : - 
line Visibility’ — Direct Vision Tri-angle Y and E” Franchise so valuable. Write for details. 


tabs: straight line filing and finding make 


YAWMAN A’? FRBE MFG.(O. 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 


OFFICE APPLIANCES 
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If you want a bigger slice of this year’s transfer market—stock 
“Y and E” 4100 line Steel Transfer Cases. Here’s why. 
1. With the “Y and E” 4100 line you can meet every customer's need 


out of stock. Includes 5x3 in., 6x4 in., 8x5 in. Card, Cases, Letter Bill, Cap, 
Document, Tabulating Card, Ledger and Deposit Ticket sizes. 


2. Dust and rodent proof, “Y and E” Transfer Cases are built of heavy 


DON’T FORGET FILING 
SUPPLIES 


The “Y and E”’ Line is 
complete. It includes 
Folders, Guides, Cards 
and Card Indexes, Sorters 
and Trays, Control Forms 
and hundreds of other 
special features. 
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FAN SAVES PENCIL FACTORY FROM FIRE 

A large suction fan, used for drawing shavings into 
a separator last month saved the Koh-I-Noor Pencil 
Company’s factory, Bloomsbury, Pa., from serious dam- 
age when fire broke out and caused losses estimated 
at less than $500. 

The fire started in the separator which collects saw- 
dust and shavings and, fed by the material, burned 
fiercely. For a while the fire threatened the main sec- 


tion of the factory until the big fan used with the | 


separator was turned on and sucked the flames away 
from the main part of the building until firemen could 
bring the b!aze under control. 


<> 





THESE MUSKIES ARE DISTANTLY RELATED TO AUTO- 
POINT.—Although she posed (right) beside the seven beau- 
ties, Mrs. Mertha Rosch, cashier of the Autopoint Company, 


Chicago, didn’t take them—her husband, Dick, and Emil | 


Johnson, did the actual hooking and gaffing. Posing with 


Mrs. Rosch is Mrs. Anne Johnson. 
Eagle River, Ontario, weighed (left to right) 20, 24, 31, 42!/, 
35, 40!/, and 40 pounds. 
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ROYAL HONORS BECKNELL ON LONG RECORD 

The Royal Typewriter Company, New York, N. Y., 
recently honored Salesman D. G. Becknell of San 
Francisco upon the completion of twenty-five years 
of service to the company. Mr. Becknell entered the 





D. G. BECKNELL 


company’s employment on September 1, 1913, and 
through the years has established himself as an out- 
standing standard machine salesman. In commemora- 


The muskies, taken at | 


Wiselile 







Five Sales 
Leaders for 
Stationers 


Kveryone of the five Vail lines for 
stationers—-CLIPS, PINS, STA- 
PLES, BRASS FASTENERS 
and THUMB TACKS 


leader in quality and _ salability. 


-IS a 


The Vail line meets all require- 
ments and gives complete user 
Customers 


satisfaction. appre- 


ciate the genuine value and come 


| back for more. 


| for 


tion of the quarter-century of loyal service Mr. Beck- | 


nell was presented with a beautiful watch on his 
twenty-fifth anniversary. 
- *—-¢ 


SCHNEIDER OPENS CHICAGO OFFICE FOR 
PEERLESS 


The Peerless Steel Equipment Company, Philadel- | 


phia, last month opened a branch office and warehouse 
in the 111 building, Randolph and Canal streets, Chi- 
cago, for the better service of local office equipment 


dealers and those in the states of Wisconsin, Illinois, | 


Attractive packaging is a Vail 
feature. All Vail products are 
packed in smartly designed boxes 
that 


which is such an important aid 


consumer eye appeal 


in selling. 


If you are not a Vail dealer, try 
us on your next order. You will 
be satisfied with the quality, 
prices, and prompt, intelligent 


attention to your requirements. 


Send today for dealers 
price list and discount 


sheet No. 10138D. 


VAIL 


MANUFACTURING 
COMPANY 


Chicago, III. 


900 E. 95th St. 
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SPONGEX CUSHIONS 


ALL-AMERICAN 
selection for 1938-39 





All America chooses Spongex Office-Chair Cushions 
for the coming season. Team up with this unbeat- 
able line—sell the cushion that gives the greatest 
comfort at the lowest cost. Would you like complete 








information? Write today. 


THE SPONGE RUBBER 
PRODUCTS COMPANY 


164 Housatonic Ave., Derby, Connecticut 


OFFICE SEAT CUSHIONS - TYPEWRITER AND 
OFFICE MACHINE PADS 






OFFICE APPLIANCES 


Minnesota, Iowa, Nebraska, Kansas, Missouri and 
Indiana. 

Frank B. Schneider is in charge of the new branch 
and will be assisted by his son, J. Edward Schneider 
who will be responsible for prompt execution of orders, 


attention to inquiries, etc. The branch expects to 








— 


FRANK B. SCHNEIDER 


make overnight deliveries throughout most of its ter- 
ritory including Kansas City and Omaha. 

In another connection Mr. Schneider has been lo- 
cated in this territory for seven years and is well 
acquainted with the trade. Previously he was in Phila- 
delphia. All items of the company will be stocked in 
Chicago and, following the established Peerless policy, 
sales will be through dealers only. 


VERMon—=™ 
BUSINESS QNT 


OFFICE SUPPLIES @ EQUIPME 
R TLA OFFICES ~ GRYPHON Buca af 
AND, VERMONT 






OFFICE SUPPLI i, — 
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AN UNUSUALLY FINE DISPLAY BOOTH.—Record crowds 
gathered at the recently-held Rutland Fair to view this unusual 
display maintained by the Vermont Business Service, Rutland, 
Vt. The steel desk, files and cabinet are Globe-Wernicke. In 
the display entitled “Evolution of the Typewriter” the company 
showed many old models including a Blickensderfer, Colum- 
bia Barlock, Empire, Oliver, Smith Premier, Remington blind, 
Sun, Rex Visible and the celebrated Model 1 No. 1 L. C. Smith 
built in 1905. Also on exhibition were Victor, R. C. Allen and 
Remington adding machines and the entire L. C. Smith & 
Corona line. 
- — >. —__- 


I. B. M. EMPLOYES’ SCHOOL OPENS 

With a reported enrollment of 1752, the Interna- 
tional Business Machines Corporation school for em- 
ployes opened last month at the company’s main plant. 
The curriculum offers thirty-three subjects, some of 
which require as much as four years to complete, and 
instruction and lesson material is furnished free to 
the employe-students. 

Since its founding by President Thomas J. Watson 


NOVEMBER, 1938 101 


Gt Packs Plenty of Sales Punch— 


This NEW INVINCIBLE 1600 FILE! 


GIVES DEALERS JUST WHAT IS 
NEEDED AT THIS TIME 
— Smart Appearance 
— Improved Construction 
— Remarkable New Suspension 
— All at a Low Price 














O wonder this new Invincible 1600 File made new 
N records in sales to dealers at the Chicago Exposition, 
Palmer House, in September! Its appearance and quality 
rivals the higher priced lines, and its many outstanding 


features make it the “biggest buy” your customers have 


ever seen. 


The drawers are larger—deeper—with corrugated rib- 
reinforced sides for added strength. Tapered drawer 
heads insure perfect alignment—blistered false front gives 
easy access to up-front papers. Hand grip in rear of 
drawer facilitates easy removal of drawers when necessary. 
Panel type follower, guided on drawer sides, provides 


trouble-free, finger-tip operation—with positive locking. 


The 1600 Invincible Files are extra sturdy — with 
double torque braces on front shelves between drawers 
and front uprights have extra bend to provide greater 


strength and eliminate rough edges. 





The finish is truly rich and beautiful — and improved 
hardware with concealed fastenings adds the final touch 


of smartness to the unit. 











All in all this new Invincible 1600 File gives you just 


what you need to send your sales and profits up—and The 1600’s IMPROVED SUSPENSION 


{ (Ra AN D { P! Free-floating-roller progressive cradle type. Ten 
rollers in the suspension—eight floating and two 





ball bearing. Live rubber cushioned stops 
special hardened heavy steel drawer runs 
heavy gauge steel case channels. Suspension 


Write for complete details and prices TODAY! a oleate’ sch Geel 


beauty. 





FACTORY AND MAIN OFFICE 


INVINCIBLE METAL FURNITURE CO. 2500 thanktin stacer 
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Distinctive Furniture 


is so distinguished in its simple grace—so impos- 
ing in its balance that other styles may come and 
go but ROYALCHROME will be enduring in its 


pride of ownership. 


= Offices and reception rooms in ROYALCHROME 
No. 370 are fashionable and elegant. Add to this the ex- 


eception Room 2 2 ‘ P 
a hilaration of any one of the fascinating colors of 
TUF-TEX, Royal's exclusive leatherette, and the 
No. 249 result is sensational. 


Executive 


OUR CATALOG 
should be in every 
file of Office Furni- 
ture. Royalchrome 
is a business-builder 
and a business-re- 
tainer. 






No. 371 
All Steel Executive Desk 








ROYAL METAL MFG. CO. 
1107 S. Michigan Blvd., CHICAGO 


Factory: Michigan City, Ind. 
New York Los Angeles Toronto 


Jiletal Fun es, ‘since 097 
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the school’s educational program has been recognized 
as one of the leading educational systems in the coun- 
try and hundreds of requests for information concern- 
ing teaching methods, curricula and other phases have 
been received from hundreds of other business organ- 
izations. 

The present program provides four courses each in 
mechanical and electrical principles, electricity, and 
manufacturing analysis; three courses in accounting; 
two courses each in blue print reading and shop 
mathematics; and courses in IBM products, modern 
shop practice, measuring instruments, engineering 


mechanics, practical English, industrial organization, 
first aid, modern grinding practice, electrical account- 
ing machine practice, effective speech, alphabetic as- 
sembly, factory service school, heat treatment and a 


course for assistant foreman. 
: —>-—____ 








THEY TOTAL 320 YEARS.—This group of eleven men and one 
woman was snapped at an outing this summer and shows 
twelve employes of the Bates Manufacturing Company cele- 
brating the fact ‘that together their aggregate term of service 
with Bates is 320 summers and winters. The subjects and their 
service records are rear row, (left to right) George Meyers, 13; 
Carl Recchial, 21; Paddy Deffiley, 43; Charlie Fleig, 40; Jack 
Estelle, 49; Charlie McCarthy, 29. Front row: Bill Burke, 16; 
Wilbur Skinner, 16; Al Mooney, 38; Frank Harper, 26; Tom 
Devine, 13. In front, Mary Banks, 16. 
wets ee aa 

BERNARD MORSE JOINS MORSE TYPEWRITER CO. 

Bernard Morse has joined his father, Harry Morse, 
as secretary of the Morse Typewriter Company, Inc., 
305 Canal street, New York City. 

Bernard Morse has been absorbing the typewriter 
business all of his life. During his schooling he was 














BERNARD MORSE 


studying for the legal profession, but after his grad- 
uation from New York University he succumbed to the 
call of the typewriter business. 

For a number of years his summer vacations have 
been spent working with his father in which he 
learned the business from the ground up. 

A personable young man at the age of twenty-three, 
he is travelling over the country cementing old friend- 
ships and establishing new ones at which he has al- 
ready enjoyed a measure of success. 
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EASE 
IN WRITING 
WITHOUT 
FATIGUE 





SELF 
FILLING AND REGULATING! 
ALWAYS READY TO WRITE 


Designed in keeping with the modern trend of 
beauty and simplicity in line and color—constructed 
of Tenite, a beautifully varigated unbreakable plas- 
tic. The Esquire Pen-Ink Unit guarantees complete 
writing satisfaction. 

The ink is held at a constant level in a glass 
reservoir by an ink control in the neck of the bottle 


no destructive chemical action possible—it is 
always clean and clear—the pen always moist with 
just the right amount of ink. 


One bottle of ink sufficient for six months to a 
year of perfect writing . . special Sanford’s Esquire 
Writing Fluid refill with ink-control assures repeat 
business. Write for descriptive folder. Liberal dis- 
counts to reliable dealers. Prompt delivery. Exclu- 
sive Franchises still open 


Artistically boxed 
for Christmas Sale $4 75 
Retails, complete... 


ESQUIRE PEN-INK COMPANY 


(Bert M. Morris) 


742 South Hill Street Los Angeles, California 
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~HILCO DUPLICATORS 
te ead The Market 


N PRICE AND PERFORMANCE 


AUTOMATIC 
DUPLICATOR 


‘29. 


Price 


Compare the exclusive features of this re- 
markable duplicator with any other machine 
at anywhere near this price— 

@ Automatic Front Paper Stop 

@ Rubber Roller Releaser 

@ Closed-in, Leak Proof Drum 

@ Automatic Feed 

@ Automatic Paper Counter 


HAIR-LINE REGISTRATION: 


This ALL-IMPORTANT feature—absolutely 
essential to perfect work, is insured by the 
exclusive Hilco construction— 
and the automatic front paper 


stop. 
ALL-METAL & 1 Q50 
CABINET Retail 


Price 





All-metal cabinet, 17 x 30 x 31 inches high 
—especially designed for Hilco. Solidly 
built, crackle finish throughout . . . Very 
convenient—Equipped with two sliding 
trays and supply cupboard. ADJUSTABLE 
FEET. A utility and convenience you should 
not be without. 


Write for Catalog and Prices 


HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 












| Bushnell Ribbon Manufacturing Company; 


| tioner.—W. R. Lindsay, 
elected to the position of regional governor of District 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
816 Highland avenue, Manhattan Beach 


we have moved. We love Redondo Beach, 
but one must have an eye to the main chance. An 
opportunity arose of buying a fine ocean-view lot in 
the thriving town of Manhattan Beach, four or five 
miles north of Redondo, and daughter and son-in-law 
snapped it up. The next thing to do was to make 
plans and build a house that would accommodate 
six persons—three children and three grown-ups. It 


| required months to make the kind of a house that 
| suited, but now it is done and when we get things 
| arranged we shall find it most comfortable. It is the 


kind of a house Vivian and Herb. Jr., (aforementioned 
daughter and son-in-law) want, and it will repay them 
for all the work they have put into it. 

For me the situation is ideal. I have the south half 
of a double garage at the end of the lot. The room 
is trimmed in knotty pine. Two windows and a 
glassed-in door afford abundant daylight. At the rear 
are the necessary conveniences, walled off and with 
a window for ventilation. A cubicle for clothing is also 
provided at the rear. A small gas heater connected 
with the main provides warmth when the breeze from 
off Old Ocean is too spicy, while three electrical out- 
lets allow for the placing of lights anywhere they 
may be wanted. Exterior noises will be reduced to a 


| minimum, and even the boom of the surf on the shore 
| will be little more than a soothing whisper. A cement 
| walk connects the main house with the one I occupy 
| and with the adjoining garage. So now if my friends 
| in Chicago, Cheyenne, Redondo and elsewhere could 
| only come and settle ’mid the rolling hills round about, 
| what fun it would be! Remember our address—816 


Highland, Manhattan Beach, California. 
* * * 

Ribboners and Carbonieres Meet on Monthly Sched- 
ule.-—The Carbon and Ribbon Dealers Association of 
Southern California held its second monthly meeting 
of the season on Thursday, October 6, in the grill 
room of the Clark hotel. Present at the meeting were 
president W. E. Sibertson of the American Ribbon and 
Carbon Company; Miss M. L. Pressey, proprietor of the 
c. &. 
Bland, head of the Western Carbon Paper Manufac- 
turing Company; Louis Mirable, Arthur G. Wilson, 
chief and proprietor of Wilson’s Carbon Company, 
Ltd.; Charles W. Shallcross of the Shallcross Com- 


| pany; Conrad Waltner, of the Grimes-Strassforth Sta- 


tionery Company; Herb. Ecclestone, head of the South- 


' ern California branch of Remington Rand, Inc., and 
| H. W. Martin, Office Appliances. 


Following the luncheon there was a discussion of 


| colors, ribbon fabrics and other matters germane to 
| the more important issues that confront the trade 


from time to time. 
a * * 


Philadelphia Typewriter Man Visits L. A.—A. S. 


(“Gus”) Bundy, president of the Bundy Typewriter 
| Company, a pioneer typewriter organization of Phila- 
| delphia, spent a few days recently on the Pacific 


Coast. He visited friends in Los Angeles and was en- 
tertained by C. J. Harris, manager of the Los Angeles 
branch of L. C. Smith & Corona Typewriters Inc. 
* ok * 
Regional Governor, District 12, an Experienced Sta- 
who was last month re- 


No. 12, is an experienced stationer as well as a loyal 
Angeleno. He is a native son of native sons, some of 
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Important Facts 





International Business Machines Engineering 
and Research Laboratory; Endicott, New York 


behind \NTERNATIONAL BUSINESS MACHINES 


A continuous program of research, engineering 
and development lies behind the performance and 
high reputation of International Business Machines 
and methods. The International policy calls for 
invention, expert designing, testing and experi- 
mentation. It includes diligent research into the 
ways and means of improving the machines and 
methods of business management. 


The building shown above is one of the best 
equipped industrial laboratories in the world. In 
this building, International engineers and skilled 
technicians are constantly striving to improve 
today’s machines and laying plans to meet the 
business needs of tomorrow. 


This alert engineering policy assures the cus- 
tomers of this company of improved machine 
methods and highest machine performance. These 
qualities in turn make for maximum efficiency in 
business administration. 





Engineers recording performance of International Electric 
Bookkeeping and Accounting Machine, 


INTERNATIONAL 


Es 
SUCHINE® 


Business Machines Corporation 


World Headquarters Building, §90 MADISON AVENUE, NEW YORK, WY. 
Branch Offices \M PRINCIPAL CITIES OF THE WORLD 
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More buyers, turnover and profits invariably result 
when the Terrell Line of Steel Storage Cabinets is 
featured. Definite improvements—a new automatic 
self closing locking device, doors opened by pulling 
out on the handle, sound-deadened door construc- 
tion, distinctive and modern hardware—make 
Terrell Steel Storage Cabinets ‘‘first choice’? with 
buyers everywhere. They fulfill the rigid require- 
ments of efficient good-looking installations and at 


remarkably low cost. 


ER REL 


STORAGE EQUIPMENT 


The Terrell Line of Cabinets is complete—it antici- 





pates every storage need and meets every price 
demand. It is distinguished by a brilliant record of 


both customer and dealer satisfaction. 


([STEE LEAS E| 


Business Equipmen 








METAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 





MODERN STYLE AND DESIGN .. . BUILT-IN EFFICIENCY 
... GREATER DURABILITY ... OUTSTANDING QUAL- 
ITY ... DEPENDABLE PROFITS... BIGGER VALUE 











# ? - 2 
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his immediate ancestors having made the trip from 
the eastern coast by ship to the Isthmus of Panama, 
across the isthmus by wagon, went aboard a north- 
bound ship, and sailed thence to San Francisco, thus 


avoiding the tedious and dangerous trip around the 


Horn. This was in the early 1850's. 

Mr. Lindsay’s experience in the stationery trade 
dates from 1910, when he joined the staff of the 
Neuner Company at 113-115 South Broadway, Los 
Angeles, as assistant to Joe Harvey. He remained 
with the Neuner organization until 1918, when he 
went with the West Coast Stationery & Printing Com- 
pany which Joe Harvey had organized in 1916. The 
death of Mr. Harvey several years ago put increased 
responsibility on Mr. Lindsay’s shoulders, but he has 
carried the burden well—so well, in fact, that he is 
regarded by The National Stationers Association and 
his colleagues in California as one of those rare in- 
dividuals who never shirks a task and who can always 
do just a little bit more. 

* * * 

New Furniture Department Manager for Stationers 
Corporation.—C. B. Adams, an able and experienced 
office furniture salesman, for some time associated 
with the Stationers Corporation of Los Angeles, suc- 
ceeds George Morgan, former department manager, 
as head of the Stationers Corporation’s office furni- 
ture department. 

George Morgan is the son of Harry Morgan, presi- 
dent of the Stationers’ Corporation. He is a young man 
of active habits, and has a thorough knowledge of 
office furniture in all its phases. Already he has se- 
cured the accounts of several of the largest concerns, 
whom he will represent in the eleven western states. 

*« * * 

Barney Alderson Encounters Illness.—Barney Alder- 
son, who recently returned from an extended business 
trip, is reported to be recovering from a minor illness. 
Barney represents the Zundel Seating Company, the 
Pronto File Corporation and the Richard Best Pencil 
Company and covers a wide territory. 

* * * 

Some Travelers in L. A—Following are among those 
who called on the Los Angeles stationers recently: 
Ernest Wallace, Bates Manufacturing Company; Her- 
man Halper, Steinway leather goods; Lloyd Wagner, 
Joseph Dixon Crucible Company; Robert Smith, Sun 
Rubber products; Jack Autry, Cooke & Cobb Company; 
J. D. Cardsen, B. F. Goodrich Rubber Company, and 
Barney Alderson, whose presence has already been 
noted. 

* * * 

Back to Work After Long Illness.—After an illness of 
four months’ duration, M. S. Thomas of the Los An- 
geles Stamp & Stationery Company has returned to 
his desk. He underwent two major operations. His 
associates rejoice over his recovery. 

* * > 

Changes Jobs.—Franklin E. Rising, until recently 
buyer for the Industrial Printing and Stationery 
Company at Huntington Park, now holds a like posi- 
tion with the Los Angeles Stamp and Stationery Com- 
pany. . fa 


Business Is “Spotty.”—Trade conditions in Los An- 
geles and vicinity are “spotty.” They will probably 
remain so until after election. “Thirty dollars a week 
every Thursday to all persons of fifty or over,” is not 
a proposition that induces confidence. But we’ll know 
more about it after November 8. Aside from that trade 
is somewhat better, but there are still other untoward 
propositions on the ballot that help to cast doubts 
around. 

a 
GRAHAM BECOMES BROWN CO. AGENT 

The Graham Paper Company, Wichita, Kansas, last 

month was appointea distributor of the L. L. Brown 





Paper Company’s Brown linen ledger in that city and | 


vicinity. 
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Cites up to 300 words with one dijo! 

























When you stock a pen that re- 
tails for only 10-cents, yet writes 
a whole letter with one dip, and 
has all the convenience of a desk 
fountain pen—you’re stocking a 
real seiler! 


And that’s what this “Big Dip- 
per” is. It has the finest of all 
penholder features 
which holds, with one dip, enough 
ink to write up to 300 words! 
And it not only writes more words 
than other pens, it writes them 


a reservoir 


0 


more easily. For it has a smooth- 
writing Spencerian “Everbrite” 
Pen—made of stainless Sheffield 
steel which resists the corrosive 
action of ink. 


Display the “Big Dipper” where 
your customers will see it, and 
they ll buy it. They ll buy it 
because every one can see it’s a 
real bargain for 10-cents. Order 
the No. 260 Assortment now 
12 “Big Dipper” Penholders in 
Attractive 
colorful counter card is free. 


L 


& 


The “Big Dipper” fits perfectly 


into ink stands made by Carter 


four beautiful colors. 


wionu3say,, ddddI@ DIG, Nvis32N3e5 O0I 






and other manufacturers. 
Feature “Big Dipper” and ink 
stands together. ‘They make a 


fast-selling, inexpensive desk set. 


| SPENCERIAN PEN CoMPANY 
134Broadway,Dept.P,New York 


\ ‘THE NAME FOR WRITING 
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The C.E. SHEPPARD CO., 


44-Ol 21% Street, - LONG ISLAND CITY, N.Y. 
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VISIBLE BOOKS 


for Better Business 


Better business conditions means ex- 
panding records and in many instances 
the installation of entirely new systems. 
A “land office” business is in sight for 
dealers featuring Visible Record Books. 
But it is equally important to handle a 
line that is complete and up-to-date. 
Cesco Visible Equipment offers a wider 
range of forms and a greater assort- 
ment of binders. 


New Visible Catalog 


Our new Visible Catalog “G” is just 
off the press. It shows stock forms and 
systems designed for modern business 
needs — Binders with automatic shift 
and non-shift type, as well as other 
housing equipment. Write today for 
your copy and our dealers proposition. 
Exclusive agencies available. 


— Pay Roll Records — 
for New Wage-Hour Law 


The new Wage-Hour Law has re- 
vived the market for Pay Roll Rec- 
ords. Cesco Forms conform to the 
requirements of the new law. Ask 


for Booklet SS-100. 
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MANNSCHRECK BOOK STORE ARRANGED FOR 
MEN’S SHOPPING 

Men are buyers, not shoppers. They come in, know- 
ing what they want, buy it, and leave. For this por- 
tion of his trade, Sam Mannschreck, operating the 
book and stationery store which bears his name at 
St. Joseph, Mo., arranges his store for speedy service. 

Up front and along the whole left side are office 
supplies, arranged in wall-cases and table bins for 
clerk and customer convenience. Segregation makes 
multiple sales easier, because the salesman can go 
from line to line in building-up customer acquaintance 
with the Mannschreck stock. 

Another department of interest to men, and im- 
mediately available without deep penetration into 
the store, is that of late book releases, housed in 
racks up front, temptingly visible from the street, 
and with bright jackets doing their selling without 
clerk aid. Newspaper and magazines are close by. 

Following down along the left side of the store, men 


| buyers comes to the wrapping desk, cash register, 


and Mr. Mannschreck’s office. Beyond that is the 
stairway to the basement department patronized 
mainly by men customers—the photo-static and blue 
print section. This is a busy department, and brings 
a world of traffic into the store. 

This stationer makes plenty of provision for women 
buyers as well; but for their needs and luxuries, they 
must penetrate farther back into the store. Stationery, 
with a monogramming machine, is in a department 
which women go into, rather than past, but there is 
a pull about this personalized merchandise which 
makes them seek it. Party goods, shown in a prom- 
inent aisle, are ready pick-up items, and by following 
through with tallies, place cards, nut cups, score cards, 
sometimes paper table cloth and napkin sets, new 
playing cards, and various favors for prizes, the sales- 
man can really build a worthwhile sales ticket, at 
the same time helping the customer to shop all under 
one roof, and finding matching units for an attrac- 
tive party. 

School books and school supplies are placed at the 
Mannschreck store at the back of the store.and to 
one side, since people always come in for this line, and 
buy what they need no matter where it is. Lighting 
is bright for this section, and the toy section as well, 


| which adds to its selling appeal. 


Seventy-five per cent of his trade is made up of 
women and children, this dealer says. They love to 
shop, and will browse around an hour, back among 
the counters and cases of merchandise they might 
want. For the one-fourth comprising men, this dealer 
saves the fastest moving and best stock location. Men 
shop their way into a store, women shop their way 
around and out. By this arrangement, Mr. Mann- 
schreck believes he is getting the best results—AG 

> 


NOVEL PILLAR DISPLAYS SPEED HOLIDAY 
SELLING 
Schwabacher-Frey, stationers at San _ Francisco, 
brought gift samples to the attention of customers in 
a striking way last Christmas through use of a Series 
of bright-colored pillar displays. 
Every pillar in the store was covered with bright red 


corrugated, lightly trimmed in green. On this surface 


—up at about eye level height—were fastened numer- 
ous samples of gift merchandise. Each item was shown 
on a sort of individual panel so that it stood out con- 
spicuously. The amount of strictly decorative trim- 
ming was held down so that it didn’t overshadow the 


| merchandise. 


The pillar displays served two important purposes. 
They impressed the fact that the store offered a wide 
variety of gift items. They made it easy for the cus- 
tomer to buy by showing samples in places where he 
could examine them without waiting for a clerk.— 


BART 
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MORE 


In THE BIG 
POLAROID™ DESK 
LAMP CAMPAIGN 
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KOPLE are interested in the Polaroid Desk 

Lamp. It’s so completely revolutionary 
in its efficient glare-removal that people want 
to know about it. 

Feature articles in Forlune and Life have 
told the story of Polaroid itself. A national 
advertising campaign, full pages in Time, For- 
tune, News Week, Saturday Evening Post, 
Nation's Business, Banking and Best’s Insur- 
ance News, is sending selling messages to 
millions. Here's how you can capitalize on 
this interest and bring yourself more profits. 

We have prepared a striking automatic dis- 
play unit, that shows dramatically how the 
Polaroid Desk Lamp effectively ends glare. In 
your window, it will be a stopper that will 
bring customers into the store. On a counter, 
its flashing lights will attract attention and 
make shoppers ask for a demonstration of the 
lamp. 

And here’s the best news of all. We are mak- 
ing a special deal on this display piece. With 
every order of 6 Polaroid Desk Lamps at $16.50 
(less your regular trade discount), we will send 
you the display unit, 250 copies of a folder. 
‘Free Your Eyes From Glare,” to distribute to 
your customers, and two valuable pocket sam- 





ples of Polaroid for each of your salesmen to use 
in demonstrating the amazing scientific magte of 


Polaroid. All this sales material is absolutely 


free. 





Take advantage of 
this remarkable offer. 
Send your order now 
on the coupon below. 


Graybar, Westinghouse, G. E. 
Supply and leading distributors 
are now prepared to give you 
prompt, efficient service—speedy 
delivery on every Polaroid Desk 
Lamp you order. 


POLAROID CORPORATION wD 


*Trade-Mark Reg. U. S. Pat. Off 





SE A 


4 
| 
POLAROID CORPORATION, 1 
285 Coiumbus Ave., Boston, Mass. I 
Please send me 6 Polaroid Desk Lamps at $16.50, less! 

r . j - 1 l 

our regular trade discount. Please also send me the 4 
display unit, 250 copies of ‘Free Your Eyes From Glare, ! 
and Polaroid samples for our salesmen, at no cost to me. 
! 

! 

I 

! 

| 

! 

! 

I 

I 

J 
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Please order through.................+.+(Distributor’s Name 
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See for 
yourself? 


TRADEMARK 


TRANSFILE 


CORRUGATED BOARD FILES 





look like regular steel files—and— 
they operate like them. 
Business has to make more records and 


keep more records for a longer time than 











ever before. Hence, business concerns 


=> continue their search for economical means of filing and 
storing. And business insists upon good appearance. 

4 It is only natural that hundreds of business houses have 

STYLES standardized on TRANSFILE Files. They are not only eco- 


nomical and attractive in appearance but durable and 
efficient. They look and act like regular steel filing equip- 
ment—at approximately one-third the cost. 

Your customers will find TRANSFILE Files the answer to 
13 economical filing and storage—and you will make a real 
SIZES profit, too. 


There is a TRANS- 
FILE for every purse 
and purpose 


Get a sample of TRANSFILE 
Files today. Examine it. Com- 
pare it. You'll be convinced. 







> 
The DeLuxe TRANSFILE 
has steel roller bearing 
drawer suspension 






GUIDE SYSTEM & SUPPLY CO. 
335 CANAL ST. 
NEW YORK, N. Y. 





The Leader TRANSFILE 

reatest steel front 

orrugated file a ever 
red. 
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SMITH-CORONA PREPARES XMAS SALES 


BOOSTERS 
L. C. Smith & Corona Typewriters Inc. Syracuse, 
N. Y., this year has completed production of a large 
number of dealer aids to help boost sales of Corona 


portables during the Christmas and holiday season. 
Illustrated here is a window display listed as the 
Form AC-369. It depicts Santa Claus placing a Corona 













NEW ,. 
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SMITH-CORONAS’ CHRISTMAS WINDOW DISPLAY 


in a bag of real cloth with a wintry background and 
several presents adding a Christmas touch to the 
scene. Full instructions on the set-up will be included 
with each display. 

The company is also offering to its dealers a Christ- 
mas folder and a letterhead listed as form Nos. AC-383 
and AC-381, respectively. A fine selection of dealer 
mats is also ready. With these, newspaper will make 
minor changes in copy to suit each dealer without cost. 

2 


LORTON BUYS VERMONT FIRM 

David Lorton, for the past four years manager of 
the Vermont Business Service, Rutland, Vt., last month 
purchased the business to become its sole owner. He 
celebrated the purchase by maintaining a splendid 
display booth in the recently-held Rutland Fair, which 
is pictured elsewhere in this issue. 

The company, located at 122 West street, specializes ie 
in completely outfitting offices of all types and sizes. WITH THE TIME-SAVING 


len 


PATENT APPLIED FOR 


a 








* Costs No More 
* More Convenient 


* Easier to handle 





* Allows closer 








Filing 
* More durable 
DAVID LORTON * Stronger than tape 
: ' , : : l. Insert Tab through 2. Then slip through slot 

Among the lines it carries are Globe-Wernicke furni- fastener. to lock. 
ture and equipment and the entire L. C. Smith & 
Corona typewriter line. A full line of attractive dealer display 

Announcement of the change in management of the helps and consumer literature . . . Write 


organization brought Mr. Lorton many messages of 
congratulation and good wishes for the future in his 
undertaking. 


in at once—this item is a real profit maker 


cS aa a Exclusive with 


FOURTH BUSINESS SHOW OF PROGRESS ; ; 

C. C. Fiske, president of the Business Show of National FiberstoK Envelope Company 
Progress, Inc., San Francisco, announces that prepara- on a 5 at ra 
tions for the show were carried out as planned and 429-447 Moyer Street, Philadelphia, Penna. 
that the promise of a record attendance made good. Chicago Warehouse, 308 W. Randolph Street 

A pre-show pep meeting held at the Palace hotel 
was attended by exhibitors and representatives of 
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THIS 


EXTRA PROFIT 














Model No. 32-A (with metal drawer). 
A type and size for every need. 


Dealers everywhere find that profitable added 
sales volume is easy to get by recommending 
the proper Sher-Man Stand for business ma- 
chines. 

Sher-Man ‘‘Ideal’’ Stands are correctly de- 
signed, carefully built, and finely finished 
stands—for every office machine need. The 
complete line includes light, regular, and 
heavy-duty models, available with any combi- 
nation of hinged shelves. They make business 
machines easy to use, with quick portability, 
and safe, non-tipping support. 

Write for general catalog with full data on 
Sher-Man stands and stools. 


SHERMAN-MANSON MFG. COMPANY 
621 South Kolmar Avenue . Chicago 


IGA IA 


BUSINESS MACHINE STANDS 
i aaa 
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participating firms. Special addresses were those of 
Elmer Breckenfeld, vice-president of the Schwabacher- 
Frey Company speaking on “How Representatives Can 
Get the Most Out of a Show”; and by H. L. Weber of 
the Fibreboard Products Company of San Francisco 
speaking on “What the Business Man Can Get Out 
of the Show.” 

Business executives throughout Northern California 
indicated their intention to attend the show to be held 
at the Palace hotel November 1 to 5. They go to 
inspect the latest in new office equipment, accessories, 
and specialties, which can be of use in conducting 
their establishments more economically and efficiently. 

Mr. Fiske states that 15,000 formal, personally ad- 
dressed invitations were sent out to executives in 
Northern California and some neighboring states. 

Display cards in show windows and inside attrac- 
tively announced “The Business Show of Progress 
Marches On—with new ideas, new methods, new 
equipment for greater efficiency.” 

The floor plan was this year rearranged to allow 
more floor space for exhibits, and the display space 
was fully sold out. The success of the show was a 


foregone conclusion.—SN 
—— 





ONE OF CANADA'S LEADING PIANISTS.— 
Ernest Seitz, celebrated Canadian pianist and 
composer, who last month began a series of 
radio recitals sponsored by Underwood Elliott 
Fisher Ltd., of which his father, J. J. Seitz, is 
president. A story concerning Mr. Seitz’ radio 
series appeared in the October issue. 
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BANKERS & MERCHANTS CO. HAS WAGE-HOUR 
LAW STAMPS AVAILABLE 


A set of rubber stamps manufactured specially for 
use of employers in dealing with the recently-enacted 
wage-and-hour law, has been made available by the 
Bankers & Merchants Stamp Works, 3215 Sheffield 
avenue, Chicago. 

The Wage and Hour Act, regulating minimum wages 
and maximum hours of certain types of workers, for- 
bids dealing in goods produced by anyone violating 
that law. Customers who are buying goods require 
vendors to certify that the goods were produced in 
conformity with the law. 

For the convenience of manufacturers the Bankers & 
Merchants Stamp Works now has in stock rubber 
stamps in convenient form for both notification and 
certification purposes, the former for use on purchase 
orders and the latter for invoices. 

A new catalogue recently issued by the company is 
described elsewhere in this issue. 
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REAL TEAMWORK 
behind a 
STRONG LINE 


The Steel Age Line—strong in every department and ably 
supported by home and branch offices—is piling up consist- 














ent sales gains for Corry-Jamestown dealers. 


Its hard-hitting combination of quality — diversity — price 
range — and service will take your steel office equipment 


sales over for the winning profit score. 


{f you are interested in making this team of dealers who are 


going places—write for the necessary details. 


CORRY-JAMESTOWN MFG. CORP 
Corry Penna. 
Export Address: 1105 Chester Avenue, Cleveland, Ohio 
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CORRY-JAMESTOWN'S 
ALL AMERICAN TEAM 


includes—Bookshelf Units . . . Card Index 
Cabinets ... Card Trays... Chairs... 
Counter Height Equipment . . . Desks . . . 
High Line Equipment . . . Horizontal Half- 
Sections . . . Horizontal Wide-Sections 
. . . Law Book Units ... Letter Trays... 


i 





Lockers . . . Plan Drawer Equipment .. . Safes . . . Sec- a 
tional Book Cases . . . Shelving . . . Storage Cupboards = 
... Tables ... Transfer Cases ... Typewriter Stands... i 
Vertical Filing Devices .. . Wardrobes . . . Wastebaskets - 
. . « Also Custom-Built Equipment for Banks . . . Court ns 
Houses .. . Hospitals .. . Libraries . . . Public Institutions. ae 





OVER 600 EQUIPMENT ITEMS FOR THE MODERN OFFICE 














OH-I-NOO 


(\\The Perfect Pencil | \\\ 





@KOH-I-NOOR PENCILS 
always have and always will mean 


just one thing—QUALITY. 


@KOH-I-NOOR PENCILS 
are now being manufactured in our 
new American factory, using the same 
high grade materials and fabricated 
on the finest and most modern ma- 


chinery by highly skilled workmen. 


@KOH-I-NOOR PENCILS 
are now being sold at a price everyone 
can afford to pay—to persons who 
have formerly had to be satisfied with 


substitutes. 


@KOH-I-NOOR PENCILS 
have a definite place in your sales 
plan. Stock them and sell them for 


greater satisfaction and profit. 


If you have not been sup- 
plied with information, 


write us immediately. 


THERE IS NO SUBSTITUTE 
for 
QUALITY 


KOH-I-NOOR PENCIL COMPANY, INC. 
373 Fourth Avenue New York City 
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IBM OPENS NEW BOSTON HEADQUARTERS 

Marked by a luncheon attended by many civic and 
educational leaders, and a two-day showing of the 
company’s products, official opening of the Inter- 
national Business Machines Corporation’s new Boston 
headquarters, 573 Boylston street, was held on Octo- 
ber 28. 

Several prominent speakers addressed the gathering 
at the luncheon held in the company building. Among 
them were the following: Hon. Maurice J. Tobin, 
mayor of Boston; Eliot Wadsworth, International 
Chamber of Commerce; Dr. Daniel Marsh, president, 
Boston University, and the Rev. Arthur Lee Kinsolving, 
rector of Trinity Episcopal church. 

Features of the new building include a recreation 
and reading room for employes, a permanent exhibit 
of IBM machines, sales office and demonstration 
rooms, headquarters of an employes’ club and rooms 
for meetings and other gatherings. 

Boston is the IBM headquarters city for the New 
England district including company offices at Bridge- 
port, Hartford, New Haven and Waterbury, Conn.; 
Portland, Me.; Province, R. I.; Springfield and Wor- 
cester, Mass., and Concord, N. H. 


°° 


ANOTHER ROYAL FAMILY.—In Allentown, Penna., Frank J. 
Haberle has long been a Royal Typewriter Company standard 
machine dealer. Here he is shown with his staff outside his 
place of business (L to R) Mr. Haberle, Serviceman C. E. 
Harton and Salesmen William Armstrong and Harrison Esterly. 


—<—>- 


WINDOW DISPLAY THAT GETS ATTENTION 

Capitalizing on the fact that every man is interested 
in the movements of national recovery or recession in 
business, the B-C-D Office Equipment Company, De- 
troit, has arranged a window display that really stops 
the passersby. A map of the United States is mounted 
on cardboard. Then colored tacks, in three colors, are 
selected. Weekly business movements in fifty-eight 
key cities are represented by these colored tacks. Thus, 
if business in Denver has receded in the past week, a 
red tack is placed at Denver on the map; if business 
there has remained the same, a yellow tack is used; 
and if the business has improved, a green tack is em- 
ployed. Passersby are in the habit, now, of visiting the 
window weekly to see how many more green tacks have 
appeared, and to analyze which portions of the coun- 
try are the best and worst off. 

The map is at the front of the window, and just 
behind it is kept each week a different desk or chair, 
marked with strings and placards for its various fea- 
tures—such as a placard tied to the leg of a desk 
by a long string, the placard reading, “New base non- 
breakable legs.”—BART 

—--e—___ 
STANDARD MAILING DUPLICATOR WINS 
MERIT AWARD 

The Master model Standard fluid process duplicator 
manufactured by the Standard Mailing Machines 
Company, Everett, Mass., was recently paid a high 
honor when it was given an outstanding award for 
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Add to vour Sales...make extra profits 
e e e With these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 
Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 





business on Speed-O-Print Supplies trated catalogue and full details. 
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NOW CONTAINED 
IN EVERY 
FULTON : 
BUSINESS OUTFIT 
AT NO INCREASE 
IN PRICE! 


















FULTON’S 
new . 
No MATTER how many lines 
K WwW ! K S E T of type are set up, the rubber base and 
lines of the new KWIK-SET HOLDER 
H 0 L D E Q assure an even impression, perfectly 
aligned 
a nd The new All-Weather DRI-KWIK 
Stamp Pad is impregnated’ with 
A L L - Ww E A T H E Be Fulton's sensational new All-Weather 
Ink Impressions from even the 
D RR ] - K W | u Be A D smallest type will dry quickly, sharp 


and smudge-proof, under all weather 


conditions 


FULTON 


There's real business and pro 
fits in FULTON BUSINESS 
OUTFITS 


leaflet and price list 





SPECIALTY CO. 


Write for new 


Sales Office: 200 5th Ave., N.Y. City 
Factory: Elizabeth, N. J. 









«Luxuriously 
Comfortable” 


That's what secretaries 
and stenographers say 


about the Eff & C 
Posture Chair. Built 
in accordance with 
correct scientific pos- 
ture principles, ad- 
justable without tools, 
deep cushioned and 


trimly tailored, it com- 
bines high quality and 


Eff & C No. 250-P 





true economy. 


FACILITY Chairs may 
be equipped with New 
LOCK-SPRING Back 


additional 


DEALERS 


Compare the stylized comfort and 


at small 


sturdy construction of this fine 


charge. 


chair. Write for details. 


The Fritz-Cross Com pany 


304 East 4th St. Saint Paul, Minn. 
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merit at the twenty-third annual meeting of the Asso- 
ciated Industries of Massachusetts. 

The award was made on October 20 when the organ- 
ization gathered for its meeting in the Copley Plaza 
hotel in Boston. Each year the Associated Industries, 
through its Merit Court, singles out a limited group 
of Massachusetts products developed during that year 
which are considered noteworthy. The award of merit 
is then presented to the manufacturers at the asso- 
ciation’s next annual meeting. 

A picture of the Standard Master model was pre- 
sented in the August issue of OFFICE APPLIANCES. 

*— © — 
NEW AUTOPOINT CATALOGUE OUT 

Of equal interest to those interested in office equip- 
ment and firms engaged in good-will advertising is a 
new catalogue No. 39 recently issued by The Autopoint 
Company, 1801 Foster avenue, Chicago. 

The book is replete with interesting and informative 





AUTOPOINT’S NO. 39 CATALOGUE 


illustrations, while the layout design is such as to 
maintain the reader interest from cover to cover. 

The entire Autopoint line is described and pictured 
including Autopoint and Realite pencils (Bakelite and 
Pyroxylin), leads and erasers, Norma “four-color” pen- 
cils, desk pads, Autopack memo packs, Knives and files 
(blades by Gits), high-grade leather pocket goods and 
the Postalett. 

Copies of the catalogue are available on request. 


*—> © 


GODWIN COMPANY IN NEW HOME 

The Godwin Stationery Company, Birmingham, Ala., 
has recently moved into new quarters at 2151 North 
20th street where considerably more space is available 
for stock and supplies. In the new location the com- 
pany has obtained 8,000 square feet of floor space, 
most of which will be utilized for the display of furni- 
ture and the many stationery lines carried. The com- 
pany is interested in receiving catalogues from furni- 
ture manufacturers desiring a connection in Birm- 
ingham. 

—<—_e 
“COURTESY DESK” HELPS SELL LAMPS 

A “courtesy desk,” arranged for use of those buying 
greeting cards at the store, helps sales of desk lamps 
at the B-C-D Office Equipment Company, Detroit. A 
large placard marks the desk as a “courtesy desk,” 
and the desk is equipped with pen and ink, and a 
most recent type of desk lamp. The lamp often brings 
comments from those who seat themselves at the 
to explanations, these not 
BART 


desk, the questions lead 
infrequently result in sales. 
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THEY'RE ALL TALKING 
ABOUT THE A§E AURORA LINE SALES RECORD 


OU have probably heard about A-S-E “Balanced 







































Design” files piling up sales for dealers all over the 
country—and how the fast-moving, popular-priced line 
is increasing profits. It’s a subject in which lots of dealers 
are interested today. 

Packed with features—58 of them—that sell them- 
selves, there is no one feature which must be “sold” to 
cover up the defects of other parts. Among these superior 
features are: Full 28” depth; heavy, six-post steel frame; 
smooth drawer operation; 10-bearing cradle, or floating 
roller suspension; positive-acting, side-locking compres- 
sor; complete range of sizes and drawer combinations; 
dustproof, enclosed bottom; solid bronze hardware. 

A-S-E files have real eye-appeal that makes prospects 
look; smooth durable baked enamel finish in grain, wood 
or flat colors. Because of their outstanding values, the 
(-S-E “Balanced Design” files turn prospects into cus- 
tomers—and make regular customers buy more. 

There is a model and type of A-S-E “Balanced Design” 
files to meet any size, arrangement or price requirement. 
You, too, can talk about increased sales and profits by 
selling the A-S-E line. Just mail the coupon today for 
the new 72-page catalog containing complete informa- 


tion and business-building facts. There is no obligation. 











T FE r [ F UJ : 8 All-Steel-Equip Company, Inc. 
ad 7 618 John Street, Aurora, Ill. 


Send me, without obligation, the new 72-page Catalog 


C 0 M p A N Y | N C of A-S-E Aurora “Balanced Design” Filing equipment. 
“y - 


Name... 


618 JOHN STREET Address Bere 
AURORA, ILLINOIS City 
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Calculators te approach these 


Production Geatures. 





FRIDEN 
Super-malic Calculator 


FULLY AUTOMATIC 
WITHOUT PRE-SETTING IN 


@ MULTIPLICATION @DIVISION 
@NEGATIVE MULTIPLICATION 
@ACCUMULATIVE MULTIPLICATION 
@ ADDITION @® SUBTRACTION 


FULLY VISIBLE MULTIPLIER in which each multiplier appears as a 
visible proof of accuracy before a multiplication is made. 


MULTIPLICATION—FULLY AUTOMATIC—PRE-DETERMINED. A 
touch of a single key automatically positions the carriage—clears 
the dials—starts the operation—shifts the carriage and clears the 
keyboard as the problem is completed. 

ANSWERS WRITTEN DURING MULTIPLYING TIME through the total 
elimination of all clearing and carriage positioning operations. 
AUTOMATIC ACCUMULATION OF PRODUCTS with automatic key- 
board clearance. 

AUTOMATIC ACCUMULATION OF MULTIPLIERS with visible proof 
of individual multipliers. 


AUTOMATIC ACCUMULATION OF BOTH PRODUCTS AND MULTI- 
PLIERS with automatic keyboard clearance and visible proof of 


accuracy. 


AUTOMATIC NEGATIVE MULTIPLICATION for taking off discounts, 
negative multiplication, etc., with automatic keyboard clearance. 


AUTOMATIC KEYBOARD CLEARING of multiplicands, dividends, 
and divisors at completion of each calculation. 

POSITIVE KEYBOARD LOCK which locks the entire keyboard against 
accidental release of any keys. 

AUTOMATIC VISIBLE PRE-DETERMINED DECIMAL POSITIONS in 
keyboard, multiplier. upper dials and lower dials. 

AUTOMATIC CARRIAGE POSITION INDICATOR IN MULTIPLIER. 
FULL AUTOMATIC DIVISION WITH AUTOMATIC KEYBOARD 
CLEARANCE. 

AUTOMATIC ENTERING OF DIVIDENDS WITH AUTOMATIC KEY- 
BOARD CLEARANCE. 

QUOTIENTS WRITTEN WHILE DIVISION IS BEING PERFORMED. 
Made possible by the exclusive Friden Roto-flow Drive Principle. 
DIAL TWIRLERS FOR DIRECT ENTERING OF DIVIDENDS OR OTHER 
VALUES in the upper dials, without disturbing the keyboard. 
AUTOMATIC HALF-CENT WITH DIAL COVER IN ANY UPPER DIAL, 
established by means of a dial twirler. 

AUTOMATIC CARRIAGE TABULATION pre-determined position 
established through the multiplier unit. 

OPTIONAL DIAL CLEARANCE locks either, or both sets of carriage 
dials against clearance. 

AUTOMATIC CARRIAGE RETURN TO EXTREME RIGHT HAND 
POSITION. 


AUTOMATIC CARRIAGE RETURN TO POSITION NUMBER ONE 
WITH AUTOMATIC DIAL CLEARANCE. 

AUTOMATIC CARRIAGE RETURN TO POSITION NUMBER ONE 
WITHOUT DIAL CLEARANCE. 

AUTOMATIC, NON-SHIFT MULTIPLICATION IN POSITION NUMBER 
ONE. 


AUTOMATIC REDUCTION OF ACCUMULATED MULTIPLIERS IN 
TRUE FIGURES. 


Test the Super-matic on your own 
watch it produce results 30 to 50 


FRIDEN CALCULATING MACHINE CoO., INC. 
SAN LEANDRO, CALIFORNIA, U.S. A. 


SALES AND SERVICE IN ALL 


PRINCIPAL CITIES OF THE WORLD 
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DESCRIPTION OF EXHIBITS AT NATIONAL 
BUSINESS SHOW IN NEW YORK 


(Continued from page 38) 


DUN’S REVIEW, New York, N. Y.—A display of framed pictures 
of century old cities taken from the covers of Dun’s Review, published 
by Dun & Bradstreet, Inc. Advertising Manager H. C. Daych was 
in charge. 

EDISON, INC., THOMAS A., Orange, N. J., demonstrated Edi- 
phone dictating and transcribing equipment. The new desk Ediphone 
is an attractive model, compact and attractive, with removable speaking 
tube and the Flasher Light signal. Advertising Manager J. F. Sease 
was in charge; A. W. Walsh, vice- = in charge of Ediphone 
division, was seen at times during the wee 

ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, 
Mass., and New York, N. Y.—In addition to their regular line of hand 
and electric addressers, they were showing a new Sealaddresser, publica- 
tion margin addresser, Flexoline addresser, special tax machine using 
spot-carboned Standard Register rolls, a new $37.50 addresser, special 
pre-printed bill addresser, new Cardvertiser for ten inch mailing cards 
and a number of new stencils, including those with changeable stencil 
inserts and changeable mame and address section and unchangeable 
property description section. Another feature was the Elliott Indexo- 
graph One Unit addressing system. Robert DePace, manager of the 
New York office, was in charge, assisted by special representatives from 
the home office. Advertising Manager Tim Thrift was in attendance. 

FRIDEN CALCULATING MACHINE COMPANY, San Leandro, 
Calif., and New York, N. Y.—Esnecially featured the new Super-Matic 
full automatic calculator, shown for the first time. President Carl M. 
Friden and Vice-President John M. Lund were in attendance. 

GENERAL FIREPROOFING COMPANY, THE, Youngstown, 
Ohio, and New York, N. Y.—This exhibit comprised metal office equip- 
ment, including desks, files, safes and aluminum chairs. There was an 
advance showing of new chair models not to be formally announced to 
the trade until later in the year. Another feature was the new Super- 
Visible index. George C. Brainard, president, was present during the 
week as were E. A. Purnell, vice-president in charge of sales, and H. H. 
Suender, manager of desk and chair sales. 


GENERAL SHAVER CORPORATION, Division of Remington 


Rand, Inc., Bridgeport, Conn., demonstrated the various models of the 
Remington Close Shaver. Gerald E. Hughes, sales promotion manager, 
was in charge of the booth. 

GEYER’S STATIONER & BUSINESS EQUIPMENT TOPICS. 
New York, N. Y.—‘ ‘Geyer’s Stationer *& Business Equipment Topics,” 
a trade journal of stationery, office equinment and business machines, 
was displayed. Also ‘‘Who Makes It and Where,” a 170-page trade 
directory. Vice-President James E. Neary was in charge. 

GOWA COMPANY, J. (See Standard Mailine Machines Company.) 

GREGORY FOUNT-O-INK COMPANY, Los Angeles, Cal., and 
New York, N. Y., displayed a full line of Fount-O-Ink writing sets. 
In addition to the regular single and double models, there were some 
with perpetual calendars and with clocks, both electric and hand wind. 
Shown also was a new light combination set. Carey G. Gregory, inven- 
tor, was in charge. Also present was E. G. Evelyn of Steelcase Sales 
Corporation of New York City 

GUIDE SYSTEM & SUPPLY COMPANY, New York, N. Y., dis- 
played the complete line of Transfiles. Featured the fire resistive 
Firefoe model made of specially treated corrugated board with asbestos 
covering. It is non-inflammable and vermin-proof. The other mem- 
bers of the Transfile corrugated board family include the DeLuxe, the 
Leader and the Regular models. President Irving Kremsdorf was in 
charge, assisted by other members of the organization. 

HIRES COMPANY, CHARLES E., Electric Water Cooler Division, 
Long Island City, N. Y., showed electric water cooling equipment of 
various types. General Manager Karl R. Leinbach was in charge. 

HOLMES ELECTRIC PROTECTIVE COMPANY, New York, 
N. Y.—Guardians of the property of exhibitors and visitors at the show. 

HOOVEN LETTERS INC., New York, N. Y., demonstrated the 
reproduction of letters by means of the Hooven automatic typewriter. 
Horace H. Nahm, president, was in charge. 

HOTEL LINCOLN, New York, N. Y.—A service and information 
booth for visitors and exhibitors. 

HUNTER ELECTRO-COPYIST AGENCY, INC., New York, 
N. Y., displayed portable and commercial models of the Hunter Electro- 
Copyist, as well as introduced a new vacuum process model, which 
makes photo-copies up to 30 by 42 inches. Snecial daylight operating 
photographic sensitized materials were also shown. John B. Tupper, 
president, and Helmuth C. Kranich were in charge. 

HUSH-A-PHONE CORPORATION, New York, N. Y., showed the 
Hush-A-Phone for the pedestal phone, also the — for the handset 
phone. Sales Manager H. C. Tuttle was in charg 

INTERNATIONAL BUSINESS MACHINES. CORPORATION, 
New York, N. Y.—Electric bookkeening and accounting machines; time 
recorders; all-electric writing machines for correspondence, transcribing, 
carbon-ribbon writing and production of reverse master copies for liquid 
duplicating processes; proof machine for banks; Ticketographs for 
controlling production and maintaining predetermined cost schedules; 
test scoring machine and other devices were shown. Executives and 
representatives of the various divisions were in attendance to demon- 
strate the equipment and explain applications to special needs. 


INTERNATIONAL TIME RECORDING COMPANY. (See Inter- 
national Business Machines Corporation.) 

KEE LOX MANUFACTURING COMPANY, New York, N. Y.— 
The company’s complete line of carbon papers and inked ribbons, as 
well as the Kee Lox carbon device for handling continuous forms on 
regular typewriters, were displayed. Manager John A. Noonan and 
Assistant Manager Edward R. Foudv were in charge. 

LINGUAPHONE INSTITUTE, New York, N. Y., explained the 
Institute’s method of teaching languages by means of phonograph rec- 
ords and synchronized textbooks. Cary Remy, exhibit manager for 
Linguaphone, and Miss Myriame Sherower, supervising demonstrations, 
were in charge of the booth. 

MAC INTOSH & SHERIDAN, Washington, D. C. (See Phillips 
Process Company.) 

MARCHANT CALCULATING MACHINE COMPANY, Oakland, 
Calif.. and New York, N. Y. The comovany’s line of Silent Speed 
calculators, showing newest developments, were on display. New 
York District Sales Manager John K. Conway was in charge, assisted 
by Gordon Peterson of Boston, Mass.; E. J]. Demarest, Philadelphia, 
Pa.: G. M. Hoppus, Pittsburgh, Pa.; Alvin Rose, Baltimore, Md.; 
D. R. Cooke, Washington, D. C.; Vance Zerby. Allentown, Pa.; Ernest 
Lawrence, Albany, N. Y.; I. C. Tomlinson, Rochester, N. Y.; mS 
Mintz, Buffalo, N. Y.; H. C. es Cleveland, Ohio. Also attending 
regularly was President E. B. Jessu 

McCASKEY REGISTER COMPANY, THE, Alliance, Ohio.—Vari- 
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STURGIS POSTURE CHAIR CO. 
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QUALITY 





Typists want 
value and 
service and 
ask for 
Munson Cushion 
Keys. 
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SETTING the FASHION 
in MODERN OFFICE DESKS... 


This unusual design from the Evansville FUTURA Group typifies 
the modern theory that beauty and utility may be impressively 
combined in an office desk. 

Here is expert styling, with smooth flowing lines and softly 
rounded corners, that ‘'clicks’ instantly; clean, sturdy construction, 
and a price level that satisfies every conception of value. 

Add new impetus to your wood desk sales. Send for the Portfolio 
of Designs, illustrating an up-to-the-minute line of wood office desks, 


designed and priced to create more sales. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 











NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 
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OFFICE 


ous types of visible filing equipment, such as boards and cabinets used 
in connection with the company’s dual control on inventory, tool check 
and tool investment control, cost and production control, machine con- 
trol and various other factory controls, made up this display. This 
exhibit was in charge of C. Swoboda, manager of the industrial division, 
assisted by New York Representative C. T. Miller; W. A. Young, New 
Jersey representative; F. E. West, Philadelphia representative; Roy W. 
Price, Connecticut representative; P. W. Lowe, Boston representative, 


} and David Cameron. 





| vice-president and general sales manager; 
| manager, and Joseph L. Ryan, export manager; 


' the North’rn Lites lamps in several models. 


MERCHANTS ASSOCIATION OF NEW YORK, New York, 

N. ., explained their cooperative plan exemplified in the slogan: 
“What Helps Business Helns You.’ 

MONROE CALCULATING MACHINE COMPANY, Orange, N. J. 
—A complete figuring service for business which presents representative 
models in its line of adding calculators, listing and bookkeeping ma- 
chines, check writers and signers with ‘demonstrations to show latest 
Monroe features and their advantages in present day accounting. 
Leighton Forbes, sales manager of northeastern division, and Ralph 
Trego, manager of New York downtown district, were in charge. Presi- 
dent E. F. Britt of the manufacturing company and President W. G. 
Zanglein of the sales company were in attendance. 


NAHM PHOTOGRAVURE COMPANY, New York, N. Y., dis- 
played samples of letter heads produced by the photogravure process. 
Horace H. Nahm, president, was in charge. 

NASSAU PEN & PENCIL COMPANY, New York, N. Y., dis- 
played an attractive low priced pen and pencil set. 

NATIONAL BLANK BOOK COMPANY, Holyoke, Mass., showed 
the complete line of National loose leaf books, covers, etc., National 
bound books, Eye Ease sheets, etc. R. T. Towne, president, and New 
York Sales Manager Paul Buckwalter were seen briefly. 

NATIONAL CASH REGISTER COMPANY, THE, Dayton, Ohio, 
and New York, N. Y., showed a complete line of bookkeeping and 
accounting machines and_cash_ registers. Competent demonstrators 
were in charge. erg = A. Deeds, president and chairman of the 
board, was present for a 
— DESK COMPANY, Herkimer, N. Y. (See Clark & 


bb 
NATIONAL POSTAL METER COMPANY, Los Angeles, Calif., 
and New York, N. Y.—The company’s line of metered mail machines 
was displayed. E. S. (Gene) Bottomly was in charge. President I. H. 
Lyons was in constant attendance. 

NEW YORK MUSEUM OF SCIENCE & INDUSTRY, New York, 
N. Y. (See Polaroid Corporation.) 

OFFICE APPLIANCE COMPANY, THE, Chicago, IIl., and New 
York, N. Y., explained OFFICE APPLIANCES, the news and tech- 
nical trade journal of the office equinment industry and its service to 
readers. Eastern Manager C. H. Everly was in charge, assisted by 
George C. Wheeler. 

OFFICE, THE, New York, N. Y.—A monthly trade journal circu- 
lated among office equipment dealers and users. William Schulhof was 
in charge. 

OXFORD FILING SUPPLY COMPANY, Brooklyn, N. Y., showed 
for the first time the new Steel-Clad file, as well as the other products 
of the company including filing supplies. Robert P. Jonas, Charles E. 
‘Reynell, Harry Armitt, James T. Pag os < Arthur Mott, Andrew 
Plieninger were in attendance. R. Jonas, Sr., was a visitor one 
evening 

PHILLIPS PROCESS COMPANY, INC., Rochester, N. Y., demon- 
strated the novel Clear Print Wood Stamp Pad. Lee A. Phillips, presi- 
dent, was seen constantly, as was T. J. Sheridan. 

POLAROID LIGHTING, INC., West Haven, Conn.—Desk lamps, 
featuring the new “‘glare- eliminating” Polaroid illumination were central 
factors in this display. With each lamp is a “‘cancellator,” a thin sheet 
of transparent film, which when held in front of the lamp “cancels” the 
effect of the glare-eliminating Polaroid with which the lamp is_ hooded. 
This permits a comparison of standard — Polaroid lighting. Frank J. 
Quinn from the home office was in charg 

POLYGRAPHIC COMPANY OF AMERICA, INC., New York, 
N. Y., displayed examples of offset printing for reproduction of adver- 
tising ‘and display material by their special process. 

PORTABLE-OFFICE CASE COMPANY, New York, N. Y., 
showed their new line of combination portable typewriter and office 
case sold under the trade name of Ambassador. Adam Kunze was in 
charge. 

POSTAGE METER COMPANY, THE, Stamford, Conn., demon- 
strated the company’s complete line of postage metering machines and 
mailing room equipment. New York Manager E. M. Davis was in 
charge, assisted by his sales and service personnel. W. R. Green- 
wood, sales manager, was in attendance. 

POSTINDEX COMPANY, Jamestown, N. Y., and New York, 
N. Y., featured the Postindex self-aligning trunnion wire-card-holder for 
visible records and many types of cabinet installations. W. N. Dervoe, 
New York manager, was in charge. 

PROGRESSIVE PRODUCTS COMPANY, New York, N. Y., dem- 
onstrated the Fastnrite paner fastener, a paper crimping machine. 

PRONTO FILE CORPORATION, New York, N. Y., showed the 
Pronto corrugated board collapsible storage files, private and personal 
files, steel card cabinets in single and double drawer units, and a new 
27 drawer steel storage unit. S. Gould was in charge. S. Scheinman 
and V. Scheinman were present during the show. 

AND, McNALLY & COMPANY, Chicago, Ill., and New York, 
N. Y., displayed and explained their diversified line of maps and globes 
particularly adaptable to business needs. 

REPRODUCTION EQUIPMENT CORPORATION, New York, 
N. Y., showed the Zenograph photographic reproducing machine and 
process. J. T. McKenzie, sales manager, was in charge. R. Hoyt 
Sloane, president, and J. C. Auchincloss, vice-president, were seen dur- 
ing the week. 

ROYAL TYPEWRITER COMPANY, New York, N. Y.—First 
showing of the new Royal No. 1 with a new innovation known as magic 
margin which sets margin stops automatically. Also on disnlay were 
Royal portables, Roytype ribbon and carbons and typewriter supplies. 
Albert Tangora and Stella Willens, speed writers, gave convincing 
demonstrations on the new No. 1. J. H. Forshay, New York metro- 
politan manager, was in charge of the selling organization staff. Adver- 
tising Manager W. H. Beckwith was in charge of the operation of the 
exhibit. During the week we saw H. A. Way, secretary; M. H. Miller, 
A. C. Kienly, eastern sales 
W. A. Metzger, sales 
manager of portable sales. 

SAFETY FASTENER CORPORATION, Bloomfield, N. J., 
safety paper fasteners and Whirl Wind paper weights. C. I. 
was in charge. 

SENGBUSCH SELF-CLOSING INKSTAND COMPANY, Milwau- 
kee, Wisc.—Especially featured were the Handi-nen desk set line ard 
A new vroduct was the 


showed 
Wagner 
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THERE'S A REASON WHY NATIONAL 











END-BOUND AND OTHER BLANK BOOKS ARE BETTER 


Workmanship! 


Illustrated at left and described be 
low are the reasons these books wear 


better and longer. 


(1) Accurately ruled sheets folded in 
sections, with (2) strong end leaves 
on each side. (3) Each section sewed. 
(4) All sections sewed together. (5) 
Tape sewed and glued to all sections 
and to end leaves. (6) Back glued 
with white glue. (7) Muslin grips 


every section and end leaves. (8) 


Insides pressed flat under 140 tons of 


pressure, and (9) back neatly rounded. 


(1) Heavy, binders board. (2) 
Leather, glued outside and in. (3) 
Duck reenforcement inside back and 
across ‘‘hinge.”’ (4) Channels moulded 
under pressure. (5) Leather neatly 
turned in. (6) “Hubs” built up over 
leather cushions. (7) Tough Texhide 
cover. (8) Gold stamping. (9) Back 


moulded permanently round. 


(1) End leaves bonded to board covers. 
(2) Linen tapes sewed and glued to end 
leaves. Under these, glued between 
end leaves and cover-board, are the 
tapes and muslin shown above. (3) 
Ends of pages colored green. (4) Pages 
accurately numbered. (5) (Magnified 
view.) Corner-gathering firmly an- 


chored by end leaf. 


Cover is shellacked for extra pro- 
tection from wear and _ moisture. 
The whole book is thoroughly dried 
flat under enormous pressure. There 


is no bulge at the binding. 


\ 





End-Bound Account Books 
Exclusively a National 
Feature. 








End-Bound Columnar Books 
All End-Bound books of 
““Eye-Ease’’ paper. 








a 


Half Bound Blank Books. 
cluding many special- 
purpose books. 





Fine Folios, masterpieces of 
the bookbinders’ art. 





or NATIONAL BLANK BOOK COMPANY or 


HOLYOKE, MASSACHUSETTS 
Chicago—328 S. Jefferson St. 





New York City—100 Sixth Ave. Boston—45 Franklin St. 
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— Feature REAL Touch Typing With The 





Ar last you can give the typist areal improvement 
to speed up her work, minimize errors, increase 
her pay and her profit to her employer. The Peerless 
Tuchtype Keyboard makes touchtyping a reality 
provides guide keys to keep the operator's fingers 
on their course. 
Speedy touchtyping is made easy. Actual tests with 
keystroke counters on machines in large offices 
definitely prove that the Tuchtype Keyboard in- 
creases output from 5% to 20%. An increased 
production of 25% is not unusual. The typist’s 
mind and eyes are free to concentrate on the copy. 
Errors and erasures disappear. 
Actual results in dealers’ stores definitely prove 
that you can sell Tuchtype Keyboards from window 
displays, counter displays, salesmen’s calls—faster 
and with more profit than any such item ever 
sold before. 
Ask us for success stories, let us give you the facts 
and you will be making money with the Tuchtype 
Keyboard in short order. Write us NOW. 


PEERLESS KEY-IMPERIAL Mig. Co., Ime., General Office & Factory:40\-407 Mulberry St., Newark, N. J. 


Vianufacturers with the dealers’ viewpoint 


THE KEY MEN OF AMERICA 


New York City, 321 Broadway 


BRANCHES: Detroit, 1000 American Radiator Building 


(Peerless 

















We Developed It FOR YOU 
—A Ribbon and Carbon Plan 
That Always Gets Results! 


ly EN if you’re “from Missouri” 
4 you'll open your eyes at the 
records made with this new Imperial 
plan—every single dealer who has 
used it reports increased sales. 


Despite competition, direct selling or 
otherwise, you can now obtain, with 
the Imperial plan, the ribbon and 
carbon business you have always 
wanted. Old customers, new cus- 
tomers and prospects, who have pre- 
viously bought their ribbons and 
carbons from “‘specialists’’, can  be- 
come your best sources of profit. 


There’s no risk involved. All we ask 
is that you try it out—prove it—at 
our expense. Write for the complete 


details today. 








Chicago, 19 South Wells Street 
Los Angeles, 1127 Wall Street 
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DeLuxe Handi-pen desk set shown for the first time. G. J. and Fred 
Sengbusch and Henry Riegel were in charge of this display. 

SIKES COMPANY, THE, Buffalo, N. Y.—This display featured an 
entirely new series of developments in office chairs, all embraced under 
the title of ‘‘Five Point Protection,’ consisting of five separate devices 
some of plastics and some of rubber, designed to protect the vulnerable 
parts of desks and chairs against scratching or splintering and to 
protect floors. Metropolitan District Manager F. J. Bloempot was in 
charge. H. W. Koehn, president, and K. F. Davis, sales manager, were 
seen during the week. 

STANDARD MAILING MACHINES COMPANY, Everett, Mass., 
anad New York, N. Y.—Included in this exhibit were the new Master 
model fluid process duplicator, which has been completely redesigned; 
mailing machines and envelope sealers, hand and electric, and stamp 
affixers. J. Gowa & Company, New York representatives, were in 
charge. A. W. Vanderhoof, sales manager, was present also. 

STANDARD REGISTER COMPANY, THE, Dayton, Ohio, and 
New York, N. Y.—The comvany’s forms and their many applications 
were shown. Also featured, through the medium of photo murals, were 
business machine applications as well as uses for autographic register 
models. Several types of business machines were also in the booth, so 
that first hand information concerning Kant-Slip continuous forms could 





be had by those interested. K. 


K. Lawscen and H. E. Johnston were 


in charge, assisted by the New York sales force. 


TABULATING MACHINE COMPANY, THE. 


Business Machines Corporation.) 


TICKETOGRAPH COMPANY. 


chines Corporation.) 


(See Internaticnal 


(See International Business Ma- 


J. E. TOWNER, New York, N. Y., showed Triner letter and parcel 
post scales and Counterboy gummed tape sealing machines. 

WASHINGTON EMPLOYMENT EXCHANGE, New York, N. Y., 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago, IIl., and 


New York, 


Multi-Flex device were demonstrated. 


N. Y.—Flex-Site binders, cabinets, multiple units and 


R. W. Brown was in charge. 


featured a testing service to responsible New York personnel managers. 
These tests determine the four vital qualities in prospctive employees 
that can be measured in advance, ability to think, aptitude for clerical 


work, skill and fund of information. 


WEBENDORFER-WILLS COMPANY, Mount Vernon, N. 


showed the Little Giant letter press, 
John B. Webendorfer, vice-president, was in charge. 


offices. 


ideal for printing jobs in large 


WESTERN UNION TELEGRAPH COMPANY, New York, N. Y. 


—A service convenience for exhibitors and visitors. 


WIRE-O-BINDING COMPANY, New York, N. Y., 


showed sam- 


ples of Wire-O binding in its myriad of applications for business pur- 
poses. Exhibit in charge of Arthur F. Brock. 


Business Show Guest Book 


A 

Albert B. Abrams, Modern Sta- 
ticner, New York, N. Y. 

Joseph Adrogna, Mimeo Repair 
Company, New York, N. Y. 

R. K. Allerton, Jr., Underwood 
Elliott Fisher Company, New 
York, N. Y. 

D. R. Ames, Ames Supply Com- 
pany, New York, N. Y. 

C. P. Arberg, Cummins Perforator 
Company, New York, be 

FE. Russell Ashley, Ashley-McCor- 
mick Company, Bridgeton, N. J. 


B 

W. Bandman, Miller-Bryant-Pierce 
Company, New York, 

Ralph Barnett, Mimeo 
Company, New York, N. Y. 

William Beck, Art Steel Company, 
Inc., New York, s. 

W. H. Beckwith, Royal Type- 
writer Company, New York, 
|, ae 

Henry Berger, Art Steel Com- 
pany, Inc., New York, 7 

B. E. Birnbaum, Barus Manufac- 
turing Company, Far Rock- 
away, N. 

Estelle Birnbaum, Far Rockaway, 


Repair 


N, Ve 

C. H. Blad, Corry-Jamestown 
Manufacturing Corporation, New 
York, N. 

mM. Gy Blaisdell, New York, N. Y. 

C. Z. Board, Ever Ready Calendar 
ae Company, Jersey 
7% = 

a Bling: High Point Bending 

Phair Company, Siler City, 
Cc 


George C. Brainard, The General 
Fireproofing Company, Youngs- 
town, Ohio. 

A. A. Bratton, A. A. Bratton 
Company, Columbus, O. 

Dwight N. Briggs, Sun Rubber 
Company, New York, N. Y. 

Fred Broach, Parallex Corpora- 
tion, Newark, N. J. 


Cc 
Cal Cameron, Browne-Morse Com- 
pany, New York, N. 
Andrew Cerruti, Underwood EI- 
liott Fisher Company, New 


York, N. 
George Chase, "Monroe Calculating 
Machine Company, Orange, 


N. J. 
S. S. Clayton, The Globe-Wer- 


nicke Company, New York, 


N.. ¥. 
Tom O. Cole, The Globe-Wer- 
nicke Company, Utica, N. Y. 


Seymour Conover, New York, 
:..2. 


Roland A. Courtemanche, Do 
More Chair Company, Hartford, 
Conn. 

D 

Ken F. Davis, The Sikes Com- 
pany, Buffalo, N. Y 

Percy C. Decker, Worcester, Mass 

F. W. Donahue, Union Rubber & 
Asbestos Company, New York, 
N. Y. 


E. F. Dooley, Wilson-Jones Com- 

pany, New York, ; 
E 

H. W. Edgren, Corry-Jamestown 
Manufacturing Company, Corry, 
Pa. 

H. A. Edlich, Allen Calculators, 
Inc., New York, 

J. Kip Edwards, 
D.C. 

L. D. Elmer, New York, N. Y. 

G. D. Emtage, Columbia Stee 
Equipment Company, Philadel 
phia, Pa. 

W. A. Ericson, Allen-Wales Add- 
ing Machine Corporation, New 
York, N. Y. 

W. D. Evans, W. A. Sheaffer Pen 
Company, New York, N. Y. 

S. Eylar, Underwood Elliott 
Fisher Company, New York, 
N. Y 

F 


Marion M. Farrell, National Type- 
writer Company, Hartford, Conn. 
James E. Feeley, Springfield Office 


Washington, 


Supply Company, Springfield, 
Mass. 
S. Flatau, Stationery & Office 


ad Company, Los Angeles, 

alif 

George D. Foster, F. S. Webster 
Company, New York, N. Y. 

William Franz, Royal Typewriter 
Company, New York, N. Y. 

Carl M. Friden, Friden Calculat- 
ing Machine Company, Oak- 
land, Calif. 


G 


J. W. Golden, Metalstand Com- 
pany, Philadelphia, Pa. 

A. A. Goldstein, C. E. Sheppard 
Company, Long Island City, 
N. Y 


Ben S. Grayson, Ace Fastener 
Corporation, New York, N. Y. 

Charles Y. Grayson, Underwood 
Elliott Fisher Company, New 
York, N. Y. 

W. H. Greenleaf, New York, N. Y. 
C. G. Gregory, Gregory Fount-O- 











UNMATCHED 
VALUE... 









We don’t believe it is possible to 
mateh the values offered in our new 
line of Modern Office Tables. They 
have all the traditional St. Johns qual- 
ity in materials, construction, work- 
manship, and finish. And they have 
a distinguished styling that makes 
them remarkably “easy to sell.” Four 
sizes, from 24 x 36 to 34 x 72 inches. 
Solid Northern Michigan Maple with 
Walnut or Mahogany finish. Write 


OFFICE 
TABLE 
No. 20 





for new catalog and price list teday! 





ST. JOHNS TABLE CO. 


CADILLAC, 


MICHIGAN 
573 Broadway, New York, N. Y. 





Office Furniture Warehouse Co. 





10,000 


Records 





VISIBLE BINDERS 


COMPACT ®@ For posting and reference, the FAULTLESS MULTIPLE 
UNIT stand with visible binders gives the ultimate in speed. 
One operator has instant access (in two motions) to any one 
of ten thousand records forrandom posting in arm’s reach. 
This equipment offers dealers an opportunity to compete 
with direct selling organizations on large visible records 
applications. 
SIGNALS Write STATIONERS LOOSE LEAF COMPANY for further 
particulars about visible records information service. 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 
NEW YORK 524 NORTH BROADWAY CHICAGO 


SPEEDY 


PORTABLE 
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Make Visible Records 


| No equipment required 


Low cost to install and maintain 


HANDIFAX Visible Record Cards 
200 cards, 6x4 inch, blank, $1.00 


| 100 cards, 10x4 inch, blank, 1.00 


| You buy and use only cards for Handifax Visible Rec- 
| ords. They are very simple—Quick—Convenient—Com- 
| pact—Portable regardless of size record—l00 cards or 
| 1,000,000 cards. Visible margins are either half inch or 
| one inch. Assembled sheets of 20 cards are only !/g inch 
thick. File sheets of cards on edge like paper in ordi- 
nary manila correspondence folders in desk drawer or 
in drawer of steel letter file. 
Satisfaction Guaranteed 


Ask for FREE 
Sample Cards 


Wage & Hour 
Employee Record 
now available. of Cards 


Profits for Dealers 
| Only few dollars investment required to stock cards 
| make store display and enable outside salesmen to 
; sell. We help you create and sell inquiries. Many 
standard printed forms in sample card catalog. Largest 
| dealers in country handle Handifax. Send for dealer 
| proposition. 
ROSS-GOULD CO. — ST. LOUIS, MO. 
309 North Tenth Street 





| 





BURNS Kneehole DESK 


For Portable Typewriter Dealers 


This desk of- 
fers new op- 
portunity for 





profit. Prices 
only $6.00 to 
$17.00 list. 
Chairs to 
match $3.20 
and $3.50 

Liberal discounts. Shipped 

flat. Assembled quickly 

with screwdriver. 

INCLUDE this 


desk in portable machine sales or sell it separately. 
Well made and attractively finished in two-tone 
brown and natural maple, all with green top. Two 
single pedestal models with two drawers, one with 
three; also double pedestal with six drawers and 
small accessory drawer on top of desk. All models 
have top book rails and pen and pencil holders. 
Send for full particulars. 


Burns Manufacturing Company 


1085 White Street Far Rockaway, N. Y. 











Ink Corporation, Los Angeles, 
Calif. 
Henry L. Guth, Wescoeville, Pa. 
H 


Richard T. Harris, Dictaphone 


Sales Corporation, New York, 
BM; *E:. 
E. C. Harter, The Harter Cor- 
poration, Sturgis, Mich. 
Marcus Harwitz, Regal Type- 
writer Company, New York, 
Ae 
H. B. Hoffman, F. S. Webster 


Company, New York, N. Y. 

H. B. Holmes, Columbia Ribbon 
& Carbon Manufacturing Com- 
pany, Glen Cove, L. I., N. 

H. C. Hooks, Moore Push Pin 
Company, Philadelphia, Pa. 

William P. Hoy, Art Metal Con- 
struction Company, New York, 

= 


Mrs. W. P. Hoy, Bronxville, N. Y. 

T. A. Hughes, Underwood Elliott 
Fisher Company, New York, 
ee 


I 
Robert E. Irving, F. S. Webster 
Company, New York, N. Y. 


Percy R. Jacobs, Rembert’s, New 


Haven, Conn. 
G. H. Johnson, F. S. Webster 


Company, New York, N. Y. 


Robert P. Jonas, Oxford Filing 
Supply Company, Brooklyn, 
N. Y. 

K 
E. A. Keeling, Art Metal Con- 


struction Company, Jamestown, 


N.Y. 
H. W. Koehn, The Sikes 
pany, Buffalo, N. Y. 
Adam Kunze, New York, N. Y. 


Com- 


L 
J. T. Lafferty, Underwood Elliott 


Fisher Company, New York, 
ie # 

Thomas O. Laird, Thomas O. 
Laird Company, Charleston, 
W. Va. 

Gordon Laurence, Allen Calcula- 
tors, Inc., New York, N. Y. 
Hart E. Lehman, New York, 

nN. ¥ 


Irving M. Levy, Art Steel Com- 
pany, Inc., New York, N. Y. 
Charles W. Lipman, George B. 
Graff Company, New York, 

ae 

R. H. Llewellyn, R. H. Llewellyn 
Company, Manchester, N. H. 

J. M. Lund, Friden Calculating 


Machine Company, Oakland, 
Calif. 
J. A. Lyons, Reliable Typewriter 


& Adding Machine Corporation, 
Chicago, IIl. 


Remington 


Granville Marshall, 
Johannes- 


Typewriter Agency, 
burg, South Africa. 
E. E. C. Mathieson, Mathieson & 
Ashley, Ltd., Johannesburg, 

South Africa. 
J. W. McCormick, Ashley-McCor- 
mick Company, Bridgeton, N. J. 


Stanley McGar, Molloy’s, Meri- 
den, Conn. 
E. A. McKay, American Sales 


Book Company, Niagara Falls, 
N 


Maxwell H. Miller, Royal Type- 
writer Company, New York, 
i 

Louis H. Mory, Branford, Conn. 

Ralph Moulton, Victor Safe & 
Equipment Company, North 
Tonawanda, N. 

T. G. Nelson, Underwood Elliott 
Fisher Company, New York, 


a. 2: 

F. R. Nichols, Columbia Ribbon 
& Carbon Manufacturing Com- 
pany, Glen Cove, L. I., N. Y. 

George A. Nitschke, 
Pencil Sharpener 
New York, N. Y. 


Automatic 
Company, 


& Equip- 
York, 


Victor Safe 
Company, New 


P 
Remington Type- 
Johannesburg, 


B. Okin, 
ment 
 # 


S. J. Peters, 
writer Agency, 
South Africa. 

Mr. and Mrs. 
Henry Petetin, 
leans, La. 

L. A. Phillips, Phillips 
Company, Rochester, N. 
. L. Pierce, Do/More 
Company, Hartford, Conn. 

Walter I. Plant, The Bircher 


Petetin, 
New Or- 


Henri 
Inc., 


Process 


Chair 


Company, Washington, D. C 
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American Sales 
Niagara Falls, 


Bud _ — Proctor, 
Book Company, 
eS 


Q 
J. W. Quartz, Jr., F. S. Webster 
Company, New York, N. Y. 
R 


C. E. Reynell, Oxford Filing Sup- 
ply Company, Brooklyn, N. Y. 

H. A. Rincke, American Writing 
Machine Company, New York, 
N. Y 


Samuel S. Rosendorf, Jr., South- 
ern Stamp & Stationery Com- 
pany, Richmond, Va. 


D. Donald Rowe, Parrot Speed 
Fastener Corporation, Long 
Island City, N. Y. 


Carl H. W. Ruprecht, Underwood 


Elliott Fisher Company, New 
York, N. Y. 

H. R. Russell, Office Equipment 
Research Corporation, New 
York, A 

S 


F. W. Samson, Moore Push Pin 
Company, Philadelphia, Pa. 
T. Sandner, Russia Cement 
Company, Gloucester, Mass. 
Merrill B. Sands, Dictaphone 
Sales Corporation, New York, 
N. Y 


Herbert O. Sauer, National Cash 
Register Company, Dayton, O. 


Victor Seward, Remington Air 
Conditioning Company, New 
York, N. Y: 

V. R. Shattuck, Milo-Harding 


Company, Ltd., Pittsburgh, Pa. 
Tom Sheridan, Clear Print Prod- 
ucts Company, Washington, 


Elliott Addressing Ma- 


Dp: <. 
J. Sinisi, 
Company, Cambridge, 


chine 
Mass. 
C. G. Slauson, Allen-Wales Add- 


ing Machine Company, New 
York, N. Y. 
Harry D. Snyder, Parrot Speed 
Fastener Long 


Corporation, 

Island City, N. Y. 

R. E. Springer, The Carter’s Ink 
Company, New York, ue 


E. W. Staats, Ames Supply Com- 
pany, New York, N. 

L. C. Stowell, + Montell Elliott 
Fisher Company, New York, 


4 
Albert Tangora, Royal Typewriter 
Company, New York, N. Y. 
Jessie I. Taylor, Globe Typewriter 
Company, New York, N. Y. 
Harry Tehan, Charles M. Higgins 
& Company, New York, N. Y. 
Tim Thrift, Elliott Addressing 
Machine Company, Cambridge, 


Mass. 

C. G. Tollefsen, New York, N. Y. 

James Treanor, Peerless Key- 
Imperial Manufacturing Com- 
pany, New York, N. Y. 

Mr. and Mrs. E. A. Trefzger, 
Underwood Elliott Fisher Com- 
pany, New York, N. Y. 

Clarence D. Trussell, Trussell 
ty Company, Poughkeepsie, 


Mrs. F. E. Tupper, 
clair, N. J. 

Frank E. Tupper, National Busi- 
ness Show Company, New York, 
Ws Re 


Upper Mont- 


U 
C. R. Underwood, American Writ- 
ing Machine Company, New 
130m, HU. 7%. 
Vv 


A. W. Vanderhoof, Standard Mail- 
ing Machines Company, Everett, 
Mass. 

James Vreeland, Royal Typewriter 
Company, New York, N. Y. 


Ww 
P. D. Wagoner, Underwood Elliott 
Company, New York, 


oe 
- 


Joseph Wallace, New York, N. Y. 
W. B. Wallace, F. S. Webster 
Company, New York, N. Y. 

D. N. Wardell, Smith- Kirkpatrick 
Company, New York, N. Y. 
Charles J. Watson, Peerless Key- 
Imperial Manufacturing Com- 

pany, New York, N. Y. 

Mel G. Wheeler, American Pencil 
Company, Boston, Mass. 

Stella Willens, Royal Typewriter 
Company, New York, . 

Morris Wolowitz, United Type- 
writer & Adding Machine Com- 
pany, Washington, D. C. 

R. N. Wood, Esterbrook Pen 
Company, Camden, N. J. 

George B. Wray, New York, N. Y. 











— 
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The AUTOMATIC Name Means— 


LEADERSHIP. 


* * * *‘*Greatest 
The Broad AUTOMATIC Line - Capacity and 
of Steel Office Equipment ~ Convenience”’ 


leads the field in Advanced and 
x *k * 


PR EREREERE ES 


BeEpepeaeeena 


¥- 





% 


Tabulating 
File 


Exclusive Features that are in 
Demand :— : a A rare opportunity 
——/ : exists for Dealers to 

profit from Auto- 

“Dual matic Pioneering 

Expansion- and constant /mprovement 

that ‘“‘Insures’’ both pre- 
sent and future sales. In- 





Compression” 





vestigate Now! 


AUTOMATIC FILE & INDEX CO. 


Executive 629 W. Washington Blvd., Dept. 78-N Chicago, III. 


File 


Gunning for PROFITS, 
n. Dealer? 


Go after worthwhile game. Draw a bead on 
SAPHIR 2 for 5c pencils... ready... aim... 
bullseye for long range profits and rapid fire 
volume sales. Man, what a market you’ve 
got! Commercial offices are delighted with 
the smooth-writing quality of SAPHIR lead 
and its enduring economy. The only hunting 
license you need is a few dozen SAPHIR 





Pencils displayed on your counter, a few 


gross reserve stock on your shelf. 


MADE IN U.5. A. 


Yellow, gilt ferrule and imprint, be 
rounded corners. Made in degrees FABER‘Ze NEWARK, N. J 





2 2.5 and 3. Half gross in a box. 











Sanbir 200-AW.FABER usa. N23 juidislifa 
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THE MODERN i—s 


® Modern Design that is a _ choice 


NINETEEN 





OFFICE APPLIANCES 


‘ ’ Ep 
GROUT 


for 


impressive atmosphere, stability and refinement. 





SHELBYVILLE DESK CO. 


SHELBYVILLE. IND. 











The Perfect 


GIFT? 


An amazing NEW KIND of desk Writing Set ! How 
grand to never again have a dry pen; NO MORE 
MESSY FILLING! FOUNT-O-INK has an AUTO- 
7 MATIC supply bottle that feeds ink to the pen which 
— ACTUALLY fills itself. Thrilling to use! Makes writ- 










- 
ing a pleasure 


~ FOUNT-O-INK is a desirable gift for HIM—for HER 
” in fact it’s the gift supreme for ANYONE! Give 
_ them writing thrill this Christmas. Look for your 
~ FOUNT-O-INK dealer—see the classified Phone Book. 


~ White for catalogue of all beautiful models. 750 





Y 


" AF 
< Po own te 


\\ 2652 Pasadena Ave., Los Angeles, Calif. 


For your protection... Remember the name 


FOUNT-O-INK 


Model No. 21-CCV $400 Jer black and 
glistening chrome. Black and onyx pen. At your dealers 
or post paid from the factory. Money back unless you 
like it better than ANY desk set you EVER used. 


OVuting SETS 


Copyright Gregory Fount-O-lnk Co., 1938 














ESQUIRE, December 1938 A 


ESQUIRE, January 1939 
On sale November |1I, 1938 i 


On sale December 12, 1938 


FOUNT-O-INK 
Writing Sets 


ADVERTISED IN 


ESQUIRE 


XMAS. seiuec 
FOUNT-O-INK 


IS A QUALITY LINE 


Proved by five years of constantly re- 
peating sales to the kind of users who 
demand results. <A full line of Models 
that meets every demand. Price Models, 
Utility Models, Gift Models. Appealing 
in beauty, fascinating in operation, 
unfailing in service. 


FOUNT-O-INK 


OPENS DOORS TO NEW BUSINESS 
AND BUILDS UP VOLUME THROUGH 


CUSTOMER 
SATISFACTION 


Don’t Wait! Order Now. 


LET SANTA CLAUS FILL YOUR STOCKING 
WITH XMAS SALES PROFIT. 


Write for folders and information to 


G09 eSant-0-1nK co. 


2652 Pasadena Ave., Los Angeles, Calif.- 
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EATON ANNOUNCES NEW PACKAGING 

The Eaton Paper Corporation, Pittsfield, Mass., 
makers of Berkshire typewriter papers, has recently 
presented to the trade a new type of packaging for 
its Eminence Bond box. 

The new dress for this well-known line was shown 
for the first time at The National Stationers Associa- 
tion convention in Chicago and since that time has 





THE NEW PACKAGE DESIGN FOR EATON’S EMINENCE | 
BOND BOX IN WHICH THE COMPANY PACKAGES ITS LINE | 


OF BERKSHIRE TYPEWRITER PAPER. 


won considerable praise from stationers from every | 


section of the country. Against an unobtrusive, soil- 
proof background the featured elements of the Berk- 
shire watermark and the title “Eaton’s Berkshire Type- 
writer “Paper” are boldly silhouetted. Further em- 
phasis is produced in the use of bright red and stark 
white contrasts. The use of the paper is visualized in 
the stylized typewriter shown within the watermark. 
A wide band, holding the paper within the box, makes 


effective use of the same three-color pattern against | 


a shaded grey ground. 
Nineteen stock 
label are now available in the new design. 





TWICE THE WINNAH! 

Detroit Commercial College recently gained an unusual dis- 

tinction when she won two, instead of the customary one, 

contests in speed typing held by the school. The young lady 

attained a speed of ninety-five words per minute for a fifteen- 
minute period with only six errors. 


items under the Eminence Bond | 


Miss Olga Warner, a student of the | 
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“A Merry Christmas” with Calvert 


A 


The 
New 
No. 620 





The combination of a fine Calvert Lamp and a quality Parker Pen 
makes this new lamp a real Christmas sales-getter. 

In addition to the usual fine Calvert workmanship and finish this 
lamp has our unique hot air vent, at no extra cost, a large metal shade 
and all metal diffuser. There is also a tray moulded into the base to be 
used for pen and pencil rack. 

Business executives may use the above rack instead of inserting pen 
into holder continuously 

_ist Price, Statuary Bronze Finish $19.50 
May be had with two Parker pens at an additional cost. 


For additional information write 


The Calvert Lamp Company, Baltimore, Maryland 











NEW SALES 


WITH THE 


NEW MODEL 









\. more than ever before, 
with the featured folding and 
adjustable arm of the New 
Model, dealers can build a new 
high in profits and sales. Write 
for our portfolio “Sweet Busi- 
ness. Gladly sent toall dealers 
interested in developing 
greater business. 











"Tha SME Mat]cctcion, Cor. 
HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. | 
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FIRM ADHERENTS 


Office Paste, 
Mucilage and your 
Customers 


HIGGINS MAKES 


Higgins Office Paste spreads 
smoothly and freely, dries rap- 
idly and holds firmly . .. in 
convenient sizes for office, home 
and school use. 














Higgins Mucilage catches 
quicker and dries quicker and 
is the strongest adhesive of its 
type. Here are two Higgins prod- 
ucts that put your salesup.. . 
and keep them there. 














Gis 


271 NINTH ST., BROOKLYN, NW. Y- 


HIG 


CHAS. M. HIGGINS & CO., INC. 


_feoYol Fa 


30 P10 20 21 22 23 24 ao 3 34 


STAINLESS STEEL FILE SIGNALS 
WILL ALWAYS 
STAY BRIGHT 

















py 




















Made of thin-gauge stain- : 

5 less spring steel highly 15 yj 17 
polished. Will not discolor \ 

SS casi cards or sheets. Easy to 





7 1 , —* attach, relocate or remove; 
“Medium. stay put and add practi- No. 2V—Low Tab | 
Window cally no bulk to a record. Large Window 


TYPES FOR ALL FILING SYSTEMS | 


Steady Profits For Live Dealers! 
Write for this 


Made in 12 colors: 














bright fast-color, = pa=EEEna 

non-chipping en- | COOKS SIAN ESS STEEL FILE SIGNALS FREE CARD 
amels — plain or OF ACTUAL 
printed with let- SAMPLES 
ters of the alpha- 

bet, day of the 

week and month, . 5) 

months of the a i 

year. A type for , (@ 

every modern fil- 

ing requirement. 

Useful sample card shown above sent on re- 

quest to all dealers looking for a steady good 

profit line. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


| chines and equipment and _ stationery. 


OFFICE APPLIANCES 


DEPARTMENT OF COMMERCE PROMOTES McCOY 

The appointment of Horace B. McCoy, of Rockport, 
Ind., as chief of the Specialties Division, Bureau of 
Foreign and Domestic Commerce, Department of Com- 
merce, to fill a vacancy created by resignation, was 
announced last month by Bureau Director Alexander 
V. Dye. The specialties division includes office ma- 
Mr. McCoy 
joined the government service in the Bureau of the 
Census in 1920. 


“Wl 


bbon ¢ p 


4) Gow 


Ri 





OLD TOWN PRODUCTS ON THE ROAD.—The Old Town Rib- 
bon & Carbon Company, Brooklyn, N. Y., has added this ten- 
ton truck and trailer to its delivery fleet serving the trade 
within a fifty-mile radius of New York. In this manner Old 
Town extends the scope of its rapid deliveries so that dealers 
in outlying communities are assured almost the same speed 
as that given dealers in the Metropolitan area. 
—_ ee 


A. MILES FOX COMPANY FORMED 

A new office supply house named A. Miles Fox has 
been established in Detroit made up of the following 
executives: A. Miles Fox, president; George Le Feuber, 
vice-president and treasurer, and Harry F. Teneau, 
secretary. J. H. Harris, formerly with Lynn B. Emery, 
Inc., and Roy C. Chambers are also associated with 
the activities of the company located at 3712 Wood- 
ward avenue. 


UY CHRISTMAS SEALS 
2OTECT-YOUR:+HOME 
| ROM + TUBERCULOSIS 





—— > 
BOSTON FIRM ADOPTS EMPLOYE RETIREMENT 


PLAN 
The Boston Wire Stitcher Company, of East Green- 


| wich, R. I., manufacturer of stapling products, has 


adopted a group retirement program which affects 
approximately 170 employes, including those in the 
main establishment and the personnel of “Bostitch”’ 
organizations in Boston, Mass., New York, N. Y., Chi- 
cago, Ill., Seattle, Wash., St. Louis, Mo., and Los An- 
geles, Calif. The plan is being administered by the 
Metropolitan Life Insurance Company. 

Funds to provide retirement incomes will be set up 











—— 
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“BOARD OF EDUCATION ..ST.CLOUD.. LEOPOLD FURNITURE CHOSEN ” 





Ee 





“INSTALLATION BY CARL DOERNER” 


Three Money-Making Sets for More Holiday Profits fe Or You 


Executive with Sengbusch’s distinguished line of 


Genuine walnut wood base with 


Seaieahayaal wells. Orel shape Deluxe Handi - pen desk sets 


—1114" x 614”. 





S Handi-pen sets give you breath-taking ine satisfaction of Handi-pen writing 
beauty to stop customers...moderate ease to bring them back for more. 

Genuine walnut wood base with ’ I th 2 

plated top. One Handi-pen and prices to sell them . . . and the genu- Handi-pen gives you plenty to talk 

well. Round shape — 61/4” diam. P & 7 P y 


















about: Iridium-tipped, 14 Karat gold 


e 
President pen rests in ink, always ready to 
(illustrated) 
Mahogany wood base 
with plated top of Gun 
Metal, Statuary Bronze, 
or Silver Satin. Two 
Handi-pens and wells. 
Modern Seth Thomas 
Eight Day or Electric 
Clock. Oval shape 
15” x 614”. 


write. Holds six ounces of ink ~— 
enough to last the average user a 
whole year. No constant dipping, 
clogging; no evaporation. 

Ring your cash register often during 


the coming gift season with Sengbusch 










deluxe Handi-pen desk sets. Write 


today for complete information. 


Sengbusch Self-Closing 
Inkstand Company 


1115 Sengbusch Building Milwaukee, Wisconsin 
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Price vs. Value or Price PLUS Value ? 


Art Steel transfer cases are not the lowest priced—nor are they the highest priced. 
But they are the finest, strongest, long lasting, easiest rolling transfer cases on the 
market, and are definitely required by those customers needing permanent storage 
of records in a fully enclosed dust-proof electrically welded heavy steel transfer 
case whose drawers glide smoothly on four ball bearing rollers. That is the ASCO 
case for letters, legal cap, checks, vouchers and record cards. Display the ASCO 
easy rolling transfer cases and prove to yourself the good will and profit that you 
can build up with the “finest the industry affords.’ 


Note: The ASCO hook-up feature 
allows stacking in vertical columns 





of ten or more units. 


Abs 


Transfer Cases 


No. 910 C. V. 
Check or Voucher Transfer Case 





Ads 


Easy Rolling 


CARD TRANSFER CASES 
No. 3546 for 9,000 3” x 5” or 4” x 6” cards. 


No. 2458 for 9,000 5” x 8” cards. 
No. 2437 for 4,500 3!/,” x 7!/,”" tabulating cards. 


ART STEEL CO., INC., New York, N. Y. 


Brown Brothers, Ltd., Toronto, Ontario, Canada Wholesalers 


Letter and Legal Drawers 








HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 
Business—Repeat Business— 


To You 





_ “THE CARBON 
AND THE IDEA 
ARE PERFECT” 


| That’s what important 
| dealers say about 
| 


























CLEANGRIP | CARBON CARBON INKED 
Cc B O wns p Pp | PAPERS ROLLS RIBBONS 
PP E a Cleangrip Tailor’s Marking Stormtex Silk 
= diatinctive : — . Photo Offset 
| Its distinctive appearance catches the eye. = |_| Whitedge Billing Rolls for Elliott. | Stormtex Cotton 
| Its efficiency, cleanliness, long wear and RESIST- ne lege se lb 
| ANCE TO CURL make it the carbon paper pre- | | Clean Pull Billing Rolls for Cameo 
ferred by busy users. _| | Cameo Burroughs Posting a on 
| Cleangrip combines all the desirable features of | | Machines 
| | good carbon papers plus the highly important spe- | | American Register Rolls Reliance 
| cial features possessed by no others. — Ca  -apspelleagers Ewbonator Address- 
| It is profitable to the dealer as it brings new | 1 Carbonized ennuntEbaltiore) 
| business and holds it against competition. Carbons in all | Rois for Elliott- 
DEALERS: Don’t overlook this business getter. weights and | Addressing Machines | ~°**@#=™st 
Write for samples and prices. finishes | Special Rolls Dupligraph, ete. ete. 





H. M. STORMS COMPANY 


| Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 














NOVEMBER, 1938 131 





by contributions of the employer and participating | amemarcremnersenetn sor 
employes. Enrolled employes, upon retirement at sixty- 


five, will receive the proceeds in the form of a life | ‘“ ” 
income payable monthly. The total income thus avail- | i No. 5623 “MONITOR 


Social Security Act will approximate half pay. endar with Memo Sheet 
While sixty-five is fixed as the normal retirement | c , ‘ 
: ‘ : ontainer — all Solid 
age, an employe may retire earlier by agreeing to ac- Walnut with Felt 
cept an adjusted retirement income. By a similar ave lee a 
adjustment he can arrange to have his retirement tected Base. 
income paid after his death to a designated bene- Retails at $3.00 
ficiary. The plan also contains liberal provisions in 
event of death or termination of service. 
Subject to certain requirements as to age, length of 
service and salary, all employes prior to attaining their 
sixty-fourth birthday are eligible for the plan. 


9 


able to employes, including the old-age benefits of the | | Five-year Monthly Cal- 
| 








IT’S A NEW 
Memory Masterpiece 


It’s one of a dozen new models added this fall to 


this fast-selling . .. sell-on-sight . .. sell-the-year- 
MAKING ‘EM HAN- ‘round ... repeat-selling ... line of perpetual cal- 
SON SCALE CON- endars and unique furnishings for the EXECUTIVE 
SCIOUS.—This fine DESK or LIBRARY TABLE AT HOME. ff Dealers 


everywhere are planning big things with this exclu- 
sive line this season. They’re out to crack a BIG 
CHRISTMAS BUSINESS with MEMORY MASTER- 


five-color Christmas 
display has been 
made ready for deal- 


ers by the Hanson PIECES ... and continue with it as a YEAR- 
Scale Company, 523- ‘ROUND-SELLER. fff Ask to see the NEW 1938 
31 North Ada street, CATALOG of MEMORY MASTERPIECES just 
Chicago, as a means issued. It pictures and describes each number in 
of increasing holiday this amazing exclusive line—and lists prices and 


discounts. Ask for it NOW! 


FINCH & McCULLOUCH 


MEMORY MASTERPIECES 


(REG. U.S. PAT. OFF.) 


AURORA — — ff — —_ ILLINOIS 


sales. The display is 
available on the com- 
pany’s special deal 
No. 990 which con- 
sists of four Hanson 
bathroom scales. 
































F. T. C. ISSUES COMPLAINT AGAINST 13 PENCIL | 
MANUFACTURERS 

The following news release was issued by the Federal | 
Trade Commission on November 4: 

Allegedly producing more than 90 per cent of all the 
wood-cased lead pencils manufactured in the United 
States, thirteen companies, all members of The Lead 
Pencil Association, Inc., are charged in a complaint 
issued by the Federal Trade Commission with fixing 
and maintaining uniform prices for their products. 

The association and its president and commissioner, 
William A. McDermid, 21 East 40th Street, New York, 
and the following manufacturers, are named respond- 
ents in the complaint: 

Joseph Dixon Crucible Company, Jersey City, N. J.; 
The Eberhard Faber Pencil Company, Brooklyn; The 
American Lead Pencil Company, Hoboken, N. J.; Eagle 
Pencil Company, Inc., New York, and its subsidiary, 
Blaisdel Pencil Company, Philadelphia; Richard Best 
Pencil Company, New York; General Pencil Company, 
Jersey City, N. J.; Hassenfeld Brothers, Inc., Provi- | 
dence, R. IL; National Pencil Company, Shelbyville, 
Tenn.; Reliance Pencil Company, Mt. Vernon, N. Y.; 
Universal Pencil Company, San Leandro, Calif.; Red 
Cedar Pencil Company, Lewisburg, Tenn., and Wallace : : 
Pencil Company, St. Louis. hs a handsome gift 

The complaint, which allows twenty days for the 
filing of answers, charges that the acts and practices ANILINE RUSSET BRIEF CASE 
of the respondents place within them the power to Your customers will go for this new, smart zipper en- 
control and enhance prices, and constitute unfair velope with the extra outside zipper pocket. The bright 


methods of competition in violation of the Federal aniline russet leather and the many practical features 
Trade Commission Act. combine to make this a most popular seller. Ask us 








, ——____ 6. § about it. 
KANSAS BOOK DEALERS PREPARE TO FIGHT 1939 CATALOGS READY! = 
FREE SCHOOL BOOK LAW | Send for these two yor ny = new in briefcases 
Headed by its president, Phil M. Anderson, Newton, | f 
Kans., the Kansas Book Dealers Association is prepar- . " 
ing to combat proposed legislation concerning the issu- N ational Brief Case M Fg. Co. 
ance of free school books to Kansas schools. 512 S. Peoria St. Chicago, Ill. 








The association is basing its argument against a free 
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FEATHERWEIGHT UIARY 





A box is fur 
nished in which 
are kept the old 
and new refills 




















only the cur 
rent month 
conta 
ET SREaES T= — 
PEATHERWEIGHT |r Handy 
‘apace tis as oui ! Attractive 
eS Useful 
Write today f irther information on this fa 
elling diary 
TRUSSELL MANUFACTURING COMPANY 
POUGHKEEPSIE ao 














ca | 


Welder 


This unique new method of fasten- 
ing papers makes use of the paper 
fibre itself in a small neat “welding” 
of the sheets. No clips or other sup- 
plies to buy, no interruptions from 
clogged or empty machines. Saves 
time, money, filing space. Compact, 
streamlined, chromium plated. 


Dealers :—write for prices and particulars. 


Service Industries. Ine. 
1078 Boylston Street, Boston, Mass. 
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school book law on present legislation existing in the 
state whereby school boards may furnish free books 
to children of parents unable to purchase the neces- 
sary books. This law, according to President Anderson, 
is equable in that it does not deprive needy children 
of their text books nor does it deprive book and sta- 
tionery dealers of the state of their just business. 

Biirini oS anna 

PHIL ANDERSON COMPLETES REMOVAL 

OF STORE 

Ending a long task of inventory taking, hiring addi- 
tional trucks and men, Phil Anderson, well-known as 
president of the Kansas Book Dealers Association, 
has just moved his wholesale book and stationery 
store into its new home at Main and Broadway, New- 
ton, Kansas. 

Newly decorated and modernized, the store has been 
rearranged throughout. Front windows are panelled 
with glass background so that the entire interior of 
the establishment is visible from the street. Existing 
balconies have been rebuilt with a subsequent dis- 


PAL Me 
pesos 


erence 


ag STAT@NERY 


x. 


ecncstnane este 


TT TT LLL 





THE NEW HOME OF PHIL ANDER- 
SON’S BOOK AND STATIONERY 
STORE AT NEWTON, KANSAS. 


appearance of pipes and sprinkler system heads from 
view. Stairways on either side of the store lead to 
the balconies. 

Entering the store on the right the customer is faced 
by a newly arranged book department with modern, 
adjustable shelving. Next is the athletic goods depart- 
ment followed by the typewriter supplies. Then comes 
the office of the bookkeeper of retail accounts which 
is just inside the Broadway entrance. Entering on the 
left the prospective purchaser sees the electrical fix- 
ture and lamp department, the social stationery de- 
partment, office items and supplies, leather goods, fish- 
ing tackle department, blank books, file and safe de- 
partment which features the Victor Fire-Master file 
cabinet, and, to the back of the store, the victrola 
and records department. All display tables have been 
rebuilt and faced with birch molding to assure a uni- 
form appearance. Surplus stock will be kept on the 
balconies. 

Special lighting effects both exterior and interior, 
and a central switchboard connecting the wholesale 
department four doors away, have been installed to 
make the store one of the most modern in the entire 


state. 
—>-—_—— 


REMINGTON RAND OPENS XMAS ADVERTISING 
DRIVE 

Following closely its recent announcement of its new, 

improved line of portable typewriters, Remington 


| Rand, Inc., Buffalo, N. Y., last month launched its 
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No. 861-F 
60x32 


800—Low price 


ness. 


ALMA DESK CO. 











A complete series in combination walnut—Alma No. 


pleasing design—sturdy construc- 


tion—gives lasting satisfaction—brings repeat busi- 


HIGH POINT 
NORTH CAROLINA 
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TRUE ECONOMY Is Exercised By Users In Buying 
i " Typewriter .. 
UAL STEEL Economy -- Stands 


Dealers stock them, and display them to good advantage 


We have recently discovered that many our Special Cold-rolled Steel, with minimum 
Economy Stands (especially the No. 8918) are weight and maximum strength perfectly 
being used in homes as well as in offices. balanced. All stands are 26” high and can 

They are as thoroughly Dependable, Ser- also be furnished with casters. The cut-out 
viceable and Durable as any stand, not with- brace allows ample knee space. Packed K. D. 
standing their Low Cost. Made entirely of in single cartons. 








oa 

Ask for 

Catalog 
THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1658 Hastings St. 
Toledo, Ohio 












& 
No. 8925 
No. 8931 (not illustrated) No. 8918 
with 16” x3L” Top with 16” x 25” Top with 16” x 18” Top 
Drawer is extra Drawer is extra No drawer furnished 











De, 


LETS TALK Mh TURKEY! 


America’s Finest Line of Steel Office Furniture 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STS., PHILADELPHIA, PA. 


WAREHOUSES: LOS ANGELES-CHICAGO. 
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“Big Gun” advertising campaign featuring Remington | 


portable typewriters dealers. 


As part of the plan a large number of nationally- | 


known magazines will carry a Christmas message, the 
salient point of which will be the slogan “See Your 
Nearest Remington Dealer.” The ads will stress the 
fact to seventy million readers that each Remington 
dealer is ready to serve the reader’s needs with a full 


: Aan 
Remins' r 


2 WAN 


: =. 
SPLIT Ss 


ONE OF THE NEW REMINGTONS ABOUT WHICH CENTERS 
THE BIG ADVERTISING DRIVE 


line of portables ranging in price from $29.75 upward, 
including the Remington DeLuxe noiseless portable. 
In speaking of the drive W. B. Cratty, portable type- 
writer division sales manager, said: 

“In carrying out our policy of backing up our dealers 
with good merchandise, practical selling plans, and 
with hard-hitting advertising we have launched a pro- 
gram of ‘bigger and better sales helps for our dealers.’ 
We are spending more money, working more aggres- 
sively for his profit and furnishing more sales helps 
continuously than ever before.” 

In this connection Mr. Cratty explained that Rem- 
ington Rand is planning to make available a series of 
broadsides, window decorations, counter displays, mo- 
tion displays, complete sales manuals, statement in- 
serts, etc., to aid dealers in preparing to merchandise 
their typewriters aggressively. 

ttateiaileliaalilinla lg ci 
LANG-FULLER TO REBUILD AFTER FIRE 

Following a fire which completely destroyed its 
printing plant and stationery store, the Lang-Fuller 
Printing Company, Bloomington, Ill., has begun work 
on plans for a modern building to be erected in the 
near future. 

The fire occurred on the morning of September 8 
and despite efforts of the local fire department com- 
pletely gutted the building, which was located at the 
intersection of Madison and Jefferson streets. The new 
structure, according to officials of the company, will 
consist of a modern daylight printing plant and a store 
equipped with the latest furnishings and lighting. 

The Lang-Fuller company is the local dealer for The 
Shaw-Walker Company, F. S. Webster Company, Na- 
tional Blank Book Company and Cramer Air-Flow 
chairs. 

nisieceitiien pial 
NATIONAL STATIONER ISSUES YEAR BOOK 

The October number of The National Stationer, 
official organ of the National Stationers Association 
(the only official publication of the organization) 
was devoted entirely to the proceedings of the Chi- 
cago convention, thus constituting an N. S. A. year 
book, which members will preserve. 

In commenting upon the number, a bulletin from 
N. S. A. headquarters mentions its reference value 
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PELOUZE PosTAL SCALES 
MAKE USEFUL HOLIDAY GIFTS 


Tnere is a Pelouze Postal Scale 






for every mailing requirement. 
Self-computing dials for all mail 
matter including parcel post by 
zones. Simply read the dial and 
affix the postage. 


Beautifully finished in Gold or 
"National,"’ 4 Ib. 

“Columbian,” 2% Ib. Green Bronze. 
"Crescent,"’ | Ib. 


WARRANTED ACCURATE 


Dealers Supplied by 


Leading Wholesale 
"STANDARD" 


Two Sizes Stationers. 
m6 62 «lb. & 4 ‘Ib. 





Catalog of complete line on request. 


Pelouze Manufacturing Company 
232 E. Ohio Street Chicago, Illinois 
















RAPHAEL 
No. 901 CHAIR 








pose merchandise, styled in the latest 
accepted modes, priced within the range of 
every buyer, Raphael leather furniture has an 
enviable record for pleasing customers. In all 
creations ‘of Raphael stylists you will find those 
elusive but necessary qualities—dignity and 
luxuriousness plus durability. 


There is money in this line for enterprising 
furniture dealers. You ought to get a copy of 
our catalog and our price list. Write today. 


RAPHAEL SHOPS, INC. 


707 BROADWAY, NEW YORK, N. Y. 
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and adds “To those who were not at the convention 
here’s your opportunity to sit down by the old fire- 
side or out on the porch one of these evenings and 
read the account of a splendid convention and it 
does, indeed, make interesting reading.” 
RE ae 
HALSEY & GRIFFITH PREFER OPEN DISPLAY 
| Halsey & Griffith, Inc., West Palm Beach, Fla., re- 
| cently completed an extensive redecorating and re- 
furnishing plan for its large store at 313-15-17 Datura 
street and, with the job finished, is more than ever 
going in for open display of merchandise. 
The redecorating involved the use of a color scheme 














err KRAFOLTEX 


Prue POL DER 


Double thick where wear and strain are the greatest insures 
long and satisfactory life. Furnished in two high grade stocks | 
in various weights. DURATEX ... the finest manila stock and 

KRAFOLTEX ... the finest kraft stock 


available. 








THE COMMERCIAL DEPARTMENT OF HALSEY & GRIFFITH. 
INC., BEFORE ITS RECENT REDECORATING AND INSTAL- 
LATION OF NEW LIGHTING FIXTURES. 


Send for samples of these two quality File 

Folders. Your more discriminating customers 

will convince you of their superior value. 

\ | | of bone white and the installation of a modern in- 

C. L. BARKLEY & CO. | direct lighting system, which reflects additional 
ESTABLISHED 1921 illumination to every section of the big store. 

cManufacturers of Filing Supplies According to John L. Griffith, one of the owners, 

517 S. JEFFERSON STREET CHICAGO, ILL. the store is so arranged as to present as much of the 

| stock as possible on open display. This method, the 

/ company finds, tends to increase sales and prevent 

| accidental hiding of merchandise. Stock is arranged 

in a sequence calculated to lead a customer from one 


INSTANT COPY | class of items to another. Open displays of small 
commercial items are maintained regularly near the 
wrapping counter where they best attract attention. 

Because the owners are convinced of the advisability 
| of “one clerk to one customer” salesmen are not con- 


fined to one department. Although this requires a 
thorough knowledge on the part of the clerks, experi- 
' ence has shown that better sales are made when one 
person attends to all the wants of a customer. This 
| rule, however, does not apply to girls in the gift 
and book departments and they are not required to 
|| possess the knowledge necessary in making sales in 

| the commercial lines. 

| —— ao 

HORDER’S “FAMILY ALBUM” MAKES BOW 

The first issue of Horder’s, Inc., Chicago, house 
organ, the “Family Album,” made its appearance last 
| month and got off to a rousing start among the many 

Horder stores and offices. 

The “Family Album” consists of four pages measur- 
| ing seventeen by eleven inches. Snappy news items, 
| doings of employes of the various stores and depart- 
| ments and photographs make up the largest portion 
| of the three-column, Planagraphed house organ. 

As explained in an editorial, the “Family Album” 
will be published under the direction of Editor Fred 
Jones and will be made up of items gleaned from 
| the employes by Reporters Charlie Malody, Mary Warr, 
| John Amato, Peggy Higgins, Ted Goldberg, Harry 
| Statham, Art Ardante and Paul Foley. 

———_-—=>2—____— 
ROYAL STANDARD CELEBRATION ISSUE 

Devoted almost entirely to interesting articles on 
and pictures of the company’s “New Number One” 
| typewriter, the October issue of the Royal Standard, 
| house organ of the Royal Typewriter Company, was 


No Mess! No Excuse! 


Featured by dealers from coast to coast. The only low 
priced liquid duplicator of proven merit. Clear, bright 
clean copies. Cash in on the growing demand for this 
new process by writing today for our profit making 
dealers’ plan. 










The Utility model illustrated above is finished in hand- 
some black wrinkle with a new polished chrome trim. 
Retails for only $19.50. 

Some territories are still open for established dealers. 


KEEN MANUFACTURING COMPANY 
800 North Clark St. Chicago, Illinois 
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Indiana Desk Co. 
2900 Group in Genuine 






American Black Walnut 










Note the perfection of material and 
design in this one of our newest 
numbers. Real architecture harmon- 


izing perfectly with refined sur- The trade has shown es- 
pecial appreciation of No. 
2900 with their orders. It 
Chair Co. ; ‘ will please your custom- 
chairs if de- are beautifully figured quartered ers and make you a neat 
sired. striped walnut. profit. 


INDIANA DESK COMPANY Jasper, Indiana 






Pool cars with 


§ roundings and a source of pleasure 
New Indiana 


and satisfaction to the user. Veneers 


















Show this 
NEW INDIANA 
OFFICE CHAIR 





Prepared! 


People ask for BUSHNELL’S Paperoid Wallets, 
File Folders and Pockets. Known because of 
their many years on the market and continuous 
advertising—preferred because of their perfect 
service. Made in all standard styles and sizes, 
of long fibred hemp rope. 


Better known goods 






Solid comfort in deep- 
ly upholstered seat and 
back — long life as- 
sured by substantial 
hardwood frame with 
extra heavy glue blocks 
glued and screwed to 
corners. 


are always easier sold. 


Alvah Bushnell Co. 


925 Filbert St. 
Philadelphia, 


Penna. 





Beautifully uphol- 
stered in Titetan 
crushed grain leather 
—red, maroon, brown, 
tan, dark green, grass 
green, blue and black. 
Swivel chairs are equipped with Flotilt chair control assuring perfect 
service. Other upholstered numbers, also all wood office chairs, tablet 
arm chairs, teachers and juvenile chairs are described and illustrated in 
our catalog. 


NEW INDIANA CHAIR CO., Jasper, Indiana 


No. 2001 
























— 
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A LEADING 
SELLER IN 
Murpbhy’s 
GREAT LINE! 


No. 8299 illustrated here is a proved money-maker for 
dealers. It combines exceptional quality, comfort and 
beauty with an unusually low price that enables you to 
whip competition. Write today for prices and full de- 
tails on this popular, modern executive chair—as well 
as on the entire new Murphy line! 
















MURPHY CHAIR CO., Inc. Est’b. 1872. Owensboro,Ky. 


There’s no substitute for the rich, warm 


beauty of office furniture made of WOOD! 


HY GHAI 
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see the 


1800 LINE 


SUSPENSION FILES 


WITH MAR-PROOF 
BAKED ENAMEL FINISH 


LATEST FEATURES 
OF CONSTRUCTION 


& 
ALL SIZES AND 
COMBINATIONS 


MORE DEPENDABLE 


FILING 
SERVICE 


WRITE FOR 
INFORMATION 







GENEVA 


ANDERSON HICKEY CO., fiutnois 











Z E O RX IS TOPS FOR 


QUALITY 








IZ 


\\ 
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CCO PRODUCTS, INC. 




















we 


CARBONS 
AND 
RIBBONS 






aga 
FEWD . 
'RITER 


RIBBON 


Quality products that assure consis- 
tent, topnotch performance through 
the year—packed in colorful, eye- 
taking containers that make introduc- 
tion and getting in service so much 
easier. Feature this line! Codo car- 
bons and ribbons are guaranteed for 
five years against deterioration in 
stock. They have been accepted ex- 
clusively in hundreds of offices by 
reason of high grade and uniform 
results. We shall be glad to help you 
solve your ribbon and carbon prob- 
lem. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 
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a celebration number of unusual merit and artistry. | 
The book, containing twenty-two pages—mostly in | 


two colors—contained messages on the latest member 
of the Royal family from executives to the entire 
staff. These included President E. C. Faustmann, C. B. 
Cook, vice-president in charge of production; L. C. 


Myers, chief of the patent and experimental depart- | 


ment, and Vice-president M. V. Miller. 


The new typewriter was described and illustrated in | 


the October issue of OFFICE APPLIANCES. 
—->-—— 


“BILL” KENNEDY INJURED IN FALL 


William J. (“Bill”) Kennedy of the William J. Ken- | 
nedy Stationery Company, St. Louis, Mo., is a patient | 
in the Jewish hospital in the same city, where he is | 
undergoing treatment for a badly fractured leg suf- | 


fered in a street fall. 


Mr. Kennedy, former president of The National Sta- 


tioners Association and well-known in the industry 
from coast to coast, was injured on September 30 
when he slipped on the curbing within a block of his 
store. A medical examination revealed a triple fracture 
of the right leg which necessitated his immediate re- 
moval to the hospital. 

Mr. Kennedy’s many friends may drop him a letter 
or a postcard, care of the Jewish hospital, St. Louis, Mo. 


eee ee ee 
LACEY CELEBRATES GOLDEN WEDDING 
ANNIVERSARY 
James T. Lacey, well-known veteran of the loose 
leaf and blank book industry in which he traveled 
practically all of his lifetime, last month celebrated his 
golden wedding anniversary at Evanston, IIl. 
Announcement of the celebration was made to 
friends of Mr. Lacey through a card of invitation 
which read: “Mr. and Mrs. Seth E. Brown, 222 Burn- 
ham place, Evanston, at home informally in honor of 
the golden wedding anniversary of Mr. and Mrs. James 
T. Lacey, Sunday, October the sixteenth, 1938.” 


When quite a young man, Mr. Lacey entered the 
stationery industry and from the beginning confined 
his efforts to loose leaf and blank books, a branch of 
the business he knows from end to end. 

cai Sade a 


THACHER, INC., HAS NEW GENERAL SALES 
MANAGER 


Roy M. Frost, for the past seventeen years assistant 
general manager of the Hutchinson Office Supply and 
Printing Company, is now general sales manager for 
Thacher, Inc., Topeka, Kans., handling office, school 
supplies and equipment. The firm was established two 
years ago as a Kansas corporation. 

Mr. Frost is well-known in Kansas, having served 
as a member of the Board of Education in Hutchin- 
son, and of late being vice-president of that organ- 
ization. Past state vice-commander of the American 
Legion, and chairman of state finance committee, he 
has a wide state acquaintance which will go far to 
strengthen the young supply company.—AG 

——— _ 
GAYLO APPOINTS TWO MORE TRAVELERS 

Following out its recently-announced program of 
nationwide expansion, the Gaylo Manufacturing Com- 
pany, makers of typewriter stands, folding chairs and 
other items, last month appointed two additional 
representatives. 

The first appointment was that of A. C. Lampkin of 
Atlanta, Ga., who will cover the southeastern states 
and takes to his new job many years’ experience in 
the selling field. He will introduce to dealers the 
entire Gaylo line. 

Charles Steiglitz of Chicago was the second ap- 
pointee and his territory will extend from Chicago to 
Buffalo. The Gaylo home offices are located at 820 
North Michigan avenue, Chicago. 
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GILSON-BOLENS Type VR 





Chair Buyers prefer this 
LOW-FULCRUM Action! 





It has the easy rocking tilt—correct tension to 
provide a firm steady seat for desk work—uni- 
form controlled resilience—large, 
compression rubbers — rubber stops — oilless 
bearings—close fitting ground spindle. 


Ask us for details 
GILSON BOLENS MFG. CO., Port Washington, Wis. 


long-lived 
































Square. tubular 
steel uprights, 12” 
hat shelf, and non- 
. tippable base. 


PETERSON 3U 


is the answer to all wraps 
problems! 


Individually separated ac- 
commodations ‘for 3 per- 
sons per running foot, and 
adequate facilities for hats, 
lunches, umbrellas, rub- 
bers, etc., made the 3U 
Rack the fastest selling 
office rack on the market 
today—misses no _ sales. 
Used extensively in leading 
offices everywhere. 


Write for Circular 












| 
| 


VOGEL-PETERSON CO., INC. 
“The Check Room People” 


| 1823 N. Wolcott Ave., Chicago, U. S. A. 





“3-in-1” Costumer 
for every wraps emergency 


The versatile ‘“3-in-1” 
Rack consists of two 
upright costumers plus 
an interlocking Hat Shelf 
Bridge which accom- 
modates 44 coats and 
hats. Knocked down, it 
forms two individual 
costumers and the bridge 
stores in any closet. 
Ideal for offices, schools, 
institutions, banks, fu- 
neral homes, restaurants 
etc., ete. Choice of 
16 modern colors. 
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CUSTOMER PREFERENCE 

















Illustrated below is the newest number in the Varat 
line. A handy case for insurance men, collectors, bank 
deposits or valuable papers. Three wide expanding 
pockets. Gusset on top to allow for expansion. Made 
of top grain cowhide. Also 
furnished without handles and 







Write for particulars on the Varat 
Quality, Low Price Line. 


Murray VARAT Co. 


27 S. Market St., 
Chicago, Ill. 














Going By The Thousands This Christmas 
A 
PEN AND PENCIL 


Gift 
SET 


WITH 
EYE APPEAL 


QUALITY APPEAL 7 
PRICE APPEAL ...Wearever De Luxe! 


will ree- 









Nationally advertised to miliions. Your customers 


ognize it and BUY. 

Yes! Wearever De Luxe Gift Sets are going fast—to the 
greater profit of all progressive dealers who recognize the 
popular demand for a fine writing set at a popular price 
Read the features—the VALUE—offered by Wearever Dx 
Luxe and get your order in NOW. 


THE PEN—I4 Carat Gold Reinforced Point 
(Choice of Fine—Medium—Broad) 

Big Ink Capacity— Special Leak Proof Feed— 
exceeds most pens no soiled clothing 
size. inky fingers. 

instant Flow Point— Beautiful Finish— 
starts writing the in- gorgeous inlay colors- 
stant it touches paper. Pearl Black, Jade Black, 
keeps pen airsealed— Copper Black. 
prevents ink from dry- Men's and Women's Sizes 

Handsomely packed in 


ing. . xs Gift Box. The set (No. 
© e ‘ 
Collis 


its ol 





2834) retails for $1.50— 
Pen alone (No. 834) ’ $1. 





DAVID KAHN Ince. 
North Bergen, N. J. 
NATIONALLY 
ADVERTISED 
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M. & V. OFFERS AUTUMN WINDOW DISPLAY 

Mittag & Volger, Inc., Park Ridge, N. J., is offer- 
ing to dealers a new autumnal window display which 
was featured at The National Stationers Association 
convention. The material includes a complete set of 
dummy packages, and dealers sending the company a 
diagram of their windows with correct measurements 
will receive sufficient material for a complete display. 
In the M. & V. booth at the N.S.A. convention there 
was also featured a new revolving typewriter ribbon 
display cabinet which, however, will not be available 
to dealers before January. The Mittag & Volger 


N.S.A. booth was pictured on page 28 of the October 
issue. 








MEET THE G-F BARONS!—This softball team of The General 
Fireproofing Company has just completed one of its most suc- 
cessful seasons, the highlights of which were winning for the 
second time the Mahoning County softball championship and 
participation in the district championship finals. In the district 
championship Pitcher Fred Larson pitched a no-hit, no-run 
game to win a valuable award. 
= 
NEW BOX FOR ROYAL’S CARBON PAPERS 

The Roytype division of the Royal Typewriter Com- 
pany, Inc., has just introduced a new attention-getting 
and beautifully designed box for its carbon paper. 

Of distinctive design, the box for each of the three 
grades, Vertex, Vogue and Value, is in a different pastel 
shade especially selected by the company. Illustrated 
in the front of the Vertex box, which is in a lavender 
with black lower border. The Roytype trade mark 
is in black lettering on each box, and the carbon name 





ne oremgepte rong 


oY 1 








CW bo FL 


THE NEW BOX FOR ROYAL'S VERTEX CARBON PAPERS 


in white, with the exception of the V, which is white 
gradually shading into the ground color. 

The Roytype division of Royal reports a marked 
upswing in sales. Greatly increased popularity of the 
product month by month is expected will culminate 
in new records at the end of this year. 
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“TIGHT HOUSEKEEPING” 
Ei . for stenographers 
Ling System Supplies Clartyps is as modern in che ofce asthe washing, machine 


ing typewriter type. There is no spattering, no soiled hands 
or clothing. Clarotype cleans thoroughly . . . without brush- 
ing. All 84 characters of type are cleaned in one minute. 
@LeatherX Expanding Envelopes That is why Clarotype repeats and makes consistent profits 

for more than 4500 dealers. Write for Free advertising 
aids. Order Clarotype from your jobber or direct from 
The Clarotype Co. Inc., 16-M Hudson Street, New York 





@Viz-Tab DurX Folders 


@Straight-Line Filing Systems CLA 5 t 0 TURE 


@Steeltab Blackite Guides THE MODERN TYPE CLEANER 


@Plytab Double Top File Folders 
@Cellotab and Cellocote Guides 


@VECO type-your-own Index Tabs 
ype-' 


Write today for a samplekit of all these quality items. 











THE BEST KNOWN— KNOWN AS THE BEST 


BUSINESS CHAIRS 











The VEIT Co. 1947 & xirty st. Detroit, Mich. 

















byl L. Marble 


* Balanced Sitting with the B. L. Mar- 
ble time-tested ball bearing swivel mechanism 

designed for safety, service and com- 
fortable, dependable cushion action. A com- 
bination of springs and rubber cores is positive 
insurance against breakage or collapse . . 
an exclusive feature! Shock absorbers of spring 
steel eliminate the sudden jolt at the extreme 
point of the backward tilting action. Write for 
icatalog and descriptive folder. 





B KELEAN’ 


Unground Ball Bearings for the 





Metal Office Furniture Industry 
(U. 8S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) * 
For such an intimate piece of 
All parts machined from bar stock and heat-treated, furniture as a chair, there is no 
outer races are one piece and can be made in any desired ; aaa 
shape. (No soft stampings used whatsoever.) For cradle satisfactory Se for WOOD. 


slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 


United States and Canada operate on “Kilian” unground THE B. . M A R B LE C HAI R C 0 MPA NY 


bearings. Samples made to your specifications. 
Foremost Manufacturers of Wood Office Chairs 


Kilian Manufacturing Corporation BEDFORD, OHIO, U.S. A. 
107 North Franklin Street Syracuse, New York 
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DOPPELT’S 
ALL-PURPOSE PORTFOLIO 


Two deep big-capacity gusseted 
pockets for papers 

















Two inverted pockets will 
hold a ring-binder, anindex 
file or can be used as secret 
pockets for extra papers 

































































One Flat Full- | Two Flat Hall- 
Length Pocket Length Pockets 
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Fine LEATHER GOODS 


412 Orleans St. Opposite Merchandise Mart 
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HIGH POINT POSTURE CHAIR 
No. 7814— popular in appearance, 





comfort, convenience and reason- 


able cost. 














LOOKS RIGHT! That goes a long 
way toward the sale. Harmonizes in 
| most office interiors, is well con- 
| structed and restful to the user yet 
keeps her alert and ready. In addition 
to slat back style shown here, it is also 
offered with upholstered seat and slat 
back, with saddle seat and upholstered 
panel back or full upholstered back. 


Let us send you details and prices of 


this popular item. 





High Point Bending 


| & Chair Company 


SILER CITY 
NORTH CAROLINA 

















a ee 2." 
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PLACE A LOT OF 


ZNEOT[EU 
TOPS 
ON APPROVAL AT OUR RISK. 


Each one will sell many more. 

Are you overlooking the easy profits 
from the perpetual repeat business on 
this nationally known material? 


geile, 


Grand Rapids Mich. 















Choice of U. S. 
Mfrs. of Highest 
Grade Office 


Equipment 


Office machine manufacturers seeking stand equip- 
ment for their products are influenced only by quality. 
That they have accepted TUSCO Stands as their choice 
is a fact that assures users and dealers that TUSCO has 
met the requirements 


TUSCO Universal is mounted on 38-inch rubber tired 
noiseless casters, locks rigidly in position with cam 
brakes and has mechanical equalizer compensating for 
any unevenness of floor. Top can be adjusted to fit prac- 
tically every office machine in use, and is cushioned to 
absorb operating og ‘ks. Side drop leaves 16x18% inches 
affo rd ample space for working data Weight is 42 
pounds when packed for shipment. 

TUSCO Universal retails at $24.50, with one drop leaf, 
and when you consider its splendid record of service, you 
appreciate how low is the cost. Full details on request. 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave. Detroit, Michigan 
C. E. Ritter, 2451 E. 78th St., Chicago Representative 
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WIS-ILL CLUB NEWS NOTES 
Joe Hildreth, retired representative of Esterbrook 


Pen Company, was a visitor at the Wis-Ill Club’s Octo- | 


ber 14 luncheon. A great traveler, Joe had come to 
Chicago for a short visit before seeking some warmer 
clime for the winter season. 
a * +. 
And still the membership increases from month to 
month. The latest applications which are favorably 


voted upon were those of Charles A. Nofstetter, Ace | 


Fastener Corporation; H. J. Stevens, Neva-Clog Prod- 
ucts, Inc., and Sam E. Walker, B. F. Goodrich Com- 


pany. 
* * & 

It is a pleasure to inform the membership that Ray 
Duback, Hub Office Supply Company, and Eddie Rybak, 
Schiller & Schmidt, have fully recovered following 
sieges of sickness. 

* . * 

Plans are progressing rapidly for our New Year’s 
Eve party and dance at the Hotel Webster roof and 
reservations are pouring in according to Ralph Mane- 
val and Charlie Schoen, co-maker of arrangements for 
the festive evening. Dancing from 10 to 3 o’clock with 
dinner at 11 will be features afforded you at $6 per. 

————-o 2 


WPA SPENDS $7,931,000 FOR OFFICE SUPPLIES 


During the three years ended June 30, 1938, the 
Works Progress Administration purchased office sup- 
plies and equipment, including office furniture, valued 
at nearly eight million dollars. The exact figure $7,931,- 
000, was taken from statistics compiled from United 
States Treasury and WPA sources. It represents 1.1 
per cent of the total amount of money expended for 
materials, supplies and equipment for various WPA 
projects. Although the percentage figure is small, the 
dollar volume of business that accrued to the office 
equipment industry was quite substantial. 

In addition to direct purchases, an even larger 
amount, approximately $11,000,000, was spent by the 
WPA and sponsors of projects for the rental of office 
equipment and furniture. 

All purchases for the Federal account were made 
through the Procurement Division of the United 
States Treasury Department following competitive 
bidding. Nearly all the buying was in comparatively 
small quantities, much of it purchased in the vicinity 
of the projects for which the supplies were needed. 

- — >. 


THE USE OF MATCH PACKETS 
Match packets have played a continually valuable 
role in within-the-store advertising for the Kendrick- 
Bellamy Stationery Company of Denver for several 
years. 





Instead of handing them out to the trade by sales- | 


men, or distributing them in other retail centers, the 
Kendrick-Bellamy company places its match packets 
everywhere in the store, on counters, bookstands, in 
the office-equipment section, and other strategic points 
over the store. These packets are printed in bright 
blue, with advertising copy on both inside and outside 
of the cover. With hundreds of them available at any 
spot in the store, it is possible to get a much greater 
coverage, with results, than is possible in any other 
way.—BART 
—>- — 


DOPPELT OPENS ADVERTISING DRIVE 


Completing final preparations for the holiday buy- 
ing, Charles Doppelt & Company, 412 Orleans street, 
Chicago, last month opened its annual advertising 
drive which will stress the Doppelt line of Ambassador 
all-leather cases and the Dopp-Kit, a toilet utility 
number. 

The drive will center about large advertisements in 
two nationally-known magazines and will include the 
company’s companion numbers to the Dopp-Kit—the 
Miss Dopp-Kit and Master Dopp-Kit. 


EF OCG OL 











| ee in one! This is the way a Frenchman 
would describe the Weldon Roberts Eraser No. 930 En- 
semble, which corrects mistakes in any language. 
In this original combination eraser, soft pink pencil rub- 
ber is joined with soft gray ink eraser. There are sharp 
edges of both for fines erasing and flat surfaces for 
cleaning. For all general ink, pencil and crayon 
work. 

A profitable, rapid turn-over item. 
WELDON ROBERTS RUBBER CO., Newark, N. J. 


America’s Eraser Specialists. 


Correct Mistakes in Any Language 
BALANCED ACTION 
CHAIR IRONS 


WWaBar 























A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, JU. S. A. 
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Sales Climb 


when you stock 





iling Cabinets 
and Supplies 


Why not enjoy this 
ideal combination of 
price and quality? 


IMPERIAL METHODS CO. 


760 S. Circle Ave. FOREST PARK, ILL. 








Distinctive Accessories 


FOR THE OFFICE AND HOME 


Beauty 
of 


Design 
oO 

and skillful construction are visible values in Tell City’s 
Accessory Line of auxiliary furnishings for modern offices 
and homes. Discriminating buyers . . . who want hand 
some appearance and lasting service combined with moderate 
price . . . will find immediate satisfaction in every selection 
offered. Years of experience in making fine furniture, and 
careful attention to every detail that contributes to out- 
standing béauty, practical utility and material value, have 
earned for Tell City its reputation for QUALITY. The new 
series represents unusual! distinction designed by expert 
stylists to harmonize with the most select furnishings in the 
office and home . . constructed by skilled craftsmen to 
meet the most exacting demands for substantial quality at 
moderate cost 


TELL CITY DESK COMPANY 


TELL CITY INDIANA 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 


Where inquirers submit references mention is made in the item. 





Wanted Abroad 


D. Meyer, manufacturers’ agent and importer, 29 Great Portland 
Street, Oxford Circus, London, W. 1, England, informs us that he han 
dies stationery lines, mostly those from Continental Europe, and wishes 
to replace them with American products. We gather from his sta 
tionery and letter that he sells to the trade for resale. We suggest that 
manufacturers seeking a British agent get in touch with him. We have 
no credit information on this gentleman. That can be developed through 
correspondence. 


W. P. Eaton, with address at 9 North Villas, Camden Square, London, 
N. W. 1, England, reports that in association with a few friends he is 
forming a company to sell office specialties direct to the consumer. The 
range of the new concern’s articles will include stapling, numbering and 
dating machines, duplicators, stencils, typewriter ribbons and carbon 
paper. Our inquirer wishes to hear from manufacturers of any small 
mechanical specialty or stationery device which is of a character suited 
to direct selling. No credit information is available on this inquiry. 


Far Eastern Distributors, importers and general merchants, P. O. 
Box 1036, Manila, Philippine Islands, is interested in a variety of items 
for distribution to the far east. The company indicates interest in 
safes, filing equipment, duplicating machines, inks, fastening devices, 
stencils, check writers, new and rebuilt typewriters, typewriter ribbons, 
carbon paper, filing supplies, etc. Manufacturers are requested to send 
complete catalogues and wholesale list prices. The company seeks sole 
distribution in the Islands. 


References are cited: Star Watch Case Company, Ludington, Mich.; 
R. Wallace & Sons, Wallingford, Conn.; Akron Lamp and Manufac- 
turing Company, Akron, Ohio, the Philippine National Bank of that 
city; other references are available. European references are available 
4 special interest is indicated in fountain pens and mechanical pencils 


Wanted Here at Home 


Birmingham House Asks Catalogues—-The Goodwin Stationery Company, 
620 Empire Building, Birmingham, Ala., expresses a desire to receive 
catalogues from manufacturers of office furniture which wish a con 
nection in Birmingham. This company recently moved to new and 
larger quarters. It has recently moved to premises which will enable 
the company to devote space to the display of office furniture, as well 
as known lines of commercial stationery. 


Chicago Stationer Seeks Added Lines—N. Disenhaus & Company, 515 
South Wells Street, Chicago, has expanded its stock to include a full line 
of office supplies. The company seeks connections with manufacturers 
who sell their merchandise through commercial stationery dealers. This 
company wishes to receive catalogues from all manufacturers of  sta- 
tionery items. 


St. Louis Representation for Stationery Items—Walter A. Lott Asso- 
ciates, 643 Clark Avenue, Webster Grove, Mo., seeks lines of commer- 
cial and social stationery to sell through commercial stationers. There 
is no credit reference in this instance. Mr. Lott started his present 
business two or three years ago, following seventeen years in the office 
of a commercial rating company. In that capacity he had charge of the 
purchase of office equipment, including furniture, stationery and printing. 


—_—__—__——-. 


Corporation Financial Statements 


Net earnings of International Business Machines Corporation for the 
nine months ended September 30, 1938, were $7,612,859 after deducting 
$572,258 blocked foreign net profits and before providing for federal 
taxes. They compare with net earnings for the corresponding 1937 
period of $7,151,706 after deducting $639,960 blocked foreign net profits 
applicable to that period from the $7,791,666 reported. After providing 
for estimated federal taxes, the net income for the first nine months 
of 1938 was $6,051,359, equivalent to $7.43 a share on 814,674 no pal 
eapital shares outstanding. It compares with net income for the cor- 
responding 1937 period of $5,932,706 after deducting normal federal in- 
come tax but before providing for surtax on undistributed profits and 
after deducting $639,960 blocked foreign net profits applicable to the 
period from the $6,572,666 reported. 








temington Rand, Inc., today reported net income for the third quarter 
of $413,123 equal to 13 cents a share on common stock, compared with 
$93,152, or 50 cents a share on the $4.50 preferred stock in the preced- 
ing quarter, and $912,400, or 44 cents a common share, in the September 
quarter last year. Net sales for the third period totaled $10,030,388, 
against $11,614,782 in the comparable 1937 period. For the six months 
ended September 30, 1938, net profit was $506,275, equal to six cents a 
share on the common. In the 1937 six months, net was $2,382,569, or 
$1.26 a share. (Chicago Daily News, October 25, 1938.) 


—___@———— 


Jugoslavia Bank Control 


4 decree published by the government of Jugoslavia includes additional 
items which may be imported from non-clearing countries adds several 
items to the existing list of products that may be imported from non 
clearing countries (which have no clearing arrangements with Jugo 
slavia), only if a prior authorization has been obtained from the Na- 
tional Bank. Of the new products subjected to this control, which 
are of interest to American trade, are typewriters, adding and cal 
culating machines 
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G A WY L Correct 


Posture 
METAL FOLDING CHAIRS 


Ideal for offices, sales) REMARKABLE 








POPULAR 
OFFICE 
CHAIRS 














enacnmmmmilia rooms, schools, church. EFFICIENCY 
MODERN es, clubs, lodges, beauty AND DUR- 
STYLI ete: ani, Mine aie ABILITY 
STYLING magni 


joints, made of heavy 
COLD ROLLED steel. 


Comfortable and rigid 


EXTRA COMFORT COST 





Office furniture 
dealers can 
make greater in construction. Opens 
progress and do and closes quietly. Folds 
more business 
with Jasper Seat- 


ing Co. chairs. 


flat and stacks easily. 


Upholstered wood or all 





metal seat. 


















Keyed up to present day demands in 


points of style, construction and Made by seating special- 


comfort, their self evident value often 


ists with many years of 
successful manufactur- 


clinches the sale for the entire en- 
semble—desk, table, cabinet, ete. 
Good furniture . . . prompt = ship- ing experience. 


ments. Catalog and details on request. 


. WRITE FOR DESCRIP- 
J asper Seating Co. TIVE LITERATURE AND COLORS: 


JASPER, INDIANA PRICE LIST Mahogany, Black, Walnut, 


Olive Green, Ivory. 






CHICAGO: L. H. Farber, 529 So. 


Wabash Ave. Phone: Webster 3217 THE GAYLO MFG. co. 


NEW YORK: Office Furniture Ware- 


house Co., 573 Broadway 820 N. MICHIGAN AVE. CHICAGO, ILL., U. S. A. 
Cable Address ""GAYLOCO" 











Drawn steel end-caps, Eyelets inserted and 









i ighl Standard inner sections fastened in counter- 
—— yt oe are added to chain-posts sunk holes in_ top 
after binding and fast- to increase capacity. metal after binding. 
ened in place by means 

of fluted 

rivet 





TUBULAR Coin WRAPPERS 

















Stationers! It’s your Line. Exclusively! Thimbles to guide 
chain- posts in and 
. , oe out of tube. | 
**Steel-Strong Products are sold 
through Stationers and Office Supply Right-and-left-hand Right - and - left - hand 
7 . id blocks to move Sscrew-rod to move 
Dealers only. We have no retail salesmen chain-posts in and chain posts in and ————- 
ss - , out. Made of rust- out. The threads are Hinge lugs have 
to pirate your customers and cash in proof metal. produced by rolling, four projections 
wee CHAIN which makes smoother which pass thru 
on your missionary work. surfaced and easier holes in tube and 
° ¢ POST METALS working threads than are very securely 
cut (or chased) ones. clinched inside 
Write for liberal discounts and sales help on: A New Service for Manufacturing Stationers ~~ 
Coin Wrappers Linen Shipping Tags Strength, —— light weight and economy 
Bill Straps Teller’s Moisteners a ge ge re 
4 é 2 g oO ers 
Fm —— va a accountants. It is furnished with protruding or non-protruding 
urrency bags urrency Hacks posts, in eleven stock sizes with % inch posts and seven stock 
Draw String Bags Wrapper Cabinets sizes with +; inch posts. Special sizes are also obtainable. 
Night Depository Bags Sorting Trays We manufacture an extensive line of metals for memo and price 
Lead Seals Coin Storage Trays books, loose leaf catalogs, ledgers, transfer binders, ete. Stationers 
Seal Presses Downey Change Trays who operate their own binderies should write for our illustrated 


catalog and price list. 








THE C.L.DOWNEY C@ cimmeenae, LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo. 


CINCINNATI,O. 
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Goes HOLIDAY SAMPLE 
© KIT contains a wealth of read- 


ily salable items, including Holi- 
day Letterheads and Folders, Calendar Cards 
and Blotters. It’s a complete selling unit. It 
tells you where to sell and how to sell. It in- 
cludes, in addition to samples, a Manual of Sales 
and Copy Suggestions both for your own use 
and for your customers’ use. Also Imprinted 
Specimens and a Suggested Resale Price List. 
eee PRINTERSeLETTER PRODUCERS: 

Reserve your Sample Kit Now! 

It will be sent to you GRATIS. 


Ges LY graphing Company 


49 W. 61st St., Chicagoe53 A Park Place, New York 


YOU CAN 


INCREASE 


YOUR 
BUSINESS 
THIS FALL 
BY SELLING 





Goes 
HOLIDAY 


LINES 








OFFICE APPLIANCES 





SE LL the 700 Line 


Designed and equipped for 
modern business. Made in 
all standard sizes. 


Recommend Bentson 700 for 
all general office filing. Top 
utility grade, smooth operation, 
rigid frame, and moderate cost 
eliminate sales resistance. Made 
in five, four, three, two and 
one drawer letter and legal 
sizes, also in various styles and 
arrangements for checks, cards 
and ledgers. Cabinet depth 
2614 inches. Drawers move on 
cradle type suspension slides, 
ten ball bearing and case hard- 
ened rollers to the drawer. Fin- 
ished in olive green, natural 
wood grain mahogany, and wal- 
nut lacquered. Solid bronze 
hardware. 





New Bentson catalogs and price lists are ready for 
distribution. Write today for your copy. 





Bentson Mfg. Co. Aurora, Illinois 











Much Easier to 
Sell with a Profit 


The Only Stools and Chairs 
with this “3rd Comfort 
Feature’ —‘“Height that’s 

ALWAYS Right” 


Ever-Hold Steel Chairs offer 
your customers not only ‘‘com- 
fort shape’’ in seats and ‘‘com- 
fort support”’ in backs—but in 
addition ‘‘comfort height’’ for 
every worker. They are instantly adjustable without 
set screws, ratchets, gadgets or bother. Just lift the 
seat to desired height and it locks automatically 
4 full lift automatically unlocks for lowering seat 











You'll find EversHold Chairs easier to 
sell at a Profit. Write for Special 
Folder, Prices and Discounts on— 


E VER-Ff OLD 


Automatic Adjustable Stools and Chairs 





| 


Simply lift seat 
to height that’s 
right. Automati 
cally locks i 
place. Anyone car 
do it 














Stool No. E-1824 
Adjustable from 
18 to 24 inches 





Chair No. C-2030 | Chair No. A-1721 
Adjustable from | Adjustable from 


20 to 30 inches. | 17 to 21 inches 


Vig Co: 


» e 
LABORATORY FURNITURE EXPERTS 
C. G. CAMPBELL, President and Gen. Mgr. 
5005 S. CENTER ST., ADRIAN, MICH. 


Leaders in the Manufacture of Laboratory and Library Furniture 
Since 1905 





















New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 








Capacity 1 Ib. x Ye oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail, 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\Ist St. Chicago, Ill. 

















NOVEMBER, 1938 





NEW TRADE LITERATURE. 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


The Autopoint Company.—This manufacturer of the Autopoint line of 
pencils and other items has recently published a new catalogue which is 
pictured and described elsewhere in this issue. Copies of the catalogue are 
available by writing to the home offices at 1801 Foster avenue, Chicago. 


The George F. Cram Company.—From the home offices of this organiza- 
tion comes a new, thirty-one page catalogue of the company’s Universal 
and DeLuxe series of globes. Each page is illustrated and presents a 
complete description together with the price of practically every model 
manufactured by the Cram factory. Dealers may obtain a copy of this 
catalogue No. 44 by writing to the George F. Cram Company, Indian- 
apolis, Ind. 


Bankers & Merchants Stamp Works.—This Chicago rubber stamp man- 
ufacturing company has issued its new No. 40 catalogue attractively 
bound in a Cercla binding which permits the book to lie flat when 
opened at any page. Containing sixty-three pages the book is featured 
by an exceptionally fine grade of glossy paper well illustrated with 
practically every type of stamp and allied product manufactured by the 
company, as well as a number of items which the firm carries but does 
not manufacture. Featured prominently is the company’s patented 
chromium stamp made of chromium metal laminated onto a wood mould- 
ing and which has been illustrated and described in previous issues of 
Office Appliances. The cover is done in colors and in addition to stress- 
ing the chromium mount also gives the company’s Chicago address, 8215 
Sheffield avenue. Copies of the catalogue are available to dealers on 
written request. 


Marchant Calculating Machine Company. 4 graphically illustrated 
folder in four colors revealing the rapid strides made in calculator per- 
formance and showing the advantages of twenty outstanding features of 
the Marchant full-automatic, all-electric, silent-speed calculator had _ re- 
cently been published by this company. The folder also explains the 
automatic operation of Marchant refinements, including the one-half 
keyboard control, positive electric clearance, automatic concurrent multi- 
plication and the true figure dials for all three factors. The folder will 
be sent upon request to the company’s home offices at Oakland, Calif. 


Casto & Harris, Inc.—This Spencer, W. Va., manufacturer of voting 
equipment has recently issued an eight-page catalogue on its new line 
of Vote Gard voting booths and ballot boxes. The catalogue, enclosed 
in an attractive cover and fully illustrating the company products, is 
available to dealers on request. 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACTS OF CONGRESS OF 
AUGUST 24, 1912 AND MARCH 3, 1933 
of Office Appliances, published monthly at Chicago, Illinois, for 

October 1, 1938. 
STATE OF ILLINOIS, County of Cook—ss. 

Before me, a Notary Public in and for the State and county 
aforesaid, personally appeared John A. Gilbert, who, having been 
duly sworn according to law, deposes and says that he is the Busi- 
ness Manager of The Office Appliance Company and that the fol- 
lowing is, to the best of his knowledge and belief, a true statement 
of the ownership, management (and if a daily paper, the circula- 
tion), etc., of the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912, as amended 
by the Act of March 3, 1933, embodied in section 537, Postal Laws 
and Regulations, printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, manag- 
ing editor, and business managers are: Publisher—The Office Ap- 
pliance Company, 20 North Wacker Drive, Chicago, Ill. Editor— 
Evan Johnson, 312 North Kenilworth avenue, Oak Park, IIl.; Man- 
aging Editor—Evan Johnson, 312 North Keniiworth avenue, Oak 
Park, Ill.; Business Manager, John A. Gilbert, 310 Forest avenue, 
Glen Ellyn, Il. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated concern, its 
name and address, as well as those of each individual member, must 
be given.) The Office Appliance Company, 20 North Wacker Drive, 
Chicago, I1l.; Evan Johnson, 312 North Kenilworth avenue, Oak 
Park, Ill.; Donald C. Miller, 6756 Cornell avenue, Chicago, IIl!.; 
John A. Gilbert, 310 Forest avenue, Glen Ellyn, Ill.; C. F. Malatesta, 
7205 Yates avenue, Chicago, III. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders. if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given; also that 
the said two paragraphs contain statements embracing affiant’s 
full knowledge and belief as to the circumstances and conditions 
under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and this 
affiant has no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, through the mails or otherwise, to paid 
subscribers during the twelve months preceding the date shown 
Sworn to and subscribed before me this 20th day of September, 1938. 
above is - - - - - (This information is required from daily publica- 


tions only.) 
JOHN A. GILBERT, Business Manager. 


[Seal.] MARGARET GEHLBACH, Notary Public. 
(My commission expires October 4, 1938.) 
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No, 836 
Disappearing 
Handles 


Large Capacity Ring Cases 


There is a reason why MASHEK zipbinders with large capacity 
rings are the Vogue today. They fill a special need where 
greater clearance of sheets call for the larger ring sizes of !!/,” 
to 2” diameter. A few in stock, often prevents a LOST sale. 


Styled in many designs, sizes and arrangements of 
rings. With or without handles and disappearing 
handles. 


FRANK MJASHIEK @ CO 


“If it’s made with Leather, MASHEK makes it better.” 











UILTATUR 


DUPLICATING INh 


You'll be interested in 
Dictator—the duplicating 
ink that won't separate. 
Put it to the severest 
tests—so you can see 
how rapidly it dries; how 
perfectly it lies in the 
pad without hardening; 
the sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


x 


Alert dealers everywhere 
are selling Dictator Du- 
plicating Inks. Investi- 
gate its possibilities to- 
day. 


INh SPECIALTIES CO, INC. 


519 S. Laflin Street Chicago 
Fred B. Canode, Pres. 
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“Beautiful Work, | 
really beautiful! 


..... anda sale was made! 


CHERE’S the facts—an aggressive dealer of | 
ours sold a firm one of our Varsity Pure Silk Rib. 
bons for testing purposes. Weeks later he called to 
get a report on the test and received this enthusiastic 


(Note: 


| 

: 

the dealer’s pront on the order he received then | 
| 

| 

| 

| 

| 

| 








reply, “Beautiful work, really beautiful.” 





and there was beautiful too.) 


Many of 


Not an unusual case by any means. 
our dealers are enjoying a nice volume on this 
superior, clean, sharp writing silk ribbon. 

Don’t overlook a good thing, Mr. Dealer. Write 


for our Price List and free samples. And remember 
that wise, old saying that runs, ‘Never put off ’til 


tomorrow what you can do today.”’ 


U. S. TYPEWRITER RIBBON MFG. CO. 
Tenth & Sansom Street, Philadelphia, Pa. 
Est. 1895 

















8 PASTEL 
COLORS 


BUFF 
GOLDENROD 
CHERRY 
SALMON 
GREEN 
MANILLA 
BLUE 
WHITE 


The WARSHAW LINE 
has what it takes 


When you have the goods at the price most peo- 
ple can and will pay you have the ideal strived for 
by every good dealer. 

The WARSHAW Filing Supply Line is just that 
—a line of good, honest merchandise priced for 


popular appeal. This is the reason so many sta- 
tioners make good profit with WARSHAW. 


Write for full information and samples. 


WARSHAW MFG. CO.., INC. 
| MAIN STREET, BROOKLYN, N. Y. 
GUIDES PROTEX STICKONS 


MENDING TAPE 
GUMMED INDEX TABS 








OFFICE APPLIANCES 
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Eureka, Calif.—The Eureka Business Machines Company has been estab 
lished at 533 G street. Underwood Elliott Fisher lines are handled. Oren 
E. Probst, manager of this new business, has had an extended experience 
located previously in San Francisco and in 





in the field. He had been 
Honolulu. 
Charleston, W. Va.--H. A. Cantrell, for the past fifteen years con 
nected with Remington Rand, Inc., last month became affiliated with that 
resigned. Mr. 


succeeding B. E. Proctor, who 
management of the typewriter department and 
Kearse Theater building.—CG 


company’s local office, 
Cantrell assumes the 
will maintain his office in the 
Chicago, t1l.—George E. Vertin, well-known to the trade in the Middle 
West, recently sent out the following announcement: ‘‘Announcing, George 
E. Vertin now associated with Mid-City Typewriter Exchange, 415 North 
State street. A complete line of office machines, supplies and printing. 
4 mechanical force to meet any emergency.” 


Oklahoma City, Okla.—H. J. 
partment of the Underwood Elliott 


Crewdson, formerly in the treasurer’s de- 
Fisher Company, New York City, was 
recently transferred to the local factory branch, where he has charge of 
sales in the Oklahoma City outskirts and towns in adjacent counties. 
Mr. Crewdson replaced Bert W. Milligan, who was transferred to Mus- 
kogee as UEF sales agent there EVH 

Oklahoma City, Okla.—Winning first place in the Southern district in a 
recent sales contest, the branch of the Underwood Elliott Fisher 
Company recently found itself with $350 prize money to spend. By way 
of celebration two large picnics were staged, one at Mohawk Park in 
Tulsa, and the other at Sheridan Lodge in Medicine Park, near Lawton. 

(Approximately sixty-five salesmen and oftice employes from northeastern 
yuting at Mohawk Park, while 165 from the remain- 
Medicine Park. 


Oklahoma enjoyed the ¢ 
ing Oklahoma counties gathered at 


The festivities were engineered by Oklahoma City Branch Manager 
W. C. Welch, assisted by Tulsa Sales Agent C. E. Baker.—EVH 

Paris, Tenn._-Ed. Nicholas has opened an office supply and typewriter 
agency on the balcony floor of the Western Auto Supply Company. The 


Remington is featured in the typewriter department.—CG 

Russ, manager of the local branch of the 
states that sales of the new Royal stand- 
machine was presented to the 
Francis hotel, to the lead- 


San Francisco, Calif..C. E. 
Royal Typewriter Company, Inc., 
ard typewriter are spectacular. The new 
trade on the Pacific Coast October 8 at the St 


ing dealers of the San Francisco bay area. 








MACHINE S 


San Francisco, Calif._-R. L. Smith, Western representative of the Hotch 
kiss Sales Company, Norwalk, Conn., returned to his office, 605 Third 
Street, the early part of the month. He had a successful month trip in 
the southern section of his territory. He has had his territory extended 


UTHER 





as representative in California, Nevada, Arizona, New Mexico and EI 
Paso, Texas, for the G. J. Aigner Company, Chicago. The change was 
effected by Elmer Krumweide, sales manager for the Aigner company. 


represent- 
year 


Davison & Company, western 


San Francisco, Calif.—O. H 
reports sales this year ahead of last 


ative of the Neva-Clog line, 





cTATIONSE RY 


Arkansas City, Kan.—Harry L. Long, local druggist, has bought the 
Action Office Supply Company stock and equipment, and is combining it 
with his drug store. Mr. Action is getting out of the selling to devote 
his full time to auditing and accounting work in which he has been 
engaged more and more.—AG 

Brunswick, Ga.—Mrs. Elizabeth Daniel has purchased from Mrs. James 
Olsen the Brunswick Office Supply Company, 1514 Neweastle street, and 
has assumed charge of the business. 


Fort Wayne, Ind.—Frank IH. Aubrey has leased Room 252 in the Farmers 
Trust building, where he will conduct an office supply business.—AK 


Floral Park, N. Y.—-Irving Schnier, who for the past eighteen years has 
been connected with the office supply industry, has opened a stationery 
store in the newly-finished building at Tulip and Plainfield Avenues. The 
store will carry a number of lines other than stationery and office supplies. 


Chicago, I1.—N. Disenhaus & Company, office supplies and printing 
firm located at 515 South Wells street, has recently undertaken a con- 
siderable expansion which includes the establishing of a large stock of 
office supplies. The company, headed by N. Disenhaus, desires to receive 
catalogues from manufacturers selling through commercial stationers. 





Fresno, Calif.—Growdon Brothers, wholesale paper house, has included 
1 general line of stationery in its wholesale lines. 


San Francisco, Calif._A. L. Tredway, manufacturer’s representative. 
834 Baker Street, is Pacific Coast representative for the Eraser Company, 
Syracuse, N. Y., manufacturer of the ‘‘Rush”’ eraser. 

Parnkopf, representing the line of the L. M 
Wis., maker of chair cushions, called on 

Before arriving in this city he had 
Colorado, Utah, Idaho, Wyoming, and 
Watertown in time for Thanksgiving. 


San Francisco, Calif.—.J. F. 
Bickett Company, Watertown, 
the trade the middle of October 
ilready contacted the trade in 
New Mexico. He plans to return to 

San Francisco, Calif.—R. A. Jonas, Jr., sales manager of the Oxford 
Filing Supply Company, Brooklyn, N. Y., arrived here October 4, following 
ittendance at The National Stationers association at Chicago in October. 
He was met by Miss Edna Davis, western representative of the Oxford 
line. He proceeded to Los Angeles from here. He planned to call on the 
trade in Salt Lake City, and Denver on his return trip 

- > 


Artificial Wool in Germany 

rransatlantic Trade, publication of the American 

merce in Berlin, reports that synthetic wool has become an 
factor in Germany. 


Chamber of Com 
important 
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COSTUMERS 


Sanymetal Steel Costumers exclu- 
sively feature: 





Modern lines, enduring imitation 
wood finishes, and “balanced” 
construction. 


Sanymetal Steel Costumers are 
guaranteed to stay upright even 
when the load is all on one hook 

. do not loosen or warp... 
have no rough edges to catch at 
clothes. 


List Prices F.o.b. Cleveland, Ohio, 
are as follows: 


Green or gray................$10.00 
Mahogany, walnut or 

oak .. —— 
White enamel . 13.50 


Write for dealer discounts and 
descriptive folders. Sanymetal 
Costumers are regularly moving 
items. 
THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbana Road, Cleveland, Ohio 











The" OF FICIAL” 


PATENTED 


.POGKET SEAL 


FOR 


NOTARIES 
~ CORPORATIONS 
j ARCHITECTS 
| ENGINEERS 
SURVEYORS 


AND ALL 









Each SEAL IS 


A STRONG FURNISHED 
STURDY - vena 
POCKET Ye a Pocket Case 

SEAL f. 
EASY TO 
OPERATE 


3 SIZES—1% INCGH-134 INCH-2 INCH 
LIGHT IN WEIGHT BUT POWERFUL ENOUGH TO 


EMBOSS HEAVY BOND OR LEDGER PAPER 
FULL PART!CULARS AND PRICES WILL BE SENT UPON REQUEST 


MEYER & WENTHE 


SEALS AND MARKING DEVICES FOR THE TRADE 


STYLED BY BRIGHT 


The invigorating comfort of a chair cor- 
rectly designed and adjusted to the exact 
posture is a tremendous “lift” to every chair 
“sitter.” These BRIGHT numbers produce 
this keen satisfaction. 


And only skilled leather craftsmen can 
produce these masterpieces of comfort and 
beauty. 


Write for our catalog of 

BRIGHT styled leather 

office furniture. You will 
profit, too. 







No. 58 





No. 59 


Bright Chair Co. Inc. 
127-133 Bleecker St. 
New York, N. Y. 











30 SO. JEFFERSON STREET, CHICAGO, ILL. 














DEMONSTRATE ITS STRENGTH 


Lay any Vul-Cot on its side with 


the rivets on the floor. Then let 
any 100 Ib. person stand on it 
Vul-Cot will bend BUT, it 


will not dent or crack. When the 
weight is removed, Vul-Cot will 
spring back into its normal 
shape. Made of National 
H-A-R-D Vulcanized Fibre 
Steady demand. Liberal profit. 
Available in olive-green, maroon- 
brown, oak, walnut and mahog- 
any. Sizes and shapes to meet 
every need 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Del. 


VUL-COT 


-the National Wastebasket 


Guaranteed 5 years 
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POLAR BUSINESS DESK SETS 


Solve the gift problem for the business man 


Nothing is more practical than to organize ones desk for them 
at Christmas. 

Many women buy these sets for their husbands and many group 
office employees choose them for their superiors. 

Four different grades of four piece matched sets are available 
ranging in price from $12.00 to $28.00. 

They may readily be sold from our illustrated catalogue if not 


in your stock. 





GENUINE LEATHER—BROWN, GREEN, MAROON 


No. 1500—Desk Pad, 20 x 34 oeecceeeeDedO 
No. 1501—Letter Tray with Lid : Rabe 6.50 
No. 1502—Rocker Blotter 2.50 
Ne. 1503—Letter Opener 50 


$15.00 


IMITATION LEA.—BROWN, GREEN, MAROON, BLUE OR WHITE 


No. 1300—Desk Pad, 20 x 34 $3.50 
No. 1301—Letter Tray with Lid 5.00 
No. 1302—Rocker Blotter . . 2.50 
No. 1303—Letter Opener . 1.00 


$12.00 


Send For Our Illustrated Catalogue of 100 Different 
Office Articles Today 


POLAR MFG. COMPANY 


Terminal Commerce Building 
PHILADELPHIA, PENNA. 


1-piece set complete 


A-piece set complete 


401 N. Broad Street 





Years Ahead 


IN DESIGN AND BEAUTY 


Miami offers a new Portable register, made from plas- 
tic—two sizes. Carries either duplicate or triplicate 
forms size 414 x 6, and 5144 x 84 

Miami offers a complete line of desk registers in all 
sizes, portable registers and typewriter devices to carry 
continuous forms. 


Miami manufactures a complete lot of forms for all 
makes of autographic registers and billing machines. 
Worthwhile discounts to dealers. Let us tell you how 
to make a profitable department on these items and 
send you a complete sales kit. 


The Miami Systems Corporation 


2735 Colerain Avenue Cincinnati, Ohio 

















ry this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
tiring. That's how it is with the 







Trigger Action 


ebebeb 


STAPLER 


—the machine that does all the 
work. It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 
staples are used. 


The 444 Trigger Ac- 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
wm staples are used. Both are 
equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER Corporation 


2531 N. Ashland Ave. 


A. G. Orton, West Coast Factory Representative 
1108 S. Hope St., Les Angeles 





Chicago, Illinois 











MORE PROFIT 


TWIRLIT PAPER DRILL 











A Sound Merchandising Plan— 
with a NEW Dealer’s Discount Scale 


Of primary importance to you—Mr. Dealer—is the new 
“TWIRLIT’ discount scale offering you greater opportunity to 
make more profit than ever before. Just as important is our 
“time-tested’’ selling plan which guarantees results. 

These factors combined with a real product, useful in nearly 
every office, “‘TWIRLIT’’ the paper drill with an extraordinary 
capacity of 150 sheets (full '/,.” thickness), spell increased vol- 
ume and quick turnover. 

These handsomely finished ‘‘TWIRLIT’’ machines, to drill one, 
two or three holes at one time—with four hole sizes '|/,” to 
13/32” cover the complete “‘TWIRLIT’ line. A price range for 
every customer from $12.50 down to $2.50. 


These SALES HELPS Free! 


“TWIRLIT’’ advertising will be found real sales aids. The dem- 
onstration counter display (pictured below) complete with '/,” 
thick pad, and clever sales stimulating folders are free with 
your order for a ‘‘TWIRLIT’’ demonstrator. 


Send for our Manufacturers 
lucrative Agents 

Sales Plan Wanted 
TODAY WRITE 

















MITCHELL BINDER COMPANY 


301 BOWER AVENUE --- HAGERSTOWN.MD. 
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MARKING DEVICES 


San Francisco, Calif.__O. H. Davidson & Company, Western representa 
tive of the Fulton Specialty Company, states that the new “Dri-Kwick” 
all weather stamp pad is going over beyond expectations. The new 
Fulton rubber type ‘‘Kwick Sets’’ are provided with a rubber type holder. 

Los Angeles, Calif._-_[M. 8. Thomas, of the Los Angeles Stamp & Sta- 
tionery Company, has returned to his duties after a prolonged illness 
Franklin E. Rising has become buyer for the Los Angeles Stamp & 
Stationery Company. 





eee 


Status of U. S. Foreign Trade 

The United States Department of Commerce reports that both exports 
and general imports of the United States were smaller in June than in 
May, 1938, or June, 1957. Compared with last year’s figures, the value 
of exports were twelve per cent less, while the value of imports was 
reduced by approximately one-half. The lower prices of both export 
and import commodities this June account for an important decrease 
in foreign trade totals. In terms of quantity the goods exported in 
June were about as large as in June, 1937. The volume of goods im- 
ported was, however, about thirty-eight per cent smaller than a year ago. 

The changes in June from a year ago were to a considerable extent 
similar to those shown in the immediately preceding months of this 
year. Exports continued much larger in value than imports, the excess 
ing Office for fifteen cents. The district offices of the Department of 
Commerce of merchandise exports amounting to $86,788,000, as against 
$108,928,000 in May and $20,883,000 in June last year. The net balance of 
merchandise exports for the first half of 1928 was $631,074,000. This was 
the largest recorded for any corresponding half year since 1921. 

Exports of industrial and agricultural machinery held up well in June, 
and those of motor fuel and aircraft were larger than exports of a 
year ago. As in other recent months, exports of motor trucks, passenger 
automobiles and iron and steel mill products were smaller in value than 
in the corresponding period of 1937. 

Agricultural export values continued much larger in June than a year 
ago. Grains and preparations increased from a value of $3,500,000 in 
June to $18,900,000, while meats, fats and dairy products were up from 
$3,800 to $4,700. Unmanufactured tobacco was valued at $4,800,000 in 
June, only slightly more than in June, 1937, while exports of raw cotton 
amounted to only $9,400,000 or $7,406 less than a year before. In the 
import trade drastic reductions continued to be shown in June from a 
year before for crude materials, semi-manufactures and competitive 
agricultural products. Imports of finished manufactures were also con- 
siderably smaller in June in value than a year ago. The relative decline 
was less extreme than for the other economic classes. 

The reduction in imports of competitive agricultural products in June 
extended almost uninterrupted deried of declines since June, 1937, when 
a maximum monthly entry of nearly forty-six million dollars was _ re- 
corded. In June, 1938, imports of grains, meats, fats and oils (includ- 
ing vegetable oils and oil seeds, aggregated less than twelve million 
dollars, the smallest figures since August, 1934. 

Imports of Cuban sugar were also relatively small in June; Cuban 
producers continued to withhold shipments in the hope that prices would 
improve later this year. 


Venezuela Grand National Fair 


The first grand national fair to be held in Venezuela will be held at 
Caracas during January, February and March, 1939, under the sponsor- 
ship of the national government. American engineering and contracting 
firms have designed and will erect ten modern steel buildings on govern- 
ment property. 

Although undertaken primarily, as stated by Commerce Reports, to 
demonstrate the progress of the country in industry, agriculture, com- 
merce and art, foreign participation is sought earnestly. A limited space 
is reserved for commercial exhibitors from other countries, and for 
manufacturers desiring to advertise their products. 

Information regarding the Venezuela fair can be obtained from A. B. 
Cornell, 111 Broadway, New York, N. Y. 


———— 


Taking Your Car Abroad 
The United States Government Printing Office, Washington, D. C., has 
published No. 184 of the Trade Promotion Series, ‘Taking Your Car 
Abroad.’ This is helpful to Americans who wish to tour abroad in 
their automobiles, Copies can be ovtained from the Government Print- 
ing Office for fifteen cents. The district offices of the Department of 
Commerce can supply copies for fifteen cents. 
-_———_ > —- - 
Popularity of Fountain Pens Aboard Ship 
The Bookseller & Stationer (Toronto) quotes the manager of the 
SS. ‘Queen Mary” stationery store that fountain pens are the best selling 
items in the store’s stocks. 
_———_ +> —-— 
Microscopic Handwriting 
Administraetive Arbeid (Rotherdam) reports an interesting case of 
microscopic handwriting. An individual in Altena, Westphalia, has trans- 
scribed Sven Hedin’s book, Trans-Hymalia, writing on a postal card, 
the writing consisting of 29,423 words. 
——- 
Sequence of Typewriter Keyboard 
The Irish Printer reports that a test made in London indicated the 
fact that few typists, no matter how expert at the keyboard, can state 
in correct order the letters of the typewriter keyboard. 
_— aae 


United States Foreign Rubber Trade 
Commerce Reports states that the United States imports of rubber 
products in the first eight months of 1938 were valued at $748,500. This 
represents a decrease of 52.2 per cent. In the same period our exports 
were valued at $17,385,106. 
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Jap Typewriter Arrives With Army 
The Chicago Daily News states that a Japanese typewriter salesman 
arrived at Hankow almost with the flag, after the collapse of the 
Chinese army in the hostility. 


CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Here’s a ribbon 


and carbon proposition you 





Sold right. 





can turn into real profit. You 
can always count on our co- 


operation. 


| EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 








DEPT. M 
J 11-13-15 Vandewater St., 
q New York, N. Y. 




















“And we mean 42.000 copies,” our 

customer reports. That is some 
record you will agree! With such dura- 
bility plus superior workmanship, surely 
you will want to try TEMPO STENCILS 
on your next order. Free samples will be 


sent—without obligation. Write us today. 


MILO HARDING CO., LTD. 


Manufacturer 
Tempo Duplicators, Stencils, Ink, etc. 


Pittsburgh @ St.Louis «© Los Angeles 
wer -------- HSE THIS COUPON sstsss2:22-= 


%-~ MILO HARDING CO. LTD. 
617 Commonwealth Annex, Pittsburgh, Pennsylvania 


Send Free Samples [] 
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WRITE. 
TODAY — 


Dealer Plan [] 


Catalog 
(Please pin to your letterhead) 11-38 
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OFFICE APPLIANCES 











i 
‘ae QLllon VA WE SUPPLY THE ACTION! 
ot ony a ak ni a [ONT Mm] . 
= YOU GET RESULTS ON— 
© mea Ae EES we 


FOUR TYPEWRITER ESSENTIALS 

RIBBONS—CARBONS 
TYPE CLEANER 

TYPEWRITER OIL 

A forceful local advertising cam- 

paign will move all four on every 

sale. Strictly Exclusive. 

RESULTS FOLLOW ACTION! 

Write for particulars 


TYBON CORPORATION 
147 N. 12th St. Phila., Pa. 
































SESE es 
Replacement Parts Sell More 
for ADDING, BOOKKEEPING 
and CALCULATING MACHINES Hanson 
Scales! 


Quality Parts Only—Guaranteed to 
Fit and Function Properly—Nearly 
600 Items Available from Stock—1939 
Type, all Pitches now ready for de- 
livery. 


There is a wide market for 
shipping, postal and air 
mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5. 





Write for Catalog 








No. 1577 


CLOYES GEAR WORKS Heavy Buty 


Parcel Post 





e 7 > 
ae | pitas aoe Ke “4 E. Scale HANSON SCALE CO. 
jeveland, o U. &. A. Est. 1888 
Cable Address *'CLOYESGEAR”’ $ | 7.50 525 N. Ada St., Chicago 


































: Increase 
Posture Chair | Profits 
Wicth.. 


Chairs 


Floor Protection Products 


Customers prefer Darnell Quality 
Casters, Noiseless Glides and 
Desk Shoes because they “Reduce 
the Overhead that is Underfoot.” 


Cushions 


|» DARNELL L| 
















Investigate! Here ise 
line thet means extra 
profits plus good will 
for your business. 


A 






CRAMER Re i 


All Steel 


* POSTURE CHAIRS DARNELL CORPORATION, Ltd., Long Beach, California 
36 N. CLINTON ST., CHICAGO, ILL... 24 E. 29nd ST., NEW YORK, N.Y 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT. 


1417 McGee Street Kansas City, Missouri 


‘MOORE Maplachg 


Multiply sales by 3 ZZ 
with this inviting display 


From 200°, to 30067 increase in 
MOORE Maptack sales are often re- 


ported by dealers who display this at- 


































in the 


Office 


NOW is the time to place your 
order to insure prompt delivery for 
the early fall rush. 


tractive, all-metal, revolving cabinet. 






Takes but little counter space .. . holds 
a complete assortment. ..and is supplied 


FREE with order for 5000 assorted 


The "PERFECT 








maptacks. Advertised nationally to mil- Sponge Rubber A pegh yes line 4 chair cushions 

soma lions. Order from your jobber today. Chair Cushions yee ® + Tall gol uaa Full 
\ MOORE PUSH-PIN CO. The Perfect Rubber Seat Cushion Co. 
aco 113 BERKLEY ST., PHILA., PA. 1412 Unity St. Philadelphia, Pa. 
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America's BIG PROFITS 


The 


' 
South's Most From SMALL ITEMS 
Largest Modern Every office, factory, store and home is a prospect for 
Engraver Plant WONDER [OCK. Can be used on any drawer, file, door or 





show case. WONDER [OCK does everything the ordinary lock 


O “4 ag oa ee can do + many things no other lock has ever done before. 
ur proposition can pe pea 


: ! : : No holes to drill—no nails or screws—no tools required. 
Lowest Prices in America—Your Profit Big 





Pick up extra profits with this popular 


FREE DIES FREE PROOFS | utility item. 
——S | Write at once for full partic- 
LETTERHEAD SAMPLE BOOK FREE | ulars and new low price list. 
— an nok ine a8 ‘ea Sy teaeaer ae pad var bee a ’ | 
NATIONAL ENGRAVING COMPANY , 
BIRMINGHAM, ALABAMA 53 W. Jackson Blvd. Chicago, Ill. 

















ROLLING UP PROFITS FOR YOU 


L * FE ’ B A 4 No. 2479 Double Ball Bearing Caster is in 
rhe use in most of the country's leading indus- 
ff trial and professional offices and institutions. 
R j Pe D t R AZ It is a leader to sales of other Faultless floor 
ui} fsb protection equipment shown. Write for Cata- 
a 6cLIP | 


ee and facts about this profit-earning line. 
Small, Medium and Large 


FAULTLESS CASTER CORPORATION 
THE CLIP WITH A _ VISE-LIKE GRIP 


Evansville, Indiana 
FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER ® NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS ® KONTROL BOARD CLIPS 



































(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square 
(left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 


FAULTLESS CASTERS 




















A SMART ITEM 
FOR 
SMART DEALERS 


—— @ = 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers © 
Dealers write today for prices 


build to fit your particular need. Write us for details. @ Territories for agents. 
MARKILO COMPANY, Mfrs. DEPT. 7 
3633¢S.Recine Ave,‘ __ Chicago, U. S A. ARMSTRONG & WHITE pittssBurRGH, PENNA. 


NEVE TYPEWRITERS 


MAILBOY WRITE FOR OCTOBER IST 


rkilokesicit: 
] _ Prod ucts 








y N\ Card-cases, any size, loese-ieat envelopes, punched: 
menu covers; factory record protectors, ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 
acetate (slow-burning) tr t tlul We 


1d 





ROCKIT 
FILE 





























MOISTENS 
ENVELOPES, PRICE LIST 
STAMPS, ON ALL MAKES 
LABELS, 
ETC. Thousands of typewriters for immediate de- 
$9 25 livery at rock bottom prices. Buy your stock 
ONLY now for the Fall season. 
Sensational 2w scientific brush-moist 7 akes med sur- 
faces stick tight, fast! Speeds up mailing! Nester! Cleaner! WHOLESALERS FOR OVER 25 YEARS 
ee ee nickel plated, enameled. Sells on sight, 
at unheard of low price. 
Manufactured by BETTER PACKAGES, INC., Shelton, Conn. J os S > M O R S E T Y P E WwW R | T E R Cc O - 
SOLE DISTRIBUTOR 529 BROADWAY, NEW YORK, U. S. A. 
A. W. KELLOGG SALES CO., Waltham, Mass. CABLE: TYPEMORSE, N. Y. 
DEALERS: Write for liberal discounts! 
ES ARE 











OFFICE APPLIANCES 





SELL MEILICKE CALCULATORS 
The” Modern Method of Figuring 


| PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
| AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 

ally advertisedl Write Simply tip 
for details nowl = hi 
































TECHNYGRAPH ANNOUNCES . ; 
Five New Clear Vision Shading Wheels. 
DEALERS: Write for latest circular. 







SS =S=) 


3468 N. Clark St. 


THE TECHNYGRAPH, TECHNY, ILLINOIS | 
eS) SESS SSS) SS SS SS Meilicke. ystems, Inc. Chicago, Ill. 
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FREE BAND 


Reg. U. S. Pat. Off. 


Without good index- 
ing filing equipment 
is practically useless. 

It Can’t Slip Out Until 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 


The Browne-Morse 
line has both Equip- 
ment and Indexing. 


Feature a line that 
doubles your sales 
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opportunities. every office. Ask for de- 
. iptive price list and sizes 
Write for our y x — } 
Filey Gepptice OT eee FREE HAND BINDER COMPANY 
Catalog Muskegon o> ———— 43 FULTON STREET, NEW YORK, N. Y. 


SECO. Ol8lG2 0,8 e 8.88 eel eee lela e ele le le lela le lela lel elec el ele elem Le 
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Any of these paper mer- 6¢ 

chants will give you sam- f . 

ples and prices of Wiggins hat youdon’t know won't hurt 
el re and you”’ is obsolete as the letter press! 


ADDING MACHINES ie iain tales For if you don’t know what profit 


Richard C. Loesch Co. lies in business c ards, it surely will hurt 







ROUGHS OR REBUILT chatter nett as Co you. . For these can be ordered easily 
eeachoenae as Office supplies; and if you insist that 
ALL MAKES AND MODELS The Chatfield "Paper Co your printer or engraver uses Wiggins 
LARGE STOCKS ALWAYS ON HAND My 5 = Book Form card stock, you will have a 
Grand Rapids reputation for a “better buy” than 
Carpenter Paper Co others. 
| H t 
| MA @] R S E T yP EW R I T E 4 ¢ @] “sf I nc. L. S areuth Co , Inc Ask us for the stationer’s 
305 CANAL ST., NEW YORK, N. Le Tobey se sel ine proposition at once. 


CABLE: MORSETYPCO 
EXCLUSIVE DISTRIBUTORS OF NEW BARRETT ADDING The JohnB. WIG qs | N 


MACHINES FOR NEW YORK AND NEW JERSEY 
1162 Fullerton Avenue, Chicago 
— no Book Form Cards Compact |Binders 














| Self Fitting allie dhuivs | 
by HARTER | | 


Harter Dealers are enthusiastic about our new 
self adjustable posture chairs. They know by 
experience that these new chairs are being 








Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 


















PATENTED 


H | 
received with hearty approval. They know that | i FEB.17,1920 JAN. 11, 1921 
the public is really sold on posture seating MOV. 6. 1923 and fumble to find the place where | 
They also know that this interest, properly the ring opens, if it’s an Adams ring. 
directed, results in sales. Eight Sizes Here is the simplest, quickest-operat- 
Inside Diameters: ing and most satisfactory ring ever 


Other alert dealers—the type who are making 
sales and profits the Harter Way—are invited } 

to join us. ll} No. 00, % In. No. 2, 1% in. binders of all sorts. Allows binder or 
sheets to lie flat when open at any 


| 

THE HARTER No. 0, % in. No. 3,2 in. a SS oe ae ae 

CORPORATION | No. Ot, ft in, We. 4,2% in. Founded and smoothed, keeps ring 
| 


| No. 1, 1% in. No.6,3 In. right side up in position to be in- 
STURGIS, MICHIGAN | | 
| 


invented for perforated sheets or 





















in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Monty t. Aiaue Sy. Le. She ae Fl 






Come also boxed assorted stantly unlocked. 
MODERNIZE—HARTERIZE 
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STOP 


KINKS, SNARLS and 
DANGLING CORDS! 











DR. SCAT REFINISHER 


For the Typewriter 
Every Office Needs 








i ae “KOIL-O-MATIK” is the only RUBBER 
H| COVERED device that actually coils bether- 

Dr. SCAT j ~~ some cords out of the way. 
len A RUBBER COVER prevents seratching of 


desks and furniture and abolishes “shocks” 
and “shorts.” 
Here is a BRAND NEW, fast seller that is 


REFINISH low in price yet performs a real service. En- 


Refinishes, Polishes and 


Cleans Typewriters 












tirely different—nothing else like it on the 
F } noweot market. 
Sold only thru Dealers il] scat CHEMICAL CO Packed in very attractive individual box with Self- 
"Boe Selling Display Card free. FULLY GUARANTEED. 
Manufactured by Write at onee for very liberal prices and FREE 
SAMPLE. 


DR. SCAT CHEMICAL CO. »ZREFINISHER” By aromcent gRtag on 
178 N. Franklin St. -:- © Chicago, II. Sa ee WONDERFUL FOR IRONS, TOASTERS, DESK LAMPS, ETC. 


























VISE SIGNALS NEW PRICES 


adding + billing + 
bookkeeping + 


calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 





for all types of follow-ups. 
Made of corrosion-resistant 
steel, properly tempered, and 
durably enameled in brilliant 
colors. In 2 sizes and 12 
colors. 











Send for free samples and prices 


G Rough and Rebuilt Write for Latest Price List 

EORGE B. GRAFF COMPANY ° 

ik idles dee italia Reliable TYPEWRITER & ADDING MACHINE CORP. 
circa anny 303 W. MONROE ST. CHICAGO, ILL. 

















Uealers Wanted | | GET DEALER PROPOSITION 


For a spring cushion 

typewriter key having The ELLIOTT ENVELOPE SEALER 

permanent pure white is the fastest office appliance in the 
cam world and easily automatically 


characters. You will 
get more key business Ay \s | feeds, seals and delivers 400 
x \ Fy ea, envelopes per minute with an 
, jee. 










by selling 
2 average thickness of 


MASTER contents. It was greatly 
SPEED REYS changed and im- 


Rp proved in 1937 


















(no rubber to wear out) } - ; 
Write for our interest- W RS and =e desirable 
ing proposition. YS F " BS item for station- 
290 Columbus Place ™e i’ ery stores. 
speed hey Mfg. Co. srooxin, w. ¥. THE ELLIOTT ADDRESSING MACHINE CO. o2t,Ainernst., 











espicator 
CHA'R CUSHION 7 


FORCED ° Re & OL ee COMFORTABLE 
VENTILATION Me ee ee Oe AND COOL 


WRITE OR TYPE SU 
CUT TO SIZE - MOIST 


r the CREEN LINE 





L. M. BICKETT 


COMPANY 


“at's” | CEL-U-DEX CORP., ancontvnrn. v. 


U. S. Patent 
No. 2,025,712 
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Consolidate 
YOUR BUYING 


TYPEWRITERS 
Underwood Typewriters, Royal Typewriters, New 
Portables (all makes and models) and Underwood 
Fanfolds. There is no better Rebuilt Typewriter than 
the Shipman-Ward Rebuilt. We carry a complete stock 
of typewriters. at all times, Rough and Rebuilt. A trial 
will convince you of the superior quality of our type- 
writers. 

TYPEWRITER PARTS 
All Makes. 

SUPERFINE PLATENS 
For all makes of typewriters, adding machines. dupli- 
cators and multigraphs. 


JAPANNING 
For all Office Equipment. 


DUO NICKEL PLATING 
For all Office Equipment. 


WELDING 
For all Office Equipment. 


TOOLS 
All makes of Typewriter Tools. 


SUPPLIES 
Ribbons, Carbon Paper, Secretarial Stands, Typewriter 
Pads, Heyer Duplicator Supplies. 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, Ill. 


LOS ANGELES MINNEAPOLIS MONTREAL 
1019 S. Main St. 116 S. Fourth St. 20 St. James St. West 
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A New Line that will 
Make Money For You 


STYLED RIGHT — PRICED RIGHT 


Desk Sets 
Active Correspondence Folders 
Distributors 


. Write for free circular. 


1G. J. AIGNER COMPANY 
i 503 S. Jefferson Chicago, Ill. 


eemeems LL DD DD DE |) DD ) D  ) * 


OW. MAIL BAGS 


Complete Line of Canvas 


and 


Leather Mail Bags. 


escriptive Circular 


Send for D er Discounts. 


and Liberal Deal 


Canvas Products Corporation 


ialties 
and Leather Specia 
ae O. Box No. ONE 
FOND DU LAC, WISCONSIN 


2 ae ee ee ee ee ee ee ee ee ee | 
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OFFICE APPLIANCES 


Grippit’s package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . . . Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 





Speed-Mo 
FOUNTAIN 
BRUSH 


The only cleaning set with 
finger tip control to gov- 


ern amount of fluid used. 





Stiff bristles rid type of all 


dirt. No dauber to replace 





in bottle and soil fluid. 


Clean typewriters and of- 


Ask for Catalog No. 138 
DEALERS—Write us for attractive 


hands or clothing. offer. 


fice machines as often as 


desired without dirtying 


RIVET-O MFG. CO. 68 Jason St. ORANGE, MASS. 








300 New ITEMs 


IN A SINGLE YEAR 
















In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
|| such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 





to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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599 RELIABLE 
JUST SAY “Hu ERADICATOR 
' a” s 
ae Rea rae ioe tek trea 
paper or 
white cloth. 






MAK-UR-OWN i ae 
ALL TRANSPARENT a 
INDEX TABS ~ 






Write now for samples and prices 


| THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


| 
| NORTH TONAWANDA, N. Y. 






Thestars 
around the 
Geures **i*’ 
and ‘‘2”’ iden- 
tify genuine 
H.A. 

Check your 
stock now. 


Manufactured For Over Thirty Years By 


H. A. INK ERADICATOR COMPANY 


1707 Zerega Avenue, New York City 
CABLE: ERADICATOR 








LITHOGRAPHED LETTERHEADS 


and all forms of Business Stationery produced on 


Large High Speed Offset Presses 


e Papers for every business purpose. 
e Distinctive designing. 
e Attractive prices. 
e Prompt service. 


STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE. DAYTON, OHIO 
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WANTED 


Dealers 
ce 2ie ae 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


PRUITT CU. 


CXXXXAAAAAAAATIATIAIIII III IAA XX XXXXXIXX 


— bstertrvuk 


WORLD’S GREATEST PEN MAKERS SINCE 1858 


A a HS 





771 Pruitt Bldg. 
Chicago 


-REXKXXXATAXAXA XX XXXXXXXXXI}; 
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JUST PUSH THE TOP TO FEED THE LEAD 
The Esterbrook Push Pencil gives 400 self-sharp- 
ening points without reloading. It’s the common- 
sense pencil. Retail price $1.00 and up. 

THE ESTERBROOK PEN COMPANY 


86 Cooper Street _ Brown Bros., Ltd. 
Camden, N. J.°" Toronto, Canada 
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ARTILITY 


POSTURE CHAIRS 
INCREASE 
DEALER PROFITS 
2 
WRITE FOR CATALOG 
* 


ARTILITY METAL PRODUCTS, INC. 


1101 MONGER BLDG. 
ELKHART, INDIANA 





























IT’S VERSATILE! 


THE AMERICAN 
“5 IN om 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 































Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 
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EXTRA SPECIAL 











LETTERGRAPH 


ef 


MODEL C 












Prints 

CLEAR, SHARP COPIES 

OF ANYTHING WRITTEN 
TYPED OR DRAWN... 
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full size... automatic feed 
Big Production Duplicator 
offers every essential fea- 
ture of expensive machines 


THE HEYER CORPORATION:: CHICAGO 


“We're 


STRONG 


for the 


UNDERWOOD 


D I ypemaster Portables !’’ 


—says Mr. M. Friedland of the 
St. Paul Typewriter Exchange 


«We tell our customers who have no pref- 
erence,’’ says enterprising St. Paul dealer, 
‘swe would rather sell the Underwood.’’ 


HEN a dealer makes it part 
of his sales policy to recom- 
mend the Underwood, it’s a sign 
that he appreciates the value of cus- 
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SEVEN BIG 
TALKING POINTS 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 


2 The Champion Keyboard 
... kinder to typing finger-tips 
. saves broken fingernails. 


3 “Tuned to the Fingertips” 
.. two adjustment features as- 
sure supreme ease of touch. 


4 100 per cent Typing Visi- 
bility. 
5 Complete accessibility to 


type-bars and ribbon spools. 


6 Keyboard Controlled Rib- 
bon Shifting Device. 


7 Back spacer on left hand 
side—normal typing position 











tomer good will. Underwoods never 
let a dealer down! 

Underwood builds Portables to 
stand up... to take all the punish- 
ment that untrained fingers can hand 
out and keep on performing up to 
traditional Underwood standards. 

Dealers who make a real dent in 
their local markets naturally are in- 
terested in Underwood speed, ease 
of operation and fine writing quali- 
ties. They're interested, too, in the 
distinctive eye appeal that the 
Underwood holds for the prospec- 
tive buyer. And back of these 
qualities dealers want Underwood 
ruggedness, durability, stamina. 


e ¢ e DEALERS: If you are not selling 
Underwood Portables now, write for 
full information concerning the com- 
plete Underwood line. It pays to stock 
the machine that the world is buying. 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters. . Accounting Machines. . Add- 


ing Machines. . Carbon Paper. . Ribbons ( Ug : 
and other Supplies F 
One Park Avenue New York, N. Y. ee 4 


Sales and Service Everywhere. 
Underwood Elliott Fisher Speeds the World’s Business 


Underwood Typemaster Portable 
Universal Model, retailing at $54.50 





Underwood Typemaster Portable 
Champion Model, retailing at $59.50 
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DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
ables are sold “overthe counter” 
through Authorized Under- 
wood Portable Dealers. All 
Underwood promotional activ- 
ity is designed to send cus- 
tomers into the Dealer’s store. 
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